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S uppo rt moves ahead 


PASS ALONG 


NFC’S New All-Purpose Industry Symbol 





EVERY WHERE-BRODIE 
is linked with Progress. 


Here’s another example 
from the PHILIPPINE ISLANDS 


B51C BiRotor 


MANILA HARBOR REFUELING FROM BiRotor EQUIPPED BARGE 


This mobile fueler in Manila Harbor has been 
in continuous operation for over four years. 
Self-propelled, it transports both diesel fuel 
and gasoline to refuel tugs and fishing boats 
as well as ships. At the heart of this busy 
mobile fueling unit are four Brodie B51C 
BiRotor meters 


wy 


This is a job where equipment must speed 
delivery —and, where you never have to baby 
a BiRotor you just use it at full rated 
Capacity, day after day 


REPRESENTATIVES WITH STOCKS AND SERVICE FACILITIES IN ALL PRINCIPAL CITIES 
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Certified service and genuine parts back every 
Sundstrand-equipped oil burner across America 


The painstaking care and 
precision workmanship that go 
into the manufacture of Sund- 
strand fuel units are your as- 
surance of reliable burner 
performance. Make-do repairs 
seldom measure up to the stand- 
ards of quality you and your 
customers have come to expect 
from Sundstrand. So, why 
settle for substitute parts when 
the best costs no more? Back 
the performance of your fuel 
units with genuine parts and 
certified service. The proved 
efficiency of Sundstrand service 

Wherever Sundstrand-equipped stations is one of the many 
oil burners go, there’s a Sund- reasons why year after year 





strand certified service station 
close by. Quality parts and ex- 
pert service by factory-trained 
fuel unit specialists mean fast, 


Sundstrand is first in fuel units. 
Two illustrated bulletins, Nos. 
1102 and 1106, describe the 
complete line of fuel units pre- 


economical maintenance and. cision-built by Sundstrand. 
increased customer satisfaction. Write for your copies today. 


SUNDSTRAND HYDRAULICS 


DIVISION OF SUNDSTRAND CORPORATION 


2210 Harrison Ave., Rockford, Ill. - Eastern Sales Office: 89 Summit Ave., Summit, N. J. 
Made in Canada by John Inglis, Ltd., 14 Strachan Ave., Toronto; 
in Sweden by Sundstrand Hydraulic AB Stockholm; 
in France by R. S. Stockvis et Fils, S. A, 20-22 Rue Des Petits-Hotels, Paris 





= PARTS 
Look for this sign 
~ it's your guarantee 


of genuine parts and 
certified service. 
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OIL BURNERS-WATER HEATERS—SUPPLY 


famous the world over for Quality and Economy 


SUN-RAY =4-5 OIL BURNERS 


SUN-RAY BURNER MANUFACTURING CORPORATION 


139-22 QUEENS BOULEVARD + JAMAICA 35, N. Y. 
See us at Booth 715, INTERNATIONAL HEATING & AIR CONDITIONING EXPOSITION, Chicago, Feb. 13-16, 1961 


THE SUN-RAY FAMILY OF QUALITY PRODUCTS FOR HOMES + FACTORIES +» WAREHOUSES 
APARTMENT BUILDINGS + CHURCHES + SCHOOLS 
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Among other things . . . 


From the final tally of the U. S. Census of Business, 
1958, comes some enlightening information about fueloil 
specialists. A discussion and tabulation of what the Census 
found out about fueloil dealers begins on page 43. There's 
a state breakdown, as well as the same data reported by 
metropolitan areas. 


Next is an account of the 226 conversions made by 
Meenan Oil Co. in Levittown, N. J. They're significant 
conversions because they were made from gas to oil. The 
interesting background and hoped for results are contained 
in the story which starts on page 45. 


John Schulz discusses the use of hot water heaters for 
providing comfort heating for a room or two. See page 51. 
Front cover photo: New oilheat identification adopted by 
the National Fueloil Council. The new symbol will be used 
widely in NFC campaigns and programs, but also will be 
made available to others to use in their promotion of oil- 
heating. Complete details may be found on page 20. 


5 





5 hs ANNUAL API convention in 

Chicago had a record turnout with 
more than 6,000 registered. As usual 
there were something like 150 com- 
mittee meetings covering all phases of 
the industry with not too many of 
these in the marketing division. 

The high spot for our industry was 
the approval by API directors of funds 
in the budget for an oilburning re- 
search program to be coordinated by 
Battelle Memorial Institute. Specific 
project assignments were accepted by 
seven major oil companies to be car- 
ried out in their laboratories. In addi- 
tion $350,000 was made available for 
outside contract research . . . the total 
outlay in 1961 will be over a million 
dollars. 

Also important at the meeting of 
the fueloil committee was some pres- 
sure to get started on the “One World” 
concept of joining existing trade as- 
sociations into a single unit which the 
industry has been discussing and com- 
mittees have been studying during the 
past four years. 

It was noted that the National Fuel- 
oil Council had voted for the merger 
in October 1959 and the OHI direc- 
tors had voted for it in April 1960. 
Working out details has obviously 
been quite difficult, but a recommen- 
dation was made in Chicago that every 
effort be made with a target date of 
April 1961. 


N® YORK CITY is angling for a 
law to license fueloil dealers to 
prevent the public from being “cheat- 
ed.” This bill was introduced in City 
. Council by Mayor Wagner on October 
23. Maybe, the date just before elec- 
tion had something to do with it since 
anything you say about the oil in- 
dustry will always get headlines as 
indicative of the skulduggery inherent 
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in an industry where everyone is very 
rich. 

The fact is that last winter's hulla- 
balloo over cheating fueloil dealers 
turned out to be pretty much of a 
dud. After dozens of headlines and 
reams of copy over the public being 
swindled out of millions by Brooklyn 
fueloil men, there were six indict- 
ments. Four of these were dismissed 
for lack of evidence and two paid 
modest fines since their larceny was 
found to be trivial. 

Of course, if the city can license 
all dealers and/or all trucks this would 
create a lot of revenue in times when 
municipal budgets are pinching. The 
only excause for licensing is to pro- 
tect the unsuspecting “victims,” so they 
have got to build up another scare 
story if it is humanly possible. 


OHN WINGER of Chase Manhattan 
J Bank, New York, is back in the 
news again. He is one of the industry’s 
most useful citizens because he keeps 
reminding the oil producers that nat- 
ural gas is hurting their business far 
more than proration due to imports. 
His latest very interesting comment 
was made in a speech to the American 
Bar Association in discussing chaotic 
marketing conditions confronting the 
oil industry. 

This is the quote: “Of the $200 
that the average homeowner pays in 
a year for oilheating, $102 is returned 
to the owner of the well with the 
balance of $98 going for refining, 
transportation and distribution. On the 
other hand, the average cost of gas 
heat is $286 of which only $22 is 
returned to the producer.” 


OST OILHEATING dealers would 

not think of air pollution as 

of direct interest to them. It is usually 

associated with automobile and diesel 

truck exhaust, black smoke from big 
chimneys and the like. 

However, we are running into sit- 
uations where gas utilities are claim- 
ing that oilburners contaminate the 
air more than gas burners and this 
does not refer to smoke. The oil in- 
dustry has a lot of data on most phases 
of air pollution, but practically noth- 
ing on No. 2 fueloil. 

Accordingly, two major oil com- 


pany laboratories, Esso and Gulf, are 
making short range tests to get us 
some data for use in local ordinance 
situations. In addition, Shell has as- 
signed a top scientist for one and one- 
half years for a broader evaluation as 
a part of the new API research project. 

It is hard to believe that oilburners 
contaminate the air very much. But 
we must be in a position to prove it. 


From the right hand drawer. . . 


© A Babson Report of October 10 
discusses the growth of the natural 
gas industry and quotes some projec- 
tions by the American Gas Association 
for the next ten years. As groundwork 
it shows that in the past six years, 
1954-59, the sales of gas in billions 
of therms rose an average of 8.7% a 
year. The revenues in dollars went up 
12.6% a year on the average. Elemen- 
tary mathematics would show that the 
dollars went up 45% more than the 
volume of gas which could indicate 
that was the price increase in the six 
years. In projecting the ten years of 
the Sixties, AGA estimates that the 
quantity of gas in billions of therms 
will increase an average of 5.7% a 
year while revenues in dollars will go 
up an average of 8.2% a year. Any 
school child could say that this looks 
like a 44% increase in average price 
per therm. Naturally, that does not all 
apply to home heating by any means, 
but it certainly points the trend. 


© Refiner members of the National 
Fueloil Council supporting the local 
advertising campaigns around the 
country have added two more to their 
number this month. These are Pure Oil 
Co., Chicago, and Hess, Inc., Perth Am- 
boy, N. J. Last month, Berry Refining 
Co., Chicago, and Leonard Refineries, 
Inc., Alma, Mich., came in; the month 
before that it was Ohio Oil-Aurora 
Gasoline Co. This brings to 18 the 
total of supporting refiners which is 
double the number of a year ago. 

We can hardly get to press without 
the list changing. Just now another re- 
finer has told us they're in . . . Bay 
Refining Co., located in Bay City, 
Mich., so it’s 19. 
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ALLIS-CHALMERS COMPANY 





BETHLEHEM STEEL COMPANY 





BORDEN COMPANY 





FIRESTONE TIRE & RUBBER CO. 





FORD MOTOR PA W. P. GILBERT COMPANY of Irvington, New 
Jersey, works closely with consulting engineers 
. a! Jersey ee Soran ogg 
ETT RG MO HOSPIT. uch cooperation has resu in over 
G YSBU ME RIAL AL. HEV-E-OIL installations throughout the area. 
Shown hard at work on one of these projects 
is Mr. Wallace Gilbert, president of the firm, 
RUTGERS UNIVERSITY and Ed Martin and Bob Peles, sales engineers. 











SUN OIL COMPANY 








. AIR FORCE 








. NAVY 





. POST OFFICES 





F.W. WOOLWORTH COMPANY 











top consulting engineers: 
recommend 


HEV-E-OIL burners 
for major projects 





YEAR AFTER YEAR leading consulting engi- 
neers continue to specify HEV-E-OIL burn- 
ers in their plans for stores, factories, schools 
and churches. Just a few famous-name users 

of HEV-E-OIL burners are listed above. 
Across-the-board acceptance of HEV-E- 
OIL burners is natural. For only HEV-E- 
OIL commercial-industrial burners assure 
efficient, economical operation — perfect 
fire control regardless of weather or draft 
conditions. Low-pressure air atomization is 
the big secret of success — accurately me- 
tered oil and air for the best in economical 

performance. 
If you own, specify, install or service 
wes burners, HEV-E-OIL burners will make 
INDUSTRIAL COMBUSTION your job easier and more profitable. Ten 
INC. sizes, 1 to 150 gph, adapt to all standard 
EXECUTIVE OFFICES: 4507 N. OAKLAND AVE., heating boilers. For free bulletin, write 
MILWAUKEE 11, WIS. Dept. FO120. 
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GOVERNMENT 
INFLUENCE 





by James M. Collins 

WASHINGTON — The election of 
Senator Kennedy as president will 
create a real challenge for the petro- 
leum industry in Washington—but 
there is no expectation of any radical 
actions affecting oil and gas, at least 
for a year or two. 

However, the groundwork will be 
laid in the first few months of Ken- 
nedy's term on a number of vital is- 
sues affecting fuels, generally. But, 
again it must be stressed, there will 
be little actual results during the first 
year or more of his Administration. 

One of his first acts affecting fuels, 
undoubtedly, will be to establish a 
“fuels policy study.” Kennedy prom- 
ised during the West Virginia primary 
race last spring that one of his first 
acts, if he entered the White House, 
would be to have a thorough study 
made. But, this will take lots of time. 

In West Virginia, Kennedy backed 
coal’s drive for a joint congressional 
committee study of competitive fuels. 
He said that he supported this “fully.” 
But, it remains to be seen whether he 
will recommend that Congress do the 
job or decide to establish an executive 
commission, perhaps directed by the 
new Interior Secretary, to come up 
with the answers. In any case, which- 
ever way the study is made, the re- 
_Sults will be at least a year, perhaps 
two, away. 

The same situation is true of the 
oil and gas percentage depletion al- 
lowance in the tax laws (which per- 
mits a producer to deduct from his 
gross income, before he computes his 
federal tax, 27.5% of income up to 
a limit of 50% of his net). The pres- 
ident-elect said during the campaign 
that he was convinced a complete re- 
view should be made of all resource 
taxation policies, to see if they were 
doing the job for which they were 
designed. He did not state any con- 











clusions—whether the tax allowance 
for oil and gas was too high, too low, 
or just about right. He said that de- 
cisions on this question should await 
the results of the tax review. 

But, two things are certain: There 
will definitely be an overall energy 
study made in Kennedy’s administra- 
tion, along with a resource taxation 
review. Results of these studies will 
have a very powerful influence on the 
industry's operations—depending upon 
what recommendations are made and 
what Congress does with them. 


Congress Still Conservative 


But, what about the new Congress? 
Will it jump blindly, accepting all of 
Kennedy's proposals, on oil and gas 
as well as other issues? 

During the first few months of Ken- 
nedy’s term, Americans very likely will 
find that many of his proposals get 
strong support in Congress, for this 
period is quite often a “honeymoon” 
period between the new chief execu- 
tive and the legislators. 

But, the issues that arise during the 
honeymoon period will be bread-and- 
butter ones—like an increase in the 
minimum wage, medical care for the 
aged, housing help by the federal gov- 
ernment, federal aid to education, and 
a big new federal program for “de- 
pressed areas.” Most of these will get 
approval in Congress—although they 
may be watered down some before 
bills reach the president’s desk at the 
White House. 

If, on the last issue, depressed areas, 
Kennedy should recommend that Con- 
gress make an energy review (in con- 
nection with the depression in the coal 
states, especially), there very likely 
would be a battle in the Congress on 
this angle. Oil and gas men are still 
convinced that the coal industry has, 
as a main objective, the “end use” con- 
trol of fuels, which would prohibit, 
for example, the use of “valuable” 
natural gas beneath boilers in indus- 
trial plants. Not only would oil men 
vigorously battle on this, in Congress, 
but gas pipeline men would likely be 
in the forefront attacking the fuels 
policy proposals. So, chances are that 
this study will be made by some group 
established by Kennedy, himself. 

Although oil and gas men still op- 


pose the idea, it would be well for 
them to consider offering their com- 
plete cooperation in planning for such 
a study. Such a constructive approach 
would do much to alleviate any sus- 
picions Kennedy may have regarding 
petroleum. 


No Gas Bill Is In Sight 


Although bills likely will be dropped 
into the House and Senate hoppers 
early in 1961—to lift federal utility 
control of producers’ gas prices—there 
is little chance that any of these will 
go anywhere. Probably there will not 
even be committee hearings on them. 
There are several reasons for this con- 
clusion. First, Rep. Harris (D, Arkan- 
sas), chairman of the House Com- 
merce Committee, does not want to 
waste any more time on such legisla- 
tion—unless it has support at the 
White House and unless the various 
industry branches who are involved— 
producers, pipeliners and distribu- 
tors—can reach agreement on the type 
of bill needed. In addition, Harris has 
warned the gas pipeliners that they 
“must” compromise their differences 
with the coal industry on the issue of 
“dump” sales of gas to industry. 

Certainly, Kennedy will not endorse 
any gas bill—until the fuels policy 
study is completed a year or two 
hence. Furthermore, an analysis of the 
new Senate make-up in the next Con- 
gress indicates that there will still be 
21 senators who voted against the 
Harris-Fulbright Bill in 1956, along 
with 27 more who could be expected 
to oppose it. There will still be 36 
senators in the new Senate who voted 
for the bill in 1956—but only about 
7 new ones who could be expected 
to back it. This would add up to a very 
close vote, in the Senate, on a bill 
next year, or the year after—unless 
Kennedy is back of such legislation 


Regulatory Agencies Important 


More significant than action in Con- 
gress will be Kennedy's new appoint- 
ments to the Federal Power Commis- 
sion and other such regulatory agen- 
cies. He will be able to name three 
new men to FPC, and three to the 
Federal Trade Commission. Watch 
how these appointments come out. 
They will be vitally important to Oil. 
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SMITH-ERIE METERS PREVENT PRODUCT 


LOSSES FROM 


We don’t recommend that you haul by 
armored car, but we do suggest that you 
take other strict measures to halt “liquid 
larceny” — accurate measures by Smith- 
Erie meters, for example. 

Consider this: One of your trucks may 
haul 10,000,000 product gallons in one 
year. At this rate it’s not surprising that 
just a small measuring error beyond al- 
lowable tolerances can cost you several 
times the value of a Smith-Erie meter. 

That’s why sustained accuracy in the 
metering of petroleum products is the 
focal point around which all Smith-Erie 
meters are built. This ability to retain 
their accuracy for long periods of sus- 
tained operation over the full flow range 


STEALING YOUR PROFITS 


is the reason why Smith-Erie meters 
pay big dividends from the day 
they’re installed. 

Smith-Erie meters for these serv- 
ices are available up to 1000 gpm 
with a wide variety of counters and 
fittings to satisfy any need. See your 
Smith-Erie meter man for details. 


Through research gS ..@ better way 
AO.Smith 
Skike © © 


Smith- EF... Division 





Factory: 1602 Wagner Ave., Erie, Pa. Offices: Atlanta 5, Ga.; Chicago 3, II|.; Houston 2, Texas; Los Angeles 22, Calif.; New York 17, N.Y.; Newark, 
Calif.; Tulsa, Okla. Canada: Toronto 12, Vancouver 1. A. O. Smith INTERNATIONAL S.A., Milwaukee 1,Wisconsin, U.S.A. 














Wim 8 be 


“We sell fuel oil, oil burners and services with a complete Yellow 
Pages program!”’ says W.R. Williams, Exec. V.P., Smith Oil & Refin- 
ing Co., Rockford, Ill. “‘To promote our complete operation, we 
advertise under OILS — FUEL, FURNACES, HEATING EQUIPMENT and 
other Yellow Pages headings. This advertising program brings in 


So many calls and so much business, it would be the last medium 
we'd ever drop!”’ 














Diention ; ead 
|| Find Us Fast Display ad (shown redu 
in The 


runs under OILS FUEL. ¢ 





w Pages man at your Bell Telephone 
business office to plan your program 








| Display this emblem. It builds your business! 
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Monthly oilheating Trends 


7 SETBACK in oilheating instal- 
lations that has bothered us all 
through the fall months continued in 
October. Estimated installations were 
62,378 or 29% below last year’s 87,- 
168 in that month. 

For the first ten months of the year, 
total installations are estimated at 455,- 
231. This compares with 525,502 
through October last year for a 13% 
decline. In the month of October only, 
the division by types of installations 
was: new homes, 11,041; replacements 
of old oilheating, 27,883; and conver- 
sions from other fuels, 23,454. 

For the ten months the division was: 
new homes, 130,565 which shows a 
21% drop from last year’s 164,222; re- 
placements of old oilheating, 174,764 
down just slightly from last year’s 178,- 
341; and conversions from other fuels, 
149,902 off 18% from the 1959 figure 
of 182,939. 

Again it is worth noting that this 
was a strange year with the installation 
decline only modest until we got into 
the normally heavy selling season and 
then it became very sharp. We just 


October Minimum Retail Prices 
Key Dealers 


Oct. Avg. Sept. Avg. 


Separate Burners $313 $314 
Boiler Burners 735 737 
Furnace Burners 610 614 


Price Index: Separate Burners 
1947-49 is 100%, 
WHOLESALE 


October 94.5 Six months ago 
September 95.6 Year ago 


RETAIL 


October 90.8 Six months ago 
September 91.4 Year ago 


| No part may be reprinted in any form without permission. 


It is hard to understand why Octo- 
ber stocks ended that high unless the 
dealers expected a pickup which didn’t 
happen. The month-end stocks were 
divided: separate burners, 22,126; boil- 
er-burner units, 12,413 and furnace- 
burner units, 19,429. 

Factory stocks at the end of August 
the latest available information were 
60,158 compared with 52,253 the pre- 
vious year. 


didn’t go up with the normal surge of 
the fall months. 

In October, oilheating dealers sold 
approximately 1,217 central aircondi- 
tioning jobs. They also sold an esti- 
mated 2,435 water heaters with me- 
chanical burners. This item is picking 
up a little over last year. 


Oilheating Stocks: At the end of 
October dealers were holding approxi- 
mately 53,968 domestic oilburners and 
units. This compares with 35,977 a 
month earlier and with 65,210 on the 
same date last year. 


Tank Stocks: On October 31 the 
dealers were holding 36,114 customer 
oil tanks compared with 21,682 a 
month earlier and with 38,865 at the 
end of October, 1959. 


OILBURNERS & 
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Shipments of Oilburners and Units 
(Including Exports) 


Adjusted to include manufacturers other than those reporting to 
Census Bureau, FUELOIL & OIL HEAT’s estimates of shipments are: 


AUGUST: 





EIGHT MONTHS————— 
Percent 
Change 
—27.4 
—13.4 
—27.2 
—26.4 
— 69 


—25.2 


Percent 
Change 
—36.7 
+19.4 
—21.8 
—29.5 
—18.6 


1960 
28,054 

4,802 
12,844 
45,700 

3,315 


49,015 


1959 
44,343 
4,023 
16,437 
64,803 
4,074 


68,887 


1960 
210,814 
24,969 
67,502 
303,285 
24,638 


327,923 


1959 
290,542 
28,851 
92,736 
412,129 
26,451 


Separate Burners 
Boiler Burners 
Furnace Burners 
All Domestic 
Commercial 
Total 


—28.8 438,580 


ucloil It 
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SPECIAL STUDY 


THIS vane di 


How much of a conversion Market 
is left for future oilheating Sales? 


N THE DEVELOPMENT YEARS of the 

oilheating industry, almost every 
sale was a conversion from coal. When 
we recall that at the close of World 
War 1, there were around two and 
one-half million oilburners in use it 
would be safe to say that fully three- 
fourths represented conversions from 
other fuels. 

In the first ten months of this year, 
these conversion installations repre- 
sented less than a third of the oilheat- 
ing jobs put in. This ratio will appar- 
ently go on shrinking. It is dangerous 
to say how many coal-heated homes 
are left in the country because we are 
too close to getting the 1960 Census 
data which will establish the fact. 

It is a pretty good guess though that 
there won't be much more than one- 
third of those counted in the 1950 
Census . . . at that time there were 9.5 
million furnaces using coal fuel. 


Coal Market 


In our survey this month, the deal- 
ers estimate that 14% of the homes in 
their communities are still heated with 
coal. We found 11% in the New Eng- 
land and Midwestern states. The Mid- 
Atlantic area closest to the anthracite 
fields shows 17% of homes still using 
coal while in the far West the ratio 
was very low. 

Then we asked the dealers what they 
consider the principal reasons why 
: folks still use coal in a good many 
houses. There were a lot of angles to 
this but the most important reason 
seems to be that they think coal is 
cheaper. Second in importance is the 
fact that coal is being used in low-rent 
housing where the landlord will not in- 
stall automatic heating. Third in im- 
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portance among the reasons was that 
some folks think that coal provides 
better heat. 

Typical comments on this question 
were: 

“Some people don’t know we have 
made a better mousetrap.” . . . “Most 
people feel that they can’t afford to 
convert.” . . . “There are still some 
stokers in our area.” .. . 

“We are rather fortunate in this area 
with so many possible conversions that 
gas is still not too competitive, cost- 
wise.” . . . “Practically no coal left in 
this community.” . 
older folks who are 
change.” . . . “Some old time coal users 
still think coal is better.” .. . 


.. “There are many 
resistant to 


Economic Factor 


“Some people just can’t afford to 
change fuels.” . . . “Every community 
has its lesser income group and homes 
to match.” .. . “A lot of coal users 
cannot obtain a loan to convert to oil 
heat.” .. . “We do not try to convert 
coal customers to oil—in fact, we cater 
to coal customers.” . . . 

“Most of the remaining coal is in 
stores.” . . . “Apartment houses and 
large buildings retain coal because the 
owners claim it is cheaper at $13.50 
a ton.” ... “The greater percent of coal 
users will never convert because of the 
cost.” 

Another type of conversion has to 
do with changing homes with space 
heaters over to central heating. The 
particular question here had to do with 
what percent of homes are using space 
heaters of any kind rather than central 
heating—and the answer is only 7%. 
This seems very low until you consider 
that these returns do not come in any 


quantity from the Southern states nor 
the Prairie or Mountain states where 
space heaters are most often found. 

Again trying to size up the possible 
market we asked what share of the 
homes now using space heaters are of 
good enough quality to attempt a con- 
version sale to central heating. The 
answer is that about two-fifths of them 
are worth trying to sell. 

Among conversion _ installations 
made this year . . . and we are talking 
about conversions to oil from another 
fuel regardless of the type of equip- 
ment used . . . we find that 74% of 
such sales were conversions from coal, 
19% were conversions to central sys- 
tems from space heaters, 5% were con- 
versions from gas and 2% from elec- 
tric heating. 

Comments on this question included 
these: “After conversions, the balance 
were all replacements.” . . . “Very lit- 
tle coal left in our area.” (Long 
Island) .. . “Our best potential is not 
in conversions but in replacing old 
oilheating.” . . . "1960 was a good year 
for conversions.” (Maryland) .. . “This 
has not been a coal town for more than 
ten years.” (Massachusetts) .. . “Other 
than conversions, all sales were replace- 
ree 

“We have converted many gas water 
heaters and space heaters by installing 
a central oilburning system with do- 
mestic water coil attached.” . . . “Up- 
grading our present installations is 
much more important than selling new 
conversions.” 


Conversions to sag 


The dealers were then asked if they 
believe that conversions from other 
fuels in 1961 would be as favorable as 
in 1960. Only 62% of the reporting 
companies believe that they will. There 
was very little departure among the 
sections from that figure with the high 
and low range being 63 and 60%. 
Thus it is pretty obvious that conver- 
sions from other fuels will be down 
somewhat next year. 

In exploring the activities of sales- 
men to get new business and not in- 
cluding replacement sales among their 
own customers, the dealers say that 
their men spend a little over two-thirds 
of their time on prospects for conver- 
sions to one-third of their time on new 
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home opportunities. The reason for this 
is pretty obvious—conversion sales are 
not often competitive so the salesman 
can get a fair price, while, everyone 
knows about 2 new home job. 

The dealers generally are feeling bet- 
cer about their results in converting to 
oil from other automatic fuels like gas 
and electricity. We find 23% of the 


Oilburner Permits* 


OcT. Ten Months 
1960 1959 1960 
0 Albany, N. Y. 17 17 

16 Baltimore, Md. 259 209 
96 Bridgeport, Conn. 565 509 

1 Columbus, O. 61 13 


25 Detroit, Mich. 272 217 
54 Elizabeth, N. J. 381 295 
14 Freeport, N. Y. 120 127 
17 Hartford, Conn. 536 344 
19 Irvington, N. J. 192 131 


. Meriden, Conn. 380 - 
31 Milwaukee, Wis. 249 186 
15 Minneapolis, Minn. 188 ee 
16 Montclair, N. J. 93 83 

4 Morristown, N. J. 30 21 


25 Mt. Vernon, N. Y. 
Newark, N. J. 659 563 
New Bedford, Mass. 
New Haven, Conn. si 
New Rochelle, N. Y. 76 


Norfolk, Va. 327 
Omaha, Neb. ~ 
Orange, N. J. 56 
Passaic, N. J. 42 
Paterson, N. J. 


Philadelphia, Pa.* * 
Portland, Me. 
Portland, Ore. 
Poughkeepsie, N. Y. 
Providence, R. I. 


Richmond, Va. 
Roanoke, Va. 
Rochester, N. Y. 
Rockville Centre, N. Y. 
Salem, Mass. 


St. Louis, Mo. 

St. Paul, Minn. 
Schenectady, N. Y. 
Spokane, Wash. 
Springfield, Mass. 
Stamford, Conn. 


Washington, D. C. 
White Plains, N. Y. 
Wilmington, Del. 
Worcester, Mass. 
Yonkers, N. Y. 
Matched Totals 
Percent Change 


9 
12,373 11,073 
—10.5 


*Permits are not total sales in each mar- 
ket since none are reported from suburban 
areas, which normally account for 20% to 
60% of total sales in each market; nor are 
they an accurate index where enforcement 
is lax. Rightly used, however, they are a 
useful working index. 


**Courtesy of “Philadelphia Inquirer.” 


reporting group saying that they had 
better luck converting gas jobs to oil 
in 1960 than they did in 1959. Then 
we asked them if they had found it 
easier to convert electric heating jobs 
to oil in 1960 and 15% say that it 
has been easier. Naturally, those that 
didn’t vote yes voted no and they were 
greatly in the majority, but it is re- 
freshing to see one dealer out of four 
or five saying he is making headway 
in converting from these other fully 
automatic fuels. 

Comments on convertisig from other 
automatic fuels and other phases of 
this month’s study included “We are 
converting a number of electric water 
heaters to oil.” . . . “Zlectric heat is not 
a factor yet, but we said that about 
gas only a few years ago.” .. . “Gas 
and electricity are getting 98% of the 
business.” (Nebraska) . . . “We can- 
not talk enough about the importance 
of good servicemen, not only in servic- 
ing the fire but the whole heating 
plant.” ... 

“We should furnish 550 gal. tanks 
free or maybe lend them.” . . . “We do 
not have a cheap conversion unit to 
convert gas to oil—we simply must 
get such a unit on the market.” 
“Give the industry suitable equipment 
to convert gas boilers and furnaces to 
oil heat—then watch out.” 

“Gas is making greater inroads in 
our suburban area, cost of heating is 
not a prime factor; builders choice is 
many times due to cheaper installa- 
tion.” . . . “In service today a lot of 
our work is correctional which the 
homeowner refuses to pay for—we 
have undersized units, incompleted 
work, distress material, etc.” ... “We're 
not bothered by electric heat, the rates 
are too high.” 


Rise in housing Starts 
predicted for next Year 


THE BRIGHTEST SPOT on the economic 
horizon in 1961 will be construction, 
according to the annual outlook state- 
ment released by F. W. Dodge Corp., 
New York, N. Y. Dodge economists 
expect that construction will show a 
slight increase next year, despite an 
expected mild dip in general business 
activity. 
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The outlook statement indicates that 
total construction contracts in 1961 
will amount to some $35.8 billion, a 
gain of 1% over the estimated 1960 
level, and the second highest figure 
on record. 

Residential building contracts are 
expected to be up about 1% next 
year, totalling some $15.3 billion. 
Residential floor area is also estimated 
to rise 1% in the year ahead. 


Where is the 
New home Market? 


No. of Permits 
Issued 

August 8 Mos. 
Alabama 947 
Arizona 1,379 
Arkansas 356 
California 17,527 
Colorado 1,666 


Connecticut 1,350 
Delaware 430 

District of Columbia 24 
Florida 5,453 

Georgia 1,457 

102 

3,816 

1,234 

687 

740 


487 
954 
154 
1,930 
1,912 
2,543 
1,176 
388 
1,515 


Nevada 

New Hampshire 
New Jersey 
New Mexico 
New York 
North Carolina 
North Dakota 


1,408 
4,555 
559 


19 
2,519 


1,420 

West Virginia 122 
Wisconsin 1,313 
Wyoming 205 


These figures are collected by the Census 
Bureau from selected areas. represent 
approximately 77% of all dwelling con- 
struction in the United States. 
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—- ARE certainly bargain days 
for families who heat their homes 
with oil. We are past the middle of 
November as this is written and most 
markets in the East still have heating 
oil prices well under 14¢ a gallon. 

The big change from last month's 
issue has been a drop of .3¢ in all of 


the markets listed for the East except 


Portland, Me., where the drop was .1¢ 
and Syracuse where it was .2¢. 

The answer is pretty obvious. Oil- 
heating growth is at a lower rate than 
formerly and it results in some mar- 
kets actually consuming less. Quite a 
few Midwestern and Southern refiners 
are pushing spot cargoes on the East 
Coast which softens the market. 

Fortunately for the fueloil distribu- 
tors, most changes this month affected 
the tank car market as much as it did 
retail delivery so margins held up. 

There were scattered changes in 
other areas with Indianapolis up a 
quarter cent on the tank car rate; and 
Spokane down 4 at that same level. 

Degree days for the first two months 
to October 31 showed the East Coast 
3.9% warmer and the Midwest 11.2% 
warmer than normal, the total area 
East of the Rockies was 6.2% warmer 
than normal. 


Distillate Fueloils 
PRIMARY STOCKS* 
(Thousands of Barrels) 








East of Rockies 
Nov. 11 Nov. 12 
1960 1959 
East Coast 76.010 75,846 
Midwest 56,959 51,457 
Gulf Coast 28,892 34,315 
Total 161,861 161,618 


*American Petroleum Institute. 
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No. 2 Heating Oil 
(Including No. 3 & PS200) 


Price per gallon as of November 10, 1960 


Tank Tank 

Cart Wagon 
Portland, Me. 9.3 14.2 
Boston 9.2 13.7 
Providence 9.2 13.7 
Hartford 9.55 13.6 
New Haven 9.2 13.7 
Syracuse 10.0 14.1 
Albany 9.2 13.4 
New York 9.2 13.6 
Newark 9.2 13.4 
Philadelphia 9.2 13.6 
Baltimore 9.2 13.5 
Wilmington, N. C. 9.8 13.4 
Washington 9.8 13.8 
Richmond 9.85 13.5 
Charleston, S. C. 9.8 13.5 
Chicago 10.0* 14.6 
Detroit 10.5" 15.1 
Cleveland 21.7" 15.2 
Minneapclis 10.429 15.2 
St. Louis 10.000* 14.9 
Indianapclis 10.64* 15.4 
Milwaukee 10.235* 14.4 
Des Moines 11.1 14.8 
San Francisco 12.05* 14.8 
Portland, Ore. 10.825* 15.1 
Seattle 10.6* 15.2 
Spokane 12.2° 16.8 
Los Angeles io" 14.3 


Tank wagon prices shown are for maxi- 
mum one-time delivery discounts. 

* Delivered. 

tTank car prices are typically those paid 
by fueloil distributors as a purchase price. 
On the West Coast, this term more often 
indicates a retail sale to a large commercial 
account. This usually is a half cent below 
tank wagon price. 
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Degree Day Table 
—SEASON TO DATE— 
Sept. 1-Oct.31 Percent 


Norm. 1960 Change* 
Albany AP 582 579 — 0.5 
AdantaAP 118 89 — 246 
BaltimoreCO 236 192 — 18.7 
BostonAP 392 408 + 4.1 
BuffaloAP 555 518 — 6.7 
CharlotteN.C.AP 154 116 — 24.7 
ChicagoAP 440 327 — 25.7 
CincinnatiCO 264 256 — 3.0 
Cleveland AP 415 494 + 19.0 
DallasAP 53 45 — 15.1 
DenverAP 545 486 — 10.8 


Des MoinesAP 454 421 


DetroitAP 477 421 
Grand Rapids AP 606 503 
Hartford AP 485 568 
Helena AP 937 814 
Houston AP 7 17 
Indianapolis AP 385 344 


Kansas City AP 284 160 
LosAngelesCO 58 22 
Louisville AP 283 250 
Milwaukee AP 562 636 
Minneapolis AP 616 705 
New Orleans CO 5 17 
New YorkCO 302 274 


Omaha AP 419 408 
PhiladelphiaCO 252 232 
Pittsburgh CO 354 302 
Portland,Me.AP 714 786 
Portland, Ore.CO 365 333 
Providence AP 488 499 
Roanoke, Va.AP 283 238 


St.Louis AP 278 220 

Sale Lake City AP 469 435 
San FranciscoCO 238 310 
Sault Ste. Marie AP 937 872 
SeattleCO 463 444 

Toledo AP 489 458 
Washington AP 274 219 
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REFLECTION OF CHRISTMAS... 


Again this year, as for three decades of Yuletide holidays 


past, the Hartol family joins in wishing our friends and cus- 
tomers—and all the members of America’s progressive petro- 
leum industry—a very merry Christmas. May your New Year 


be bright and prosperous. 


HEATING OILS « GASOLINE + KEROSENE 


ey-Ncagere PETROLEUM CORPORATION 
50 ROCKEFELLER PLAZA © NEW YORK 20, N. Y. 














DONGAN 
Oil Burner 
Transformers 


2+ eee. Custom Built 
to your Specifications 





Dongan ignition transformers are 
standard on leading oil burners; 
approved by U.L, and C.S.A.; avail- 
able in many sizes, domestic and 
industrial. Features include high 
voltage windings; cool centers; no 
interference; custom design, Just 
send us a blueprint of the type of 
mounting you need! 


Get this New Portable 
& Transformer Tester! 


X 








You'll like the con- 
venience of MDon- 
» \gan's new test unit. 
aa _ Included: high volt- 
» age potential trans- 
former; voltmeter; 
pair of high tension 
test leads; pair of 
primary leads, For 
bench or field work, 
easily portable — 
weighs just 15 
pounds. Write for 
prices. 


In your pocket .. . 
complete data for 
replacement trans- 
formers: pictures, 
cross-index tables 
that give specific 
Dongan replace 
ments, dimensions, 
mounting drawings 
and instructions. 
Ask for your com- 
plimentary copy to 
day. 








SEND FOR YOUR FREE 
TRANSFORMER CATALOG 
TODAY 


The Dongan Line Since 1909 


DONGAN ELECTRIC 
MANUFACTURING CO. 


2981 Franklin St., 
Detroit 7, Mich. 

















Names in the News 


C. A. Olsen has been elected chair- 
man of the board, The Johnson Fur- 
nace Co., Cleve- a eo 
land, Ohio. Olsen , , q 
is past president SS 
of the National ‘ 
Warm Air Heat- * 
ing and Air Con- 
ditioning Associ- 
ation and a for- 
mer director of 
the NAM, the 
York Corp. and several other corpora- 
tions. 





Donald W. Bowman has been ap- 
pointed manager, Marketing Control 
and Administration, American-Stand- 
ard Air Conditioning Division, New 
York, N. Y. Bowman will report to 
the general marketing manager and 
will be responsible for the develop- 
ment and control of Marketing De- 


| partment systems for budgeting, sales 


control and reporting, profits and ex- 
penses, and price-profit planning. 


Raymond Minichiello has been ap- 
pointed Manager, mobile communi- 
cations product planning, General 
Electric Communication Products De- 
partment, Lynchburg, Va. Minichiello 
replaces Dale L. Bundy, who has joined 
General Electric's manufacturer's rep- 
resentative for two-way radio, Com- 
munications Engineering Co., Dallas, 
Tex., as a sales engineer. 


Frank N. Doherty has been desig- 
nated Eastern District tank sales man- 
ager, The Heil Co., Milwaukee, Wisc., 
with headquarters at the firm’s Hill- 
side, N. J., office. Doherty was former- 
ly a Tank Sales Representative for 
Heil. Doherty's predecessor, Paul D. 
Miller, has been transferred to Heil's 
Milwaukee office to assume the duties 


| of sales manager, Government Con- 


tracts. Don Allen has been named to 
succeed Doherty as tank sales repre- 
sentative for the company. 


Leonard S. Marshman has been 
named manager, Crude Oil and Gas 
Liquids Depart- 
ment, Mobil Oil 
Co., Los Angeles, 
Calif. Formerly 
mananger of the 
company's whole- 
sale department 
in New York 
City, Marshman 
now will be re- 
sponsible for purchases, exchanges and 
sales of crude oil and gas liquids to 
balance supply and demand in the 
company’s West Coast operations. He 
will succeed A. D. Bennison, who will 
retire January 1, after 41 years of 





service. 


Thomas W. Kirby has been ap- 


pointed vice-president, marketing, 
Chrysler Corp.'s 
Airtemp  Di- 
vision, Dayton, 


Ohio. Kirby will 
place _ particular 
emphasis on the 
expansion and 
strengthening of 
Chrysler Air- 
temp’s nation- 
wide dealer and distributor organiza- 
tion and development of new consumer 
oriented merchandising programs. 





Lavern H. Brennerman has been 
elected president and general manager, 
York-Shipley, Inc., 
York, Pa., succeed- 
ing Samuel H. 
Shipley, Sr., presi- 
dent for the last 
20 years and new- 
ly-elected chair- 
man of the board. 
Brennerman join- 
ed the Roosevelt 
Oil division of the 
company in 1936 and became treasurer 
of York-Shipley in 1938, a director in 
1941 and vice-president in charge of 
war work in 1943. At the end of 
World War 1 in 1946 he became ex- 
ecutive vice-president. 
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NEPTUNE PPfMROIIEUIM METERS 


Nothing extra to buy...only3connections to make 


Com lete Iruck Only Nepture gives you all these features in so 
little space, with so little weight. Everything’s built 


into one compact unit ...a complete metering 
system. Most Neptunes can be assembled with 


@ 
right-hand, left-hand or angle flow, so they pack 
a er i neatly into any position in the compartment. 


Neptune meters permit more pay-load...with no 





“extras” or accessories to buy...less chance for 


_— S leaks ...less chance for improper installation. 
in i € al a i Add Neptune’s fine reputation for sustained accuracy 
and you have the big reasons why this Neptune 


meter is the oil marketer’s most sought-after 
business friend. 


2 Ss 
All sizes. Ask your Neptune Equipment Jobber 
or Tank Truck Manufacturer for details. 


, AIR RELEASE: 

STRAINER: 1 This patented Neptune design PRINT-O-METER: 
Removes sediment, scale and dirt 1 removes air that may be entrained / Automaticall suites 8 meter- 
from liquid, averting stoppages 1 or sucked into liquid before it rinted we ty showing number of 
and preventing undue wear ] enters the meter. High efficiency isy ae delivered. Customers 
or damage to meter. Easy | absolutely necessary for accuracyy psa t this proof of honest 
access for cleening. 1 / / service, and it saves time for you. 

\ / 

\ / 


Look 
what s 


built 
into 
your 
~ NEPTUNE. .. 


/ / 
AUTO-STOP / ’ . 
QUANTITY CONTROL: MEASURING CHAMBER: perme he . Aa when 


Operator sets register for any Positive displacement type. correct quantity has been delivered. 
desired quantity by pushing Only one moving element. Actuated by tripping mechanism 
these buttons. Tripping device Measures liquid by volume. in Auto-Stop register. Avoids spillage 
actuates Auto-Stop Valve Most widely preferred for sus- and overmeasure. Double-trip valves 
automatically when pre-set tained accuracy and long life. on larger meters shut off high flow 


gallonage is delivered. smoothly, quietly, with high accuracy. 


NEPTUNE METER COMPANY QQQBEBRQNNBIB tore tions cry 1, ny. 
measure of profit 


BRANCHES AND JOBBERS IN ALL / PRINCIPAL AMERICAN CITIES 








The AMPROBE Jr. gives you so much 
more...not just a run-of-the-mill 
voltage tester but a precision-made 
instrument that measures voltage 
and current instantly and accu- 
rately without shutting down 
equipment. All this with one 
rugged and inexpensive pocket-size 
tool! And now...FOR THE 
FIRST TIME...at the request of 
utilities, industrial plants and other 
large-scale users of AMPROBES, 
the AMPROBE Jr. has gone 
SAFETY YELLOW to conform 
with standard safety practices. 


PICK THE AMPROBE YOU NEED! 
There’s an Amprobe for every job, 
every budget: from 10 amps and 
250 volts to 1200 amps and 600 volts 
AC; from $19.85 to $67.50. And 
with the Amprobe RS-3, you get a 
volt-amp-ohmmeter all in one 
pocket-sized, snap-around precision 
instrument. Every Amprobe comes 
with test leads; most with top grain 
cowhide leather case at no extra 
cost. See the complete Amprobe 
line at your jobber’s today. 


settle for an 
ordinary - 
voltage tester? 


The ordinary 
AMPROBE | voltage 
Junior tester 





Ask yourself these questions 





Does it measure current 
os well as voltage? YES NO 





Does it give you full 
visibility on a graducted NO 
reading scale? 





Does it fit conveniently 
in your pocket? YES 





Dees it measure within 
+3% accuracy? NO 





Does it come in a full 
line of models to meet NO 
different problems? 





Does it protect you 
against shorts ond shocks? YES 





Does it balance loads, 
locate grounds, determine 
motor overloads, check 
rating of circuit breakers? 

















Amprobe Jr. 


Snap-around Vv 


+1982 


PYRAMID INSTRUMENT CORP., Lynbrook, New York 


. . . « Names in the News 


Frank J. Nunlist has been appointed 
vice-president, Operations, Worthing- 
ton Corp., Harri- 
son, N. J. In this 
newly created-po- 

Nunlist, 
formerly a group 


sition, 


vice-president at 

Worthington, will 

be responsible for 

the activities of 

all the company’s 

16 domestic operating divisions in ten 
states and regional engineering and 
service activities. He will report to 
Walther H. Feldmann, president. 


A. Richard Webster has been named 
vice president-School Equipment Sales, 
Warren Webster & Co., Camden, N. ). 
Webster is the grandson of the found- 
er of this 72 year old company de- 
voted to the design, manufacture and 
sale of heating, ventilating and air- 
conditioning products. The company 
has also appointed Mawrice H. Hof- 
meister sales representative in the 
Chicago, IIl., territory. 


Monroe Levy has been named Man- 
ager, A. R. Webber Co., New Haven, 
Conn. Levy has had 17 years’ experi- 
ence in the heating, ‘plumbing and 
airconditioning fields, and has designed 
heating and airconditioning systems. 


Jack Van Dieren has been named 
sales engineer, The NuWay-Sund- 
strand Corp., Rock Island, Ill. Van 
Dieren was sales engineer for Amer- 
ican Standard’s Industrial Division in 
Kansas City, Mo., for seven years. He 
will be headquartered in Cleveland, 
Ohio. 


Ronald W. Lindsay has been ap- 
pointed director of marketing, The 
C. A. Olsen Mfg. 

Co., Elyria, Ohio. 
In his new posi- 
tion, Lindsay will 
participate in 
marketing  plan- 
ning activities at 
Olsen and will as- 
sume increasing 
responsibility for 
coordination of the over-all market- 
ing programing. 
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IT’S EASY TO SERVICE 
HEAVY OIL BURNERS 


with SID HARVEY’S 
HEAVY OIL REPLACEMENT PARTS 


Sid Harvey's offers one-stop service on 
heavy oil pumps, pre-heaters, magnetic 
valves, programming and electronic con- 
trols, flame rods, scanners, relays, and 
transformers. 


You don’t wait for the part you want at 
Sid Harvey’s; it’s waiting for you, new or 
Sid Harvey rebuilt. 


There are no costly wiring or piping 
changes necessary with a Sid Harvey 
rebuilt exact replacement. No wasted 
time, no temporary hook-ups. They fit and 
work perfectly right from the start. 


Sid Harvey’s rebuilt units cost less, cut 
your replacement cost in half. This means 
more profit for you. 


HEAVY OIL SPARE PARTS 

Sid Harvey’s new line of heavy oil spare 
parts include a variety of shafts, fans, 
gears, cups, fuel tubes, ignitors and dis- 
tributor tips. 





For the complete heavy oil story 

and parts used on domestic oil burners, 
write for Sid Harvey's catalog. 

It’s FREE to the trade only. 





WD YWARNEN VAC. 


AVAILABLE AT 50 SID HARVEY STORES OR BY MAIL VALLEN STREAM, REW YORK 
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TANKIT 
PRODUCTS 
HAVE... 






THAT ex TRA 
SOMETHING! 


ae = EASY AND 
Cleans & Restores EFFECTIVE 
Contacts on Oil 
Burner. Air Condi- 
tioning and Gas (gy pe 
Controls, etc. bo! | 
22) 


LIQUID 
BURNISHER 


as: Relays, solenoids, 


APPLICATION 


breakers, thermostats, etc 





Poke 


Try these TANKIT products too! 
TANKTEX — Water finder in oil. 


TANKIT — Strap on seal for leaky 
oil tanks. 
Heavy duty penetrating oil. 


EEZ-IT — 
SURGEX — Concentrated boiler water 


conditioner in small vial. 


THETANKiT co 


INC 
ENUE 


RS 











National Fueloil Council releases 


Symbol for oilheat Identification 


ESIGNED to establish oilheat’s basic 

image of home comfort is the 

new symbol, the result of a coopera- 

tive effort within the National Fueloil 
Council. 

The all-purpose symbol represents in 
stylized form the home and an oil 
flame, designed to permit optional in- 
clusion of a local slogan or suitable 
phrase. The Council is distributing it 
for use by all distributors and refiners 
associated with NFC; others interested 
in the symbol in connection with oil- 
heat promotion may have free use by 
applying to the Council. 

Earlier this year the Council con- 
ducted a contest at market level to 
develop an oilheat identification sym- 
bol. From the hundreds of entries sub- 
mitted two were selected to split the 
$500 prize. The IFI. Advertising 
Agency, Duluth, Minn., representing 
the Twin Ports Oil Men’s Club in Du- 
luth, and the Creamer-Trowbridge Co., 
Providence, R. I, representing the 
Home Heating Council of Rhode 
Island, shared the prize. 

Advertising executives of the refiner 
companies supporting NFC made the 
selection and then offered the services 
of their advertising talent to combine 
the elements of the two winners. At a 
final elimination, the refiner advertis- 
ing executives selected one of Gulf 
Oil's submissions out of the 50 designs. 
Young & Rubicam, Gulf’s advertising 
agency, then worked this up in the 
final finished design shown in the ac- 
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companying photograph and in color 
on the front cover of this issue. 

The symbol is recommended for 
wide use in advertising, on trucks, dis- 
plays, literature, letterheads, special 
postmarks and many others. Also it 
will be adaptable readily to represent 
and identify oil in other current and 
anticipated uses in the home in addi- 
tion to heating. 

Complete information can be se- 
cured from National Fueloil Council, 
424 Madison Ave., New York 17, 
oe es 


St. Paul consumer Study 
tabulates local fuel Use 


THE CURRENT Consumer Analysis of 
the St. Paul (Minn.) market, compiled 
by the St. Paul Dispatch-Pioneer Press 
includes a section devoted to “How 
homes are heated.” 

The tabulation shows: Oilheating 
used by 31.8% of the homes in the St. 
Paul market in 1960, compared with 
35.2% in 1959. The number of homes 
involved was 45,017 this year and 48,- 
444 in 1959. 

Homes using gas accounted for 65% 
of the total in 1960, up from 60.8%: 
numerically this represented 92,015 
homes in 1960 and 83,765 in 1959 

Coal or coke was used in 3.2% or 
1,530 of the homes for heating in 
1960, down from 4% and 5,505 homes 


Large oil tanker Terminal 


is Opened in New York 


THE GREATER NEW YORK TERMINAL, 
INC. was officially opened on Novem- 
ber 3 in New York, N. Y. Its facilities 
are capable of receiving the largest 
ocean going super tankers. The ter- 
minal has a storage capacity of over 
64,000,000 gallons. It is located on 
the East River in the Astoria section 
of New York City. 

The completion of the Terminal 
marks the culmination of plans made 
years ago by Samuel Kobre, president 
and Harry Weinstein, treasurer of 
Preferred Oil Co., Inc. and Burns Bros 
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olden opportunity! 


GENERAL Perma-Cushion 


Water Hammer Silencers protect 
your reputation and pocketbook! 


Protect your piping systems from the damaging effects 
of water hammer . . . your reputation from the embar- 
rassment of noisy hammer vibrations and costly call- 
backs. These silence-sentinels, on constant duty against 
sudden surges and shocks, offer many unique features: 
@ ‘ugged, non-corrosive, elastic neoprene cylinder expands 


and dissipates sudden pressures against a cushion of 
trapped air within housing. 


@ brass housing chamber permanently sealed from water 
supply .. . can’t fill up . . . needs no venting or draining. 


easy, inexpensive installation on hot or cold water lines 
... Tigid pipe or copper tubing . . . 3 inches and under. 


Perma-Cushion Silencers 

are part of the extensive GENERAL 
line which offers you a single source for all 
your fitting needs. Make sure your 
plumbing and heating specialties, pressure 
and drainage fittings, and tankless water 
heaters all bear the GF symbol 

of product reliability. 


Request Details 
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Heonomy never came 
in. such a choice! 


NEW FORD 
TRUCKS 


FOR I96I 


619 NEW MODELS! All engineered with one 
idea in mind . . . economy! New “Big Six’’ engine 
for 2-tonners plus five Cummins diesels for the new 
H-Series tractors expand the proven line of Ford 
engines to 18—with one just right for your job. 
Awider-than-ever choice of transmissions and axles. 
And... on all 1961 Ford Trucks, each part, except 
tires and tubes, is now warranted by your dealer 
against defects in material and workmanship for 12 
months or 12,000 miles, whichever occurs first. 
The warranty does not apply, of course, to normal 
maintenance service or to the replacement in nor- 
mal maintenance of parts such as filters, spark 
plugs and ignition points. 


FORD TRUCKS COST LESS 


YOUR FORD DEALER'S “CERTIFIED 
ECONOMY BOOK" PROVES IT FOR SURE! vw 
max 


roRrD 
CErTIrIZD 
rouomey 
REPOWT! 


New! Durable Tandems 


Ford’s Tandem Axle trucks for '61 are engineered 
to give you greater flexibility and significant pay- 
load advancements. Your choice of 22,000-Ib., 
28,000-Ib., 30,000-Ib., 34,000-Ib., or 38,000-Ib. 
axle capacity. New, longer wheelbases are avail- 
able to permit installation of special bodies up to 
21 feet long. Aluminum walking beams as well as 
aluminum wheels and gas tanks are optional for 
reduced chassis weights. 





FORD DIVISION, Sond Motor'Gompany 
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New! 
Space-Saving Tilts 


Ford’s popular Tilt Cab Series outsells all the other 
makes and for good reason! Compact 82-inch BBC 
permits longer bodies for a given over-all length, 
and wide-track front axle makes it more maneuver- 
able for congested area work. Ford offers the lowest- 
priced* tilt-cab model in the industry! And for ’61, 
the bigger Ford Tilts are available with a lightweight, 
fiberglass sleeper cab compartment that adds 
only 2% inches to the standard BBC dimension. 

*Bosed on a comparison of latest 


available manufacturers’ suggested 
retail! delivered prices 











New! H-Series Diesel- 
or Gas-Powered Tractors 


Ford's new H-Series tractors with 28-inch front axle 
setting and 82-inch BBC are offered in four single-axle 
and four tandem-axle models with over 500 engine-axle- 
transmission combinations. Choose from ten industry- 
accepted engines—five Cummins diesels and five Ford 
Super Duty V-8’s! 


New 100,000-mile warranty on Super Duty V-8 gas 
engines is most liberal in the industry. On 401-, 477- 
and 534-cu. in. V-8’s, Ford Dealers will replace any 
major engine part (including block, heads, crankshaft, 
bearings, valves, pistons, rings) found to be defective 
in materials and workmanship in normal on-highway 
use. Warranty covers full cost of replacement parts 
for 100,000 miles or 24 months, whichever occurs first 
... full labor costs for first year or 50,000 miles, sliding 
percentage scale thereafter. 














WAL S §6NATIONWIDE SERVICE... /ook for this sign 
at Ford Dealers’ across the country, for 
service on all Ford gas and diese/ trucks! 








New! “Big Six” Engine 


More power for America’s savingest 2-tonners . . . a big 262-cu. 
in. Six with the performance of big displacement, the durability of 
heavy-duty construction, plus the gas economy of 6-cylinder de- 
sign! Available early 1961. You also get improved riding comfort 
with new smoother-acting springs and a sturdy truck suspension 

system that can give up to twice the 

front tire life of some other makes. 





New! 4-Wheel Drive Pickups 


Ford offers the lowest-priced* 4 x 4 with big 8-ft. box. And these 
models have the getup and traction to go most anywhere... 
road or no road! You can choose from two modern engines—the 
gas-saving 135-hp Six or the 160-hp V-8 that gives extra power 
and smoothness with ‘‘six-like’’ economy. 

















quality forged 
precision machined 
Uniform wall thickness 
—no weak spots 
Extra heavy reinforcing rim 


wall thickness 
—No weak spots Pal 
Superior quality forged body 
— precision machined 
—accurate tolerances 


Recess retains gasket 
im coupler and assures 
proper placement 


your best buy is 


EVER-TITE 
-the best quality — 


quick couplings 


Bronze 
Aluminum 
Stainless 
Carbon 
Malleable 
Hastelloy 


You save time and 
money when you use 
EVER-TITE 
COUPLINGS, because 
you get speedy 
deliveries—no leaks. 
The tightness is 

F predetermined in 
manufacture so you 
can be sure with 
EVER.-TITE. 

The EVER-TITE 
trademark is a 
hallmark of 
dependability. 
EVER-TITES do the 
best job in the trans- 
fer of every type of 
product through 

hose or pipe. 

Get EVER-TITE and 
get the best. Ask your 
distributor now. 


tl 


EVER-TITE 
Stondard 
Adapter and Coupler 


EVER-TITE 
Adopter 
and 
Coupler 


EVER-TITE 
Shank 
Hose 


Coupling 254 West 54th Street 


New York 19, N. Y. 


EVER-TITE Dust Protectors 


EVER-TITE COUPLING CO. INC. 


‘Fawcett and Morgan appear 
in fueloil Features at ESPA 


| 
| 
| 
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| 


| 
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T THE 20TH ANNIVERSARY con- 
vention of the Empire State Pe- 
troleum Association at New York's 
Hotel Astor October 16-18 one after- 
noon session was given to fueloil 
topics. Presiding was Harry J. Cool 
who heads the Association; the pro- 
gram chairman was William F. Ken- 
ny, Jr., of Meenan Oil Co. 

The first speaker, Robert W. Faw- 
cett of Fawcett & Sons Fuel Co., Cam- 
bridge, Mass., told experiences with 
some rather novel approaches to oil- 
heating service. They have the most 
customers on a service plan that in- 
cludes all parts, tanks and chambers 
at $29.45 a year or $2.45 a month, 
and this has showed a loss in the de- 
partment. 

Yet they consider service such an 
integral part of selling that they con- 
tinue to push these contracts. They 
have “automatically” enrolled most of 
their customers by simply telling them 
in a letter that they would be billed 
$2.45 a month for complete service 
with all parts, unless they sent back 
a card saying they didn’t want it. 

They have enrolled 5,000 accounts 
this way, or 72% of all oil customers, 
and only lost three through this pro- 
cedure. 

Each time a service call is made 
on a contract customer he is sent a 
regular service bill describing the 
work and marked “No Charge.” All 
service trucks the 
complete billing is done by the radio 
dispatcher after each call-in. A 4-part 
ticket is used, stamped by time clock, 
the fourth part being a mail card. By 
the use of zone maps and a visible 
dispatch board, travel time has been 


have radios and 


cut from 18 to nine minute average. 

One of the four-part tickets is sent 
daily to the supply house: that handles 
the parts requirements and from the 
ticket they replace any parts that were 
used on the job, putting them into 
the special bin of each man. 

Richard H. Morgan, Nassau Oil Co., 
Princeton, N. J., was the second speak- 
er. He described his company’s ex- 
perience with premium billing. This 
is a method whereby the price of oil 
is raised a fraction of a cent and the 
premium is offered as a discount if 
the cash is received by the 10th of 
the following month. 

In seven years experience this has 
proven very beneficial for a number 
of reasons: 1) It supplies some work- 
itg capital by requiring less to carry 
slow accounts; 2) It diverts payments 
from other creditors when money is 
tight; 3) It provides extra profits from 
customers who do not pay on time; 
4) It increases the use of budget plans, 
where on-time payments get the dis- 
count. 

In the Princeton area 15 fueloil dis- 
tributors use premium billing; seven 
do not. In Trenton, the neighboring 
city to the South, eight companies use 
it; 44 do not. Among the seven larg- 
est companies in Trenton, three use 
it, four do not. 

Morgan admits he has lost some 
business through premium billing . . . 
in seven years he's lost 21 accounts 
for this reason. If a customer com- 
plains, as they sometimes will, the ex- 
planation is that he has always paid 
on time anyway, and it’s not fair to 
charge him the same as the slow ones. 
“After three customers call you,” Mor- 


Summary of the Nassau Oil Company's 
Experience with Premium Billing 


Gals. 


No. of 
Customers 


Gals. 
Sold 


3,400,758 
3,581,501 
3,805,050 
4,575,632 
5,354,528 
5,100,401 
5,770,406 
6,248,704 
6,172,808 


Year 
Ending 
May 3!, 1952 
May 3!, 1953 
May 31, 1954 
May 31, 1955 
May 31, 1956 
May 31, 1957 
May 31, 1958 
May , 1959 
May , 1960 


Degree 
Days 
5326 638 
5146 6% 
5250 725 
5466 837 
5812 921 
5390 946 
5516 1046 
5690 1098 
5523 iis 


per 
D.D 


TOTAL EXTRA PROFIT IN SEVEN YEARS 


Collection 
Percentage 


62.07 
60.72 
69.87 
70.14 
70.98 
72.03 
69.% 
77.73 
77.43 


Extra 
Profit 


Discounts 
Earned 


Discounts 
Available 


$19,025.25 
$22,878.16 
$26,772.64 
$25,502.00 
$28,852 03 
$31,243.52 
$30,864.04 


$13,135.82 
$15,159.18 
$18,432.03 
$18,324.47 
$20,078.95 
$23,979.44 
$23,898.49 


$5,889.43 
$7,718.98 
$8,340.61 
$7,177.53 
$8,773.08 
$7,264.08 
$6,965.55 
$52,129.26 
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PRE-ENGINEERED FOR PROFIT 


FITS ANY TYPE OF BOILER 


Top outlet 
upfeed 


Top outlet 
downfeed 


Side outlet 
downfeed 


BeG Hydre-Fis PAK 


CUTS BOILER PiPING TIME FROM HOURS TO MINUTES 
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The B&G Hydro-Flo Pak consists of a B&G Booster, famous 
for quiet operation... guaranteed B&G Airtrol System...choice 
of B&G Relief Valve or Flo-Control Valve or both...separately 
packed B&G Compression Tank. Pipe and fittings are also 
included, cut to exactly the proper lengths. 
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Why waste expensive time cutting and fitting boiler 
piping, assembling components, hanging the compres- 
sion tank? Now you can do the job this better, faster way! 

Here, neatly packaged, is all the auxiliary equipment 
for most residential hot water heating systems. Pre- 
planned and pre-engineered to make a correct installa- 
tion in an incredibly short time...gives you control of 
your labor costs because you know accurately the time 
required to pipe the boiler. 

In the BeG Hydro-Flo Pak, the basic piping around 
the boiler is furnished, cut to exactly the right lengths 
for any type of installation—takes only minutes to in- 
stall the various pieces of equipment. The Pak features 
the BeG Airtrol System—the only guaranteed method 
of removing air from a hot water system and keeping 
it out. 

Ask your wholesaler today about the BaG Hydro-Flo 
Pak—discover how to cut installing time! 


BELL & GOSSETT 


GS ¢@& &. ? a 8. FY 
Dept. GL-7, Morton Grove, Illinois 
Canadian Licensee: S.A. Armstrong, Ltd., 1400 O’ Connor Drive, Toronto 16, Ont, 
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gan said, “you get nervous and decide 
you must drop it and then you notice 
that the other 3,500 didn’t call.” 
The most favorable time to start 
premium billing is when a price is 
reduced generally through the indus 
try—you stay up. The amount of the 
premium billing was 4¢ until the 
middle of 1958 when one competitor 
went to a cent and Morgan followed. 


LETTERS 


QUIET AUTOMATIC BURNER CORP. 
Montclair, N. J. 
Editor: 

In the November issue of FUELOIL 
& OL HEAT you published an article 
on Home Oil Co., New Canaan, Conn. 
and stated that the oilfired water heat- 
ers were supplied by General Auto- 
matic. 

Please correct this and credit another 
advertiser, Quiet Automatic Burner 
Corp., who supplies Home Oil Co 
with hundreds of “Hi-Recovery” oil- 
fired water heaters. 

J. GORDON KAVENY 

We missed it—sorry! 


MORE SERVICEMEN ARE INSTALLING In the November issue story about 


the grand job of selling water heaters 

DELAVAN NOZZLES THAN EVER BEFORE by the Home Oil Co, New Canaan, 
ok for. the dame . wieeiwen see Delavan Conn., we said that they were "General 
ozzle. They'll give you, cleaner, quieter, better looking Automatic” heaters. We knew better— 
fires time after time 4 just a slip. They are "Quiet Automatic’ 


T 
| ; 


“ 
zzles are bi-metal construction for longer heaters and good ones. 
ter performance, Delavan nozzles (up to 1.50 
‘ature the Sintered Filter to provide superior noz- 
tion Editor: 
W DELAVAN Noz2ZzLe covers the .50 through 1.35 I listened to the gas company give 
ize. This all purpose nozzle performs excellently the public a snow job over television 
ss of air patterns. during the election returns. We have 
[ype A DELAVAN NozzLe produces spray which delivers no way of fighting back at their un- 
mized oil to outer edge of pattern. Recommended for truths. They claim they have: no hid- 
rners with hollow ce : rns i 
phe: ne patterns. den costs; no storage problem; no oily 
l'ypE B DELAVAN NozzZLes produce a solid cone spray film. 
butes oil droplets im ¢ iform pattern. Espe- —— 
Ie Be: yp in a uniform pattern. Espe The truth is: Their service is horri- 
nended on large burners for fast ignition. 


ARLINGTON, MASS 


rT 


ble. If the gas burner runs they stop 


iner, quieter, more stable, full, smoke-free fires right there. If you have trouble with a 


ty Vo motor, controls or radiators you call 
your electrician or your plumber at 
your expense. 

They can’t possibly give che cus- 
tomer the personal attention and care 


; ; 
Mh lanifa i Ae ‘# OMYANY. 


that the independent dealer will and 

Canadian Representative Ontor, Ltd. can give at a minimum cost. Yet they 
12 Leswyn Road, P.O. Box 608, Station T, Toronto 10, Ontario, Canada call these services “Hidden costs.” 

"TAIN T FAIR 
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SO QUIET! NEW OIL BURNER MOTOR FROM DELCO 


No noise! Delco Products has developed the quietest running oil burner 
motor you've ever heard. Still, it works harder. And lasts longer. It is 
totally enclosed—less sound can get out, less dirt can get in. All 
switch parts are plated or made of nylon. New Permawick lubricant 
quadruples load capacity, while it cuts wear in half! Overload reset 
button is recessed. Degree of dynamic balance is improved with new, 
closer limits. And the concentricity of rotor 0. D. to shaft 0. D. is 
held to new, closer tolerances. Weight: only 134 pounds. Costs you less 
to handle, less to ship. Like to know more about this new, smooth, 
quiet—working Delco? Just call or write your nearest Delco Products 


Sales Office. DELCO MOTORS 


Delco Products, 


* APPLIANCE MOTORS © INDUSTRIAL MOTORS © HERMETIC MOTORS AND CONTROLS © GENERATORS Division of General Motors, Dayton, Ohio 
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“At Last...you can assure your homeowners 
DOUBLE-HUMIDITY with the 


| " 
SUPER-600 


r 
0 & 


Thirs-Tee 
Evaporator Plates 
..- at No Increase in Cost! 


“DOUBLE-HUMIDITY ond J casity INSTALLED 
Trouble-Free Operation mean IN MINUTES! 


BIG PROFITS FOR YOU" § oursranoine reatures: 


® Lifetime nylon valve. Rigidly tested and 
proved for positive shut-off action with 
any water pressure. 


At last...a humidifier with capacity enough to 
satisfy ALL of your homeowners. Fool-proof Oh hibits eels eee lil 
and trouble-free, the SUPER-6000 Humidifier any kind of water or chemical deterio- 
is easily installed during regular service calls. ration. 

Makes you additional profits on new-home and ® Sturdy Pan support of corrosion resist- 
replacement furnace sales. ant steel. 


hic ® Greater plate capacity. Comes with 10 
Over 8,000,000 homes need the Viking “SUPER- plates, capable of holding 15. 


6000” Humidifier. Your profit potential is the 

a B When ordering Evaporator Pilates 
greatest it’s ever been. When you service a insist on the All NEW Thirs-Tee 
furnace without a humidifier, point out to the Plates of Magnasit 
homeowner the dangers of too-low humidity... @ Non-Breakable 
and recommend the “SUPER-6000”. © Universal Size 


\ te x ° Manufacturers for 25 years of: 
wi king ar PRODUCTS | wumioiricers ~ rurwace stowers + attic FANS 
JET ROOM BALANCERS * BLOWER PACKAGES 


S601 WALWORTH AVE. + CLEVELAND 2, OHIO PERMANENT FILTERS 
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Henry Morgan acts as Salesman 


for Oil Heat at Parade of Homes 


O" HEATS newest salesman is TV 
comedian and star of “I've Got A 
Secret,” funnyman, Henry Morgan. 

Morgan, invited to Orlando, Florida, 
by the state’s Better Home Heat Coun- 
cil, wisecracked his way through three 
days of personal appearances at the 
Florida Homebuilders state convention 
and officiated at the opening of the 
city’s “Parade of Homes.” 

Evidence of the fact that Morgan 
won the friendship of the homebuild- 
ers, as well as the admiration of the 
public, was indicated by the more than 
20,000 people who turned out to wit- 
ness opening of three home sites. 

Come in and bring money,” Mor- 
gan told the crowd. “Please line up 
quietly while we wait to take your 
money. Those of you who have to leave 


early may drop money on the lawn.” 
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The fueloil dealers played Morgan's 
appearance in a low key, prefering to 
let his personality do their selling job. 
Newspaper advertisements in connec- 
tion with the Parade of Homes told 
their story and news stories credited 
his appearance to the Oil Heat organ- 
ization. Morgan's schedule included a 
half-hour TV appearance and a lunch- 
eon with homebuilding leaders. 

“The event put us in the forefront 
with the state’s homebuilders as well 
as the public,” said Reggie Moffat, 
president of the Florida group. “Mor- 
gan was responsible for the success of 
the Parade of Homes and made us an 
important part of the homebuilders 
state convention. In three days we took 
a giant step forward in establishing 
ourselves with the homebuilding in- 
dustry.” 


Sizes FEATURING: 
— 480’ to 1830° @ Minneapolis Honeywell 


@ Bell and Gossett Pump 


760 B.T.U. 
190° Temp. 


BASEBOARD 
RADIATION 


FIRED 
WATER 
HEATERS 


Glass Lined 


3... 


e 30 GALLON 
e 50 GALLON 
e 70 GALLON 





For The Hottest Price in Town, Write: 


HOME EQUIPMENT CO. 


(Div. of Crown Industries) 


1410 N. Delaware Ave., Phila. 25, Pa. 


“Come in and bring money!", Henry Morgan tells the crowd just before cutting 
the ribbon to open the Parade of Homes in Orlando, Fila. Homebuilding leaders 
present at the Florida Homebuilders state convention were warm in their praise 
for the Better Home Heat Council, which sponsored Morgan's three-day visit. 
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NOTE: SOME TERRITORIES 
STILL OPEN FOR AGENTS 








HYDRAULICS, INC. 


ROPER PUMPS 
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new delivery convenience 
and speed with 


SUSPENDED MOUNTING 


MODEL 3604 e 125 GPM AT 545 RPM e PRESSURES TO 100 PSI 


Roper Series 3600 tank truck pump in #4 size is now available in 
new suspended mounting. When mounted, pump is located di- 
rectly behind cab, suspended from steel T-shaped piping arrange- 
ment cradled in bracket on top of tractor chassis frame. Suspended 
pump mounting makes installation and removal fast and easy. 
Combination of slip joint power take-off drive allows quick ex- 
change of pump for transfer of different liquid. While one pump 
is being cleaned, another can be installed, so that no delivery time 
is lost. This interchanging of pumps is often less expensive . . . 
often much safer . . . than cleaning pumps in installed position. 


ALL-WELDED CONSTRUCTION eliminates leak problems found 
in tubing or threaded joints. 


TAPERED DISCHARGE LINE and bottom drain plug makes 
drainage easier, more complete. 


ENDS OF CROSSBAR provide hose connections for curb or 
street side mounting. 


LIGHTWEIGHT CONSTRUCTION needs no channel brackets or 
other supports. 


For information about your specific pump needs, 
contact your nearest Roper dealer 


R '@) PER Dependable pumps 
since 1857 


COMMERCE, GEORGIA 


[-B-R semi-annual Meeting 
emphasizes united Effort 


CHAIRMAN D. J. Quinn, American- 
Standard, sounded the keynote of the 
semi-annual meeting of the Institute of 
Boiler and Radiator Manufacturers, 
held November 1 to 3, at Seaview, 
Absecon, N. J. He said that in plan- 
ning the meeting, the objective of co- 
hesion of all segments of the industry 
had been paramount. 

R. E. Ferry, general manager, in a 
talk, “The Symbolism of I-B-R,” pointed 
out that over a period of years the let- 
ters have become symbolic, “Integrity 
Building Respect.” He also reported 
that boiler shipments for the first eight 
months of 1960 were virtually the same 
as the comparable period in 1959, in 
spite of a drop in housing starts. 

Hilda Eisenhardt, assistant general 
manager, and Arthur Wales, field train- 
ing director, reported on the Institute's 
education program. This includes the 
preparation and printing of technical 
manuals, as well as the I-B-R School. 
There have been 200 of these held in 
102 cities, attracting a total attendance 
of 13,676. Twenty schools are sched- 
uled between January and June 1961 


Heat-Loss Methods 


Wales outlined some of the dis- 
crepancies encountered using various 
methods of heat loss calculation. The 
“volume method” (dividing the room 
volume by 20), he said, oversized radi- 
ation as much as two-and-a-half times. 
The 2-20-200 method provided about 
twice as much radiation as was needed 
and even the heat loss calculators were 
off by as much as 100% too much to 
10% too little. He used these exam- 
ples to emphasize the need for accu- 
rate, modern methods to insure proper 
yet adequate radiation. 

John Woodworth, I-B-R administra- 
tive assistant, talked about the Insti- 
tute’s rating program, stating there are 
now 263 cast-iron boiler series rated, 
with four additional series in process. 
Water heater ratings have been issued 
on 36 heaters in boilers; two additional 
submittals are in process. A new book- 
let showing I-B-R baseboard ratings 
contains 113 units approved through 
September 15. 

Woodworth also outlined the work 
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cnc PARE 


GAS FIRED 


Assembled and | 
Wired Winter 
Air Condi- 
tioners ... 
Upflow, 
Counterflow 
and Horizontal 
... Heavy 
Gauge Heat 
Exchanger 
and Cabinet. 


Why pay a premium when you can have superiority 
at reasonable cost? 


When you install a Moncrief Furnace or Air Condi- 
tioner, you can be sure of two things: 


1. You are supplying your customer a reliable, sub- 
stantially constructed unit backed by 65 years 
of manufacturing experience. 


2. You are providing this dependability without hav- 
ing to pay a premium or charge a premium for it. 


Think of this when you are looking for a lower price 


4 Gas Sizes 
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GAS OR OIL FIRED 


Basement Type Winter Air 
Conditioners . . . Burn either Gas 
or Oil with Equal Efficiency . . . 
Heavy Gauge Heat Exchanger. 


OIL FIRED 

Assembled and Wired Winter 

Air Conditioners . . . Upflow, 
Basement and Counterflow .. . 
Heavy Gauge Round Heat Exchanger 
with Refractory Firebox. 


than for Moncrief. And remember that Moncrief prices 
are in line with many, many cheaply constructed units. 


Moncrief makes you competitive and keeps you com- 
petitive by concentrating on advanced manufacturing 
methods that reduce manufacturing costs — not by 
reducing the desirable qualities of Moncrief Furnaces. 


Moncrief makes it easy and convenient for you 
to buy at competitive prices without stretching your 
capital to carry a large inventory. 


Call your Moncrief Wholesaler, now! 








DELBRIDGE 
Oil & Gas Calculator 


figuring fuel oil charges the old- 
Pape ioned, long-hand way! No more 
errors—no more dissatisfied customers! 


Figure fuel oil sy fast—easily — 

accurately—with the DELBRIDGE Oil 

& Gas Calculator! Total amount of sale 

is pre-calculated for you without laborious 

— -hand figuring and errors—simple 
nding a phone number! 


Covers prices from 10c to 40c per gallon 
by steps of 1/10¢. Shows gallonage from 

1 to 250 gallons by steps of 1 gallon— 
then to 5, gallons in easy steps. 
Durable, lo 


-lasting lentiapitte metal- 
ring binder. nly 54" x 64"—fits easily 
in coat pocket. Guaran accurate by 
Lloyd’s of London. Only $5.00 each. 


the DELBRIDGE Oil & Gas Cal- 
culator for 10 days. . . without obligation! 
ve to yourself how it can save time 

. cut down costly errors. Mail coupon 
for FREE 10-day trial. Send no money! 


FREE TRIAL COUPON! 


DELBRIOGE CALCULATING SYSTEMS, INC. 
2502 Sutton Ave., St. Lovis 17, Missouri 


Send the DELBRIDGE Oil & Gas Calculator ... 
without obligsiion! We will approve your invoice 
for $5.00 (plus postage) within 10 days if we 
decide to keep the Calculator. 
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done by I-B-R jointly with the Air Con- 
ditioning and Refrigeration Institute 
and the National Warm Air Heating 
and Air Conditioning Association in 
the preparation of a single method of 
calculating heat gain. 

. Harris, Univer- 
sity of Illinois, and in charge of I-B-R 
research since its inception in 1940, 
reported on the results obtained this 
summer using a valance system de- 
signed for heating and cooling. He re- 
ported satisfactory cooling results with 
the system, which uses finned tube 
radiation installed just below the ceil- 
ing. Chilled water supplied to the units 
cools the air which circulates by grav- 
ity down the walls. Heating perform- 
ance will be studied this winter. 


Professor Warren S 


John E. Reed, vice-chairman of the 
Institute, contributed his views about 
the future of the hydronics industry. 
He emphasized the importance of the 
role of consulting engineers in the mar- 
ket for large construction projects and 
urged the industry to keep up with 
building construction changes to pro- 
vide products adapted to such changes 

In viewing the residential market, 
where baseboards have played an im- 
portant part, Reed referred to the need 
for increasing the industry's share of 
the home heating market. He advo- 
cated a campaign to inform salesmen 
and manufacturer's agents of I-B-R pro- 
grams to qualify them fully to make 
use of all technological advances in 
their customer contacts. 


Apartment with 200 Families converts back to Oilheating 


ACCORDING to information from W. E. 
Davis, managing director, Better Home 
Heat Bureau, Albany, N. Y., the 200- 
family Livingston Village apartment 
has converted back to oil. 

He says: “This apartment develop- 
ment originally used oil and converted 
to gas about three years ago. There are 
four units of 50 families each or 200 
families. When oil was used four 8,000 
gal. tanks were installed. When the 


conversion was made it was just a mat- 
ter of changing boilers back for the use 
of oil. 

“Operators of the development 
found that gas was too expensive—ap- 
proximately $4,000 per month—and 
estimated that with oil the cost would 
be about one-half less or better. The 
project has a hot water system, con- 
suming some 250,000 gals. of No. 4 


oil.” 


Livingston Village, Albany, N. Y., apartment project containing 200 families, 
converted back to oil after experiencing three years of expensive gas heating. 
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with STAINLESS STEEL Combustion Chambers 


“Over-Ride" and uncomfortable temperature fluctua- ALL THESE ADVANTAGES, TOO 


tions are minimized because combustion chambers 
made of Ingersoll’s heat resisting types 442 and 446 ° Quick heating (just seconds!) to 
stainless steel heat quickly and cool off quickly. combustion temperature. 

To save the furnace manufacturer's time, scrap, and Saves fuel—cuts fuel cost. In- 
reduce their costs, Ingersoll Steel will custom shear stant combustion means more 
to fabricating size or multiples. heat from fuel used. 

We invite manufacturers of oil-fired furnaces to call 
on us for assistance with their combustion chamber Provides cleaner heat through 
problems. more efficient combustion. 

Write for Ingersoll's new full color facilities and prod- Light weight—easy to handle— 
ucts brochure “Experts in Specialty Steels.” no breakage. 


Ingersoll makes and supplies the STEEL 
—NOT the chambers 


INGERSOLL 


W Ingersoll STEEL DIVISION 


Borg-Warner Corporation 
STEEL NEW CASTLE, INDIANA 


Sih 





ONE MAN, 
ONE STOP 
ONE HOUR 


Exclusive: New housings secure to roof 
framing with metal tension straps. Quick 
assembly — no metal screws required. 
Wind tunnel tested. Metalbestos Hous- 
ings won't shift, buckle or twist in 100- 
mile-an-hour winds. 


Exclusive: Twist- Lock. Light-weight 
Chimney Pipe sections fit together quick- 
ly with same action you'd use to twist 

on pickle jar. No mastic, cement or 


Exclusive: New, Fast, Support Installa- 
tion. Frame standard 16” on center open- 
ing — nail in support plate and insert 
starter section. U. L. listed. 


‘You've got a 


| good Thing in oil Heat’ 





METALBESTOS wi Apt) | 


ae ehtase beaten sem 
uw owmr, = 7 :y % 


MANUFACTURING PLANTS I BELMONT, CALIFORNIA + LOGAN, OIC 
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OIL HEAT COUNCIL of Greater Chi- 
cago has come up with an attractive 
and effective envelope stuffer. It’s title, 
“12 Reasons why ‘You've got a good 
Thing in oil Heat,” obviously is 
aimed at present users and it lends it- 
self well as an enclosure in invoices, 
statements or other mailings made to 
heating oil customers. 

The text of the folder is reprinted 
herewith, with the thought that other 
groups or 
might find the reasons useful in their 
own oilheating promotion. 


Oil Heat 
is the modern 
prestige Heat 


individual fueloil dealers 


. Oil Heat costs less 
You get more Btu’s (heat) per 
dollar from fueloil than you do from 
other automatic fuels. (Based on 
current Chicago area prices.) 


. Oil Heat is safe 
If you drop a match into liquid fuel- 
oil—it won’t burn or explode 
Fueloil is safe because it must be 
vaporized or atomized mechanically 
to prepare it for burning. 


. Oil Heat is clean 
Oil moves from an enclosed tank 
through your burner and is 
completely consumed in the sealed 
combustion chamber. Your chimney 
is the only outlet from the 
combustion chamber. Oil heat 
creates no film, ashes or dirt. 


. Oil Heat is sure 
No supply line breakdown . . . no 
cold-weather pressure drop . 
to chill you. Your storage tank holds 
weeks of warm, safe, clean heat . 
under your own control. 


. Oil Heat is freedom to choose 
When you heat with oil you can 
choose your own source of supply 
from 300 to 400 suppliers in Cook 
and DuPage counties. You are not 
restricted to one supplier. 


. Oil Heat is priced by competition 
Fueloil prices are set by competition, 
not by government legislation. 
Regulated prices show a continuing 
upward trend. Fueloil prices are the 
same as they were ten years ago. 

No other fuel can make this claim. 


. Oil Heat is custom-made 
Oil is scientifically refined to rigid 
specifications to give you more heat 
per dollar. Modern research is 
continually at work to improve 
oil heat. 


. Oil Heat is automatic 
Just set your thermostat and your 
oilburner does the rest. Just tell 
your dealer and he'll keep oil in your 
tank at all times . . . automatically. 

. Oil Heat is certified value 
Your fueloil delivery ticket is 
stamped by a regularly inspected 
and certified meter. You only pay 
for the oil you use. 

. Oil Heat bills are easy to check 
No complicated formula is needed 
to compute your bill as with other 
kinds of fuels. The price per gallon 
times the metered number 
gallons delivered, plus the 
State sales tax, gives you the 
total cost of any delivery. 


. Oil Heat fits your budget 
You can pay for fueloil in three 
convenient ways: regular charge 
during the heating season, monthly 
budget plan or pay the driver 
on delivery. 

. Oil Heat is $150 in your pocket 


“Convert” says the salesman. But 
a safe, approved conversion to the 
other automatic fuel costs $150 and 
up. Even if present prices reversed 
and oil became the costlier fuel 
(it isn’t)—think how many years 
it would take to recover your $150 
. . and the many important 
advantages you would lose. 


C. Y. Woodbury Co. moves 


to new Location in Quincy 


ON NOVEMBER | offices and facilities 
of the C. Y. Woodbury Co., Quincy, 
Mass., moved to 117 Quincy Ave. 

The company, one of oldest and 
largest oil heat dealers in the area, was 
founded in 1933 by Catherine Y 
Woodbury, a former dancing instruc- 
tress. For four years the business was 
conducted from home, then from a 
showroom and office in Wollaston un- 
til 1942 when the business moved to 
Quincy. Mrs. Woodbury's sons, Glen 
and Curtis, are treasurer and vice-presi- 
dent of the company. 


Mitchell Oil Sales selects 
President, Vice-president 


GEORGE C. DEVITA has been elected 
president and Edward J. Norman ex- 
ecutive vice-president of the Mitchell 
Oil Sales Co., Montclair, N. J. 
DeVita has been with the company 
21 years and Norman joined the or- 
ganization 13 years ago. Both men 
have a loyal following throughout the 
areas served by the company which was 
established in 1924 by W. Mitchell Rile. 
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iE BOILER CHEMICALS 
ener ..2a certificate 


az redeemable toward the purchase of 
these fine Elgin watches! 





REPAIRS LEAKS IN STEAM 
AMD HOT WATER BOHLERS 


‘The Liquid Metaiic Ropar 


BOlLER AND HEATING 
SYSTEM CLEANSER 


CLEANS AND RUST-PROOFS 
ENTIRE HEATING SYSTEM 
'™ ONE EASY OPERATION 


$69.50 Value, 17-Jewel 


ELGIN 
Men's or Ledies’ Wristwatches 
with expension band 


OF EXTRA 
COST WITH 
ONLY 5 CERTIFICATES 


These certificates are packed into every case of 12 Powder 

and Liquid Boiler Solder Seal, Rust Raider and Boiler-Lax. 
Redeemable at your local Solder Seal Wholesaler. If your whole- 
saler cannot supply you . . . write for name of your nearest supplier. 


RADIATOR SPECIALTY COMPANY 


CHARLOTTE, NORTH CAROLINA 
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To get Petroleum 
Products from one 
place to another 
quickly ana safely, 
get the facts about 
these exclusive 


SCULLY 


developments: 





Scully UNIFIL System 


VENTALARM Signal 
VENTALARM Combination Gauge 
SCULLY Tank Gauge 

SCULLY Safety Vent Cap 


VENTAFIL Portable Fill, 

Vent and Signal 
SCULLY Swivel 
SCULLY Nozzle 
SCULTROL Pump Pressure Control 
THROTLATOR Engine Control 
FASFILL Connector 


SHURPROOF Tester 
FASLITE Torch 
SCULLY Electrode Gauge Kit 


FAYLSAFE Low Water Cutoff 
FAYLSAFE Monitoring System 


(All capitalized words are trademarks 
of Scully Signal Company) 


Folders describing any of these products 
will be mailed upon request. 


SCULLY 
SIGNAL 





174 GREEN STREET 
MELROSE 76, MASSACHUSETTS 
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1961 Oil Heat Exposition 


is set for June in Boston 


| THE BIENNIAL Eastern Exposition of 


Oil Heat and Airconditioning will be 
held at the Statler Hilton Hotel in 
Boston on June 6, 7, and 8, 1961. 
Manufacturers of products and services 
to oil heating dealers are invited to 
exhibit at the Exposition. 

For information, contact Clarence 
H. Fay, Exposition Manager, Oil Heat 
Institute of New England, 330 Stuart 
St., Boston 16, Mass. 


Holmes re-elected Head 
of Jersey Association 


AT THE OCTOBER convention of the 
Fuel Merchants Association of New 
Jersey, A. T. Holmes, Ridgefield Coal 
& Supply Co., was re-elected president. 
Others re-elected were: Richard Mor- 
gan, Nassau Oil Co., Ist vice-presi- 
dent; John Wade, Jr., Fairlie & Wilson 
Fuel Co., 2nd vice-president; George 
Miles, J. T. Evans Co., secretary; Wil- 
liam Fluhr, treasurer. Hugh O. Tomp- 
kins continues as managing director. 

The convention and equipment ex- 
hibit, held in Atlantic City, N. J., at- 
tracted a record-breaking attendance; 
a total of 1,564 registered. 

Prominent on the speaker's list for 
the October 20 business session was 
Leonard S. Marshman, Mobil Oil Co. 
In discussing the topic of oilheating 
and its expansion in the Sixties, he 
said: 

“It appears from our preliminary 
figures that at the end of the Sixties 
natural gas will be providing the larg- 
est share of the heating market. It 
will have gone from 35% of the mar- 
ket in 1959 to about 48%, while oil 
will have gone from 43% in 1959 
to 45% of the market at the end of 
the ten-year period. 

“Oil's gains will be modest during 
the decade ahead but we shall show 


a gain. We shall not be run out of 
the home heating market, despite what 
some of our opponents hope and not- 
withstanding what some of the faint- 
hearted, pessimistic members of our 
own industry say. 

“At the end of the Sixties there will 
be about 11.7 million oilfired central 
heating units in the country, which is 
about 2.3 million more than today. 
That will be an average net gain of 
about 2.2% a year. However, we ex- 
pect the net increase in volume of 
gallonage will be about 1.7% a year 
... due to new, more efficient burners, 
improving efficiency of present burn- 
ers and the greater use of home in- 
sulation.” 

Marshman concluded with the ob- 
servation, “The general outlook for 
the heating oil business looks pretty 
good from where I sit.” He attributed 
this to the following: 

More and more fueloil distributors 
providing a more complete com- 
fort package; 

The new attitude of the major com- 
panies toward the heating oil 
business; 

Renewed interest of several manu- 
facturers in equipment develop- 
ment; 

Increased activity in oilburning 
equipment research; 

Industry promotion and advertising 
programs; 

The new national trade association 
being studied; 

Growing problems facing gas and 
electric companies; 

Future energy needs and the general 
economic outlook; 

The over-all esprit de corps now 
existing in the heating oil in- 
dustry. 

During the same session Irving 
Oelbaum, president, Oil Heat Council 
of N. J., reviewed the work of the 
Council and outlined the oilheating 
promotion job that remained to be 
done in the State. 

Also, Charles H. Burkhardt, man- 
aging director, Oil-Heat Institute of 
America, outlined the oilheating pic- 
ture in Western Europe. He described 
in some detail the unnecessarily re- 
strictive regulations imposed on oil- 
heating in countries geared to a coal 
economy. He used this as an analogy 
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These Macks go a long way toward 


quenching a city’s thirst for oil 


“Servicing 8,000 fuel oil customers brings 
you up against a variety of delivery prob- 
lems,” says M. F. Prior, superintendent of 
the f 
Philadelphia’s up and coming distributors. 


C. Haab Company, Inc., one of 


“Our 35-truck fleet takes care of every- 
thing from bulk refinery loads to door-to- 
In addition, 85% 
of our oil deliveries must be crowded into 


door home deliveries 


six months, which makes it even more im- 
portant that our trucks give outstanding 
performance with no unnecessary down- 
time or maintenance. We find Macks best 
meet this requirement.” 

Mack makes sure you get the efficient, 
economical truck performance you need 


through the exclusive practice of design- 
ing and manufacturing its own major 
components. This results in what is called 
Balanced Design and assures that engines, 
gears, transmissions and other vital units 
will work together in harmony for the 
greatest possible efficiency, performance 
and long life. Trucks that stand up under 
demanding conditions—not just when 
new, but after years of service—often 
mean the difference between a profitable 
operation and one drained by high costs 
per mile, unnecessary downtime and 
maintenance. 

On-schedule fuel oil deliveries may not 
be your problem, but the same Macks 


that handle this work so well are the ones 
to remember for any job where profits 
depend on truck performance. Your local 
Mack branch or distributor will gladly 
give you full details on the trucks best 
suited to your operation. Mack Trucks, 
Inc., Plainfield, New Jersey. Mack Trucks 
of Canada, Ltd., Toronto, Ontario. 


7683 


MACK 


FIRST NAME FOR 


TRUCKS 


Older Mack models rub shoulders with new at this businesslike lineup of fuel tank- 
ers being dispatched from the Philadelphia depot of F. C. Haab Company, Inc. 
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INDUSTRIAL 
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use Peyeor 


- 


because... 


Type “R” Blower Wheels are 
designed for heavy duty appli- 
cation required for efficient air 
delivery in Industrial Combus- 
tion’s large industrial warm air 
furnaces and boiler installations. 


Reveor 


Blower Wheels and Fan Blades 
Deliver More Air... More 
Efficiently . . . Most Quietly! 


WRITE FOR FREE BROCHURE 
or send specifications to 


Revers. INC. 


ENGINEERS * MANUFAC TURERS 


Street 
261 Edwards Street 
Carpentersville. Minois 


. . . « Industry Groups 


of what might happen if a national 
fuels policy, including end use con- 
trols, were adopted in this country. 

During the afternoon of October 20, 
Patrick F. Caputo, Rite Fuel Corp., 
Hicksville, N. Y., told how the Oil 
Heat Institute of Long Island success- 
fully promoted the sale of oilfired hot 
water heaters. Next, William F. Briggs, 
Valley Oil, Middletown, Conn., told 
how his company merchandises fuel- 
oil and finally, I. M. Nelson, Boston 
Machine Works Co., discussed burner 
modernization. 

During the meeting the association 
decided on a change in meeting sched- 
ules so that next year there will be 
a spring convention instead of one in 
the fall. The 1961 meeting will get 
under way on April 20 in Altantic 


City. 


BHC coordinates hydronic 
Exhibit for Builder Show 


NINE HYDRONIC MANUFACTURERS 
will join with the national Better 
Heating-Cooling Council next January 
in an industry exhibit of hydronic 
equipment, at the 17th annual con- 
vention and exposition of the National 
Association of Home Builders in Chi- 
cago, Ill. 

The exhibit will mark the first time 
that hydronic manufacturers have 
joined forces to jointly display equip- 
ment under an industry banner. 

Participants with BHC in the ex- 
hibit will include American-Standard, 
Bell & Gossett Co., Burnham Corp., 
Crane Plumbing-Heating-Air Condi- 
tioning Group and Edwards Engineer- 
ing Corp. 


Chicago campaign Supporter 
reduces losses to gas 37% 


A SUBSTANTIAL fueloil dealer in the 
Chicago, Ill, Metropolitan area told 
the Oil Heat Council there that his 
losses to gas have been reduced 37% 
in the first eight months of the co- 
operative campaign there. Comparing 
June 1 through August 31 this year 
with last, this same dealer reports a 
startling 55% decrease in his losses 
to gas. 

That makes a pretty good invest- 
ment of his contribution to the Coun- 
cil’s oilheating promotion program. 


Delaware Valley Group holds 


management training Course 


THE DELAWARE VALLEY Fuel Oil 
Dealers’ Association, Glenside, Pa., 
held the second in a series of three 
management training sessions at the 
regular monthly meeting on Novem- 
ber 14 in Feasterville, Pa. 

It dealt with finances and financial 
controls, and discussed information 
which normally can be obtained only 
through experience. 


NcoJa Elects new Officers 
Holds second Fuels School 


THE NORTH CAROLINA Oil Jobbers 
Association, Raleigh, N. C., has elected 
G. E. Maultsby, Shell jobber, Jackson- 
ville, N. C., president for the coming 
year. Other officers are: E. P. Godwin, 
vice-president; A. J. Carey, vice-pres- 
ident, Fueloil; and Sink Walser, treas- 
urer. 

Hoyle T. Efrid and Shelby Alford 
have been elected to serve as directors 
for one year. Directors elected to serve 
a three year term are: Frank Kenan, 
M. C. Newsom, Hardin Kimrey, 
Woodrow Fountain and Joe Berry. 

The association held a second Fuels 
Analysis School in Kinston, N. C., 
November 16-17. The group was 
taught by C. A. Newcomb of Raleigh. 
The curriculum included heat loss 
formula and calculations, fuels con- 
tent and efficiencies, fuel consumption 
estimates and cost comparisons. 


Cc. M. Sharp, left, C. Hoffberger Co., 
Gulf heating oil subsidiary in Baltimore, 
and chairman of the area's joint com- 
mittee on oil heat promotion, examines 
the new oil heat taxicab sign. Robert D. 
Myers, right, and Charles E. Cockey, 
center, both of Mahool-Myers Associ- 
ates, developed the signs to be mobile 
billboards. 
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How fuel oil distributors build year-round 
profits with Shell “Certified Comfort” 


Here are eight important benefits that 
help fuel oil distributors build year-round 
profits with “‘Certified Comfort’’: 


Advertising —A full-scale cooperative ad- 
vertising program makes use of television, 
radio, outdoor, newspapers and direct 
mail. Available to all Distributors of Shell 
Heating Oils upon request. 

Distributor Marketing —Today, over 90% 
of Shell’s domestic heating oils are sold 
through distributor organizations. 


Training —Shell conducts local Workshop 
Conferences in distributor marketing areas. 


Permanency—Shell offers various types of 
long-term distributor contracts which also 
provide renewal options. 


Product Acceptance — Shell has top con- 
sumer-brand acceptance and is one of the 
country’s largest national advertisers. 
Competition — Shell’s pricing policy to dis- 
tributors is fair and competitive. 


Research —Seven Shell research labora- 
tories employ over 2000 technical experts 
who constantly work to improve and ex- 
pand the Shell Product line. 


Insurance —Shell offers its distributors the 
many benefits of a low-cost group life 
insurance program ... up to $10,000. 


IT PAYS TO BE A SHELL FUEL OIL DISTRIBUTOR 


—and the nearest Shell office will be glad to 
show you why. Ask for the District Manager. 
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U. of Illinois offers 13th 


//\ Short Course on Hydronics 


& THE UNIVERSITY OF ILLINOIS, Urbana, 


heating, what? 


There’s no reason to get into a stew over heating problems when you 
can get all the facts about modern heating practice at the Heating & Air- 
Conditioning Exposition. 

At the exposition you can obtain first-hand information and money-sav- 
ing tips on new heating equipment as well as the latest developments in 
refrigeration, air conditioning, and ventilation equipment. 


Over 500 fact-filled displays, staffed by top executives and key technical 
personnel, will provide you with information concerning more efficient 
methods of installation, maintenance techniques, use of related equip- 
ment, and anything they know from which you can profit. 


Keep up with new developments for domestic, commercial and industrial 
applications. Plan your visit now! 


/ th ternational Heating 
& Air-Conditioning Exposition 


International Amphitheatre - Chicago, Illinois 
Feb. 13-16, 1961 


Management: INTERNATIONAL EXPOSITION COMPANY * 480 Lexington Ave., New York 17, N. Y. 


| IIL, is offering a 13th Short Course on 


Hydronic Heating and Cooling Sys- 


| tems in cooperation with the Institute 
| of Boiler and Radiator Manufacturers. 


Designed for owners and managers 
of heating contractors’ businesses, the 
course will cover managerial and tech- 
nical subjects, with emphasis on how 
to meet competition through planning. 

The class will meet Monday, Jan- 
uary 30, 1961, through Thursday, Feb- 
ruary 2, 1961. Cost is $40 per person. 
For further information, contact Pro- 
fessor W. S. Harris, Department of 
Mechanical Engineering, University of 
Illinois, 2103 Zuppke Drive, Urbana, 
Ill. 


New England Associations 
approve Proposal of Merger 


THE BOARD OF DIRECTORS of the In- 
dependent Oil Men's Association of 
New England and the Oil Heat In- 
stitute of New England, both of Bos- 
ton, Mass., have approved the report 
of their joint “Trade Association Re- 
lations Task Force Committee,” which 
had been charged with presenting a 
program for simplifying the New 
England oil trade association picture. 

Committee recommendations  in- 
clude: joint housing of existing asso- 
Ciation, a joint executive secretary, and 
inviting other associations to join the 
Committee. 


Rumoshosky, Curtin speak 
before New Jersey Dealers 


THE ESSEX COUNTY (N. J.) Fuel Oil 
Dealers Association heard Adam 
Rumoshosky, director, Marketing Di- 
vision, American Petroleum Institute, 
New York, N. Y., speak on the pur- 
pose of the API and what it can do 
to help the retail dealer at a dinner 
meeting on October 27, in East 
Orange, N. J. 

Another New Jersey group, the 
Union County Oil-Heat Association, 
Plainfield, N. J., held a regular month- 
ly meeting on November 17 in Ro- 
selle, N. J. Featured speaker was 
Norman Curtin, combustion engineer. 

(Please turn to page 88) 
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Model A TH RUSH 


Water Circulator 


Mopern DESIGN! Simplified construction! 
Fewer parts! Lower cost! That’s the new Model A 
Thrush Water Circulator. Quiet, too, because of im- 
proved motor design plus special rubber insulators in 
flanges to eliminate vibration. Model A is easy to service. 
Seal assembly can be replaced quickly with ordinary 
tools and less maintenance is needed. Get the profit 
story on this new high value Circulator . . . see your 
wholesaler today or write Department C-12. 


OF WATER 
o _ 


HEAD IN FEET 


Quality Hydronic Heating Specialties 


H. A. THRUSH « company 


PERU, INDIANA 


GALLONS PER MINUTE 
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Considerably 5 : : to Cost You 
More! x aa | Less! 








Unsurpassed at the competitive price ... Every Luxaire Heating and Air Condi- 
tioning Unit gives you excellent qualities for which you would expect to pay more! 


If you are seeking a price advantage, you still might rather pay a little more 
for the heavy construction, the uncomplicated design and the unmatched reputa- 
tion for trouble-free performance that you get with Luxaire. Chances are that 
these qualities will cost you no more than you would have to pay for a unit 
not in Luxaire’s class. 


Luxaire is the most complete line of competitively priced units available — 
every unit competitive all along the line. Yet, whatever type or size of Luxaire 
Unit you choose, you need not choose between excellence and a competitive 
price. For Luxaire gives you both! 


THE COMPLETE LINE 


See your Luxaire jobber, today. Enjoy a competitive price without the dis- 
advantage of a big stock! 


Horizontal — low and compact, Horizontal — Heating element, 
assembled and wired — 80,000 blower and motor assembled 
to 140,000 Btu input. in casing — 89,600 to 224,000 

Btu output. 

















Basement — Gas or 
Upfiow — Compact, Counterflow — Oil Fired packaged, Upflow — Assembled Basement — Heavily 
completely assembled Completely easily assembled — and Wired Units constructed, 
and wired units — assembled and 105,000 to 260,000 with refractory assembled and 
75,000 to 200,000 wired — 75,000 to Btu (Gas) — 84,000 Firebox — 78,400 to wired — 84,000 to 
Btu input. 150,000 Btu input to 192,000 Btu (Oil). 112,000 Btu cutput. 112,000 Btu output. 


Plus...Coal Furnaces - Unit Heaters - Conversion Burners - Summer Air Conditioning 


(1) 2, 3, 4, 5 H.P. Air 
Cooled Condensing Year ‘Round 
Units, (2) Plenum : Combination 

Evaporator, (3) Duct Units, Air 

Evaporator, or Water 
: (4) Counterflow Cooled, Gas 
Gas Fired Gas Evaporator, (5) Blower- | or Oil Fired 
Unit Heaters, Conversion Evaporator Unit. 

5 Models Burners 





C. A. OLSEN MANUFACTURING COMPANY «¢ « Etvaia, ono 
@ 


HEATING & AIR CONDITIONING UNITS 
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There are 10,248 fueloil Specialists 
selling $1,767,611,000, says U.S. Census 


HE FINAL TALLY of the U. S. Cen- 

sus of Business, 1958, has just been 
published in book form by the Depart- 
ment of Commerce. The item of great- 
est interest in retail trade to our indus- 
try relates to a tabulation covering 
“Fueloil Dealers.” 

A fueloil dealer, according to the 
description, is one whose principal dol- 
lar volume is in the sale of fueloil. 
Thus the list excludes the thousands of 
jobbers whose principal dollar volume 
is in gasolime and other automotive 
products, and who sell fueloil in minor 


volume. To demonstrate this point, the 
new “fueloil dealer” census lists only 
169 companies in Minnesota and the 
Dakotas, whereas the annual yearbook 
of the Northwest Petroleum Assn. ac- 
counts for about 1,400 jobbers in these 
states, all of whom sell some fueloil. 

The new Census Bureau volume di- 
vides the fueloil dealers into two 
groups, those with a payroll and those 
with no employees, meaning a one-man 
business or perhaps a small partner- 
ship. With payrolls they show 6,530 
dealers, and their sales were $1,667,- 


752,000 in 1958. Without payrolls 
were 3,718 dealers, with sales in that 
year of $99,859,000. Thus the dealers 
with payrolls had average sales of 
$255,398. Those without payrolls aver- 
aged $26,858. 

Among those dealers that had pay- 
rolls, they spent on salaries and wages 
in 1958 a total of $176,280,000. This 
was 10.6% of their sales. 

The Census of Business is taken 
every four years, the previous one be- 
ing in 1954. A few comparisons are 
interesting. Based only on those fuel- 





Fueloil Dealers 


BUSINESS CENSUS OF 1958 


Establishments 
(number) 
258 
243 
121 
1,709 

366 
656 


3,353 
1,822 


1,015 
567 


Establishments 
(number) 
48 
147 


Sales 
($1,000) 

9,740 
40,097 
20,742 
40,178 
870 
40,113 
10,465 
4,419 
19,033 


185,657 


Sales 
($1,000) 
38,507 
24,659 
16,428 
242,772 

36,592 
104,016 


462,974 


442,548 
178,949 
125,662 


747,159 


13,245 
32,081 
87,143 
39,319 
35,702 


207,490 


Minnesota 13,549 
lowa 8,564 
Missouri 8,091 
North Dakota 3,222 
South Dakota - 
Nebraska 7,633 
3,560 


Kansas 
44,619 
1,189 
2,300 
756 
496 


4,741 


Maine 

New Hampshire 
Vermont 
Massachusetts 
Rhode Island 
Connecticut 


Delaware 

Maryland 

District of Columbia 
Virginia 

West Virginia 


NEW ENGLAND 


New York 
New Jersey 
Pennsylvania 
MID-ATLANTIC 725 
1,461 
1,003 
7,273 


10,462 


Ohio 
Indiana 
Illinois 
Michigan 
Wisconsin 


WEST SOUTH CENTRAL 


Monrana 
Idaho 
Wyoming 
Colorado 
New Mexico 
Arizona 
Utah 

Nevada 


EAST NORTH CENTRAL aa 
903 
375 

1,034 
534 
840 

1,649 


5,335 
61,842 


27,347 
9,985 


MOUNTAIN 
WEST NORTH CENTRAL Washington 
Oregon 
Kentucky California 
Tennessee 
Alabama 
Mississippi 


PACIFIC 99,174 


EAST SOUTH CENTRAL 1,767,611 


TOTAL U. &. 
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oil dealers that have payrolls, in 1954 
there were 5,625 such companies, and 
they sold $1,285,394,000 or $228,514 
as an average. Their payrolls were 
$130,293,000, averaging 10.1% of 
sales. 

In the accompanying tables we have 
combined the payroll-type dealers and 
the non-payroll type, since the Census 
people made the separation only in the 
national totals, not in the breakdowns. 
The Census dollar total is actually $1,- 
770,992,000 whereas we show $1,767,- 
611,000, the difference being that they 
omit the dollar figures from three states 
but apparently include them in their 


total, which our table does not. It’s a 
small difference, explained simply for 
clarity. 

Following the state tables, we list 
the same type data for most of the 
Standard Census metropolitan areas. 
We have omitted those having fewer 
than six such dealers. 

Of course not all of the dollar vol- 
ume of a fueloil dealer represents oil. 
He sells other things, too, but his prin- 
cipal business is fueloil. In order of 
importance, these are: 1) heating 
equipment and service; 2) gasoline, 
lubes, TBA; 3) coal; 4) variety of mis- 
cellaneous. 


In the nation as a whole the fueloil 
dealer, or specialist, has only 75.7% 
of his dollar sales in fueloil. By sec- 
tions of the country, thus: New Eng- 
land 74.1%, Mid-Atlantic 76.5%, 
South 69.2%, Midwest 70.9%, and 
Pacific 94.7%. These percentages can 
be applied to the dollar sales shown to 
get the net sales of fueloil. Such a cal- 
culation will show that the Census Bu- 
reau’s “fueloil dealer” is much the 
largest volume factor in industry gal- 
lonage, with the direct sales by refiners 
in second position and the sales of oil 
jobbers (principal business is gasoline ) 
in third spot. 





New York, N. Y.-Northeastern New Jersey 
Standard Consolidated Area 
Chicago, Ill.-Northwestern Indiana 
Standard Consolidated Area 
Albany-Schenectady-Troy, N. Y. 
Allentown-Bethlehem-Easton, Pa.-N. J. 
Ann Arbor, Mich. 
Asheville, N. C. 
Adlantic City, N. J. 
Augusta, Ga.-S. C. 
Baltimore, Md. 
Binghamton, N. Y. 
ton, Mass. 
Bridgeport, Conn. 
Brockton, Mass. 
Buffalo, N. Y. 
Charleston, S. C. 
Charlotte, N. C. 


Cincinnati, Ohio 

Cleveland, Ohio 

Columbia, S. C. 

Dallas, Tex. 

Dayton, Ohio 

Detroit, Mich. 

Durham, N. C. 

Fall River, Mass.-R. I. 
Fitchburg-Leominster, Mass. 
Flint, Mich. 

Fort Wayne, Ind. 

Fort Worth, Téx. 
Gary-Hammond-East Chicago, Ind. 
Grand Rapids, Migh. 
Greensboro-High Point, N. C. 
Greenville, S. C. 
Hamilton-Middletown, Ohio 
Harrisburg, Pa. 

Hartford, Conn. 

Indianapolis, Ind. 

Jackson, Mich. 

Jacksonville, Fla. 

Jersey City, N. J. 

Kalamazoo, Mich. 

Kansas City, Mo.-Kans. 
Kenosha, Wis. 

Lancaster, Pa. 

Lansing, Mich. 
Lawrence-Haverhill, Mass.-N. H. 
Lewiston-Auburn, Maine 

Los Angeles-Long Beach, Calif. 





Chicago, Ill. 


Fueloil Dealers 


BUSINESS CENSUS OF 1958 


Establish- 


Establish- Sales 

ments Sales ments ($1,000) 
(number) ($1 ,000) (number) 

' Louisville, Ky.-Ind. 11 420 
1,761 448,807 Lowell, Mass. 53 6,427 
Madison, Wis. 7 3,042 
371 82,996 Manchester, N. H. 46 4,487 
146 24,291 Miami, Fla. 6 1,347 
50 8,184 Milwaukee, Wis. 44 16,217 
9 1,076 Minneapolis-St. Paul, Minn. 49 5,098 
10 1,557 New Bedford, Mass. 46 4,736 
27 5,262 New Britain, Conn. 32 6,992 
19 1,891 New Haven, Conn. 99 12,777 
91 25,566 New York, N. Y. 1,100 327,348 
13 1,649 Newark, N. J. 260 58,228 
808 116,266 Newport News-Hampton, Va. 12 3,033 
77 8,195 Norfolk-Portsmouth, Va. 63 7,356 
53 8,960 Omaha, Nebraska-Iowa 11 4,329 
55 12,513 Orlando, Fla. 11 1,461 
16 1,337 Paterson-Clifton-Passaic, N. J. 188 35,786 
55 6,398 Philadelphia, Pa.-N. J. 446 106,195 
331 74,409 Pittsburgh, Pa. 20 1,325 
11 1,762 Pittsfield, Mass. 20 2,836 
14 3,052 Portland, Maine 34 8,179 
12 1,887 Portland, Oreg.-Wash. 89 18,688 
9 875 Providence, R. I.-Mass. 339 36,800 
18 1,942 Reading, Pa. 24 4,061 
103 21,972 Richmond, Va. 50 10,059 
13 1,663 Roanoke, Va. 6 1,593 
61 6,224 Rochester, N. Y. 41 12,853 
24 2,779 Rockford, Ill. 8 649 
9 623 Saginaw, Mich. 15 3.278 
9 1,950 St. Louis, Mo.-Ill. 32 6,066 
7 1,119 San Bernardino-Riverside-Ontario, Calif. 6 139 
40 8,587 San Francisco-Oakland, Calif. ~ 2,107 
13 1,156 Savannah, Ga. 19 1,667 
34 3,660 Seattle, Wash. 163 36,468 
21 2,185 Springfield-Holyoke, Mass. 114 20,757 
7 527 Stamford, Conn. 30 7,748 
33 5,646 Syracuse, N. Y. 29 4,454 
129 27,459 Tacoma, Wash. 53 8,845 
42 13,147 Tampa-St. Petersburg, Fla. 51 5,801 
10 1,163 Toledo, Ohio 9 778 
55 7,272 Trenton, N. J. 38 7,957 
115 13,959 Utica-Rome, N. Y. 36 7,563 
6 2,317 Washington, D. C.-Md.-Va. 45 35,890 
16 1,166 Waterbury, Conn. 67 5,905 
8 1,523 Waterloo, Iowa 7 772 
17 3,291 Wilkes-Barre-Hazleton, Pa. 10 977 
7 1,132 Wilmington, Del.-N. J. 38 7,180 
80 9,608 Winston-Salem, N. C. 9 1,090 
13 2,188 Worcester, Mass. 92 16,742 
21 2,817 York, Pa. 17 4,021 
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it WOULD BE almost impossible to 

find anywhere in the country very 
attractive homes to match those built 
by Levitt & Sons at anything approach- 
ing the price. The Levitt operation has 
been the classic example throughout 
the building industry of mass produc- 
tion economies while building genuine 
character and good looks into the 
homes. 

Just now in Levittown, N. J., a Cape 
Codder with four bedrooms, two full 
baths, kitchen full of appliances, garage 
and complete landscaping is in the 
$13,000 range, and so is a rancher 


Total 
D.D. 
H&HW Date 


’ 


Levittown, N. J., Houses went to Gas 


but Meenan Oil Co. 


has switched Them with new oil Units 


Story of 226 Conversions, 
Gas to Oil 


with three bedrooms and all the trim- 
mings, plus a glass-walled family room. 

For years it was a source of great 
satisfaction to the oilheating industry 
to have the Nation’s largest home 
builder featuring oil heat. From 1947 
to 1957 the Levitt crews built 36,000 
homes at Levittown, N. Y., and Levit- 
town, Pa. Nearly all of these have been 
supplied with oil and equipment serv- 
ice by Meenan Oil Co., headed by Wil- 
liam F. Kenny, Jr., with substantial 
plants at both towns, including a tide- 
water terminal in Pennsylvania. 

Then it came time for a third Levit- 


Cost Analysis of Fueloil 
Levittown, N. J. 
Cost Analysis of Fuel Oil and Gas 
Iron Fireman Custom Mark II 


Unit 

Cost Total 

per Ann.* D.D. 
D.D. Cot HEHW Date 


town, this one in New Jersey. Gas 
heat had built some popularity in the 
state and it was understandable that 
the large utility was most anxious 
about this conspicuous new project. To 
make up his own mind on the point, 
William Levitt had two houses, identi- 
cal in design and location, fitted up 
with oil and gas units and operated by 
engineers for 60 days. He concluded 
that the saving with oil at that time, 
1957, was not enough to pass up the 
saving in equipment cost with gas heat 
. +. particularly in view of his goal of 
building a fine house at the hast nickel 


Rancher 2527 0465 296.67 2634 1- 4-60 to 
5 Bonnie Lane - 4-60 3-28-60 


Colonial 1946 -24- 0485 1- 5-60 to 
44 Balfour Lane -23- 3-28-60 


309.43 2604 


Cape Cod 2431 
2 Belmont Lane 


Rancher 2889 
23 Balfour Lane 


Cape Cod 6120 
20 Stirrup Lane 


112.78 296.03 2484 1- 9-60 to 


3-28-60 


11-11-59 to 
3-28-60 

11-27-59 to 
3-28-60 


*The Annual Cost is based on 6380 Degree Days in the season of 1958-59, combining heat and hot water. 
*Electrical cost to run motor adds $1.30 x 7 months. 


eloil 


58.43 .0234 158.39 


2-27-59 to 
11-11-59 


12- 5-58 to 
11-26-59 


147.09 324.74 4036 96.58 0239 152.48 


272.69 0445 283.91 3674 83.75 0228 154.56 








. . « « 226 Conversions, Gas to Oil 


Typical views of the various home styles in Levittown, N. J. 


of low cost. So New Jersey went to gas. = gone up and oil has come down since —_—hhomes, with a final goal of 16,000 for 
If the identical test were being con- _ then. which land has been bought. 

ducted today the comparisons would From its start three years ago, Levit- For some time after the start of the 

be somewhat different, for gas has town, N. J., has grown to 3,700 new new town, President Kenny of Meenan 

had asked his friend Levitt if there 

were any objection to his trying to con- 

Man Power Requirements vert some of the new homes from gas 

TANK INSTALLATION SET-UP (contianed) to oil heat. It took quite a while to 

oe awe Ae  Semmondion remove the objections put it was final- 

~ and dirt cmnerd —— 1 Truck for delivery and pick up of ly done with a friendly wager on how 
a crews resulting in 5 tanks men. much could be accomplished. 

per 





TOTAL Notice now that most of the resi- 


12 Total Men 14 men dents in this development are young 


Tranaportation 1 truck families who have been there only a 


1—Truck for delivery and dirt re- TOTAL ALL 30 Men year or so. They were not openly 


moval (dump truck flat bed type) 5 Truck . ‘ 
1—Truck for F rucks alarmed about their gas heating costs, 


ALL CREWS WORKING A 6 DAY WEEK. so there would be little inclination to 
make any change unless they were 


BURNER CONVERSIONS & BOILER Standard Conversion Costs properly educated. 
a — Colonial Rancher In the fall of 1959, Kenny and his 
Chimney and Finishers Set-Up Tank Installation $ 73.89 $ 73.89 associates took notice of a new oil boil- 
pea myteno ae ee owl oe edhag oy co A SS ete er, called Custom Mark 11 produced by 

and flue, insulating jacket and ae) Iron Fireman Mfg. Co. They sensed 
geting. Bich crow eon por doy. i Se ae “s —S that these might do well in Levittown 


Service Charge 30.00 30.00 homes. There were a number of fami- 
Peraait Charge 1.00 1.00 lies that had moved from Levittown, 
2—Trucks—1 each crew Total Cost $384.93 $352.22 Pa., where they used oil heat, to the 


Burner Installation Set-Up Selling Price $395.00 $395.00 | | New Jersey development. By visiting 
4 Men—1 man to crew on Conver- and explaining the advantages they 

4 paler ned = ies Boiler Relocation Costs had formerly enjoyed with oil, Meenan 

8 Men—4 two men crews on boiler Cape Cod. Rancher salesmen were able to sell five of the 
eee ee: ti. Tank Installation $ 73.89 $ 73.89 | new type oil boilers to replace gas, 


: Conversion & Relocation 372.04 357.27 ith a special arrangement to closel 
TOTAL—6 conversions per day. = Chimney & Insulation 50.00 5000} ™~ _ B y 


Beilin: i lleieenatln thie sonia auc, observe the heating costs, compared 


rial, check material in and out of T0tal Installation Cost $495.93 $481.16 with their experience with gas in the 
stock, keep perpetual inventory, Sales Commission 46.00 46.00 tee ‘eae tush teste en 
and assemble boilers for move-out. Service Charge 30.00 30.00 — an ' 


; Permit Charge 1.00 1.00 These boilers performed well with 

1 man to pick up and deliver mate- " in the table. Ni 
rials to jobs, pick up materials Total Cost $572.93 $558.16 the results as shown in the table. No- 
from “a deliver and pick up illo wal , tice that so-called “degree-days” used 
ee ae ‘Gitiediena 575.00 $575.00 within Meenan Oil include both heat 


"2 Total Trucks 
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and hot water, since all of these were 
boilers with built-in coils. The homes 
used electricity for cooking. 

In the five homes where comparisons 
were made, the net savings with oil 
heat over gas ranged from above 35% 
to nearly 47%. When this fact had 
been established by the end of March 
of this year it was clear that oil had 
something to sell with great savings 
when combined with that type of 
equipment. At the same time only a 
very few families could be convinced 
to spend around $900 for the new boil- 
ers installed. 

So William Henwood, Meenan vice- 
president, removed one of the gas boil- 


Conversion kit being used by Meenan 
Oil in its successful switching of gas 
heating users to oil in Levittown, Pa. 


The bare boiler with specially-designed Custom Mark I! 


burner attached is shown at the left. 


ers, sent it to the Iron Fireman factory 
and asked that they try and adapt the 
Custom Mark 11 burner to this boiler. 
It was done, and that’s what they're 
selling today . . . not a new boiler but 
the original gas boiler redesigned and 
outfitted with the special oilburner. 
The efficiencies of operation are essen- 
tially the same as the oil boilers used 
in the first test. 

Now a family can be converted to 
oil, including a buried tank, for $395. 

And they don’t have to pay out an 
extra dime, at the start or any other 
time. The whole cost comes out of the 
fuel savings. These folks were paying 
for gas on a 12-month equalized cost 
plan which ran between $25 and $30 
a month. Meenan Oil Co. takes this 
same payment, deducts the cost of oil 
and credits the balance to the equip- 
ment purchase, without interest. Serv- 
ice is included for the first three years 
on these special conversion deals. From 
the savings indicated, the job should 
pay itself out in three years or a little 
longer, and after that the entire fuel 
saving is net gain. 

There is one other type of sale that 
is quite popular. It includes relocating 
the boiler, moving it from a central 
closet to the rear part of the garage. 
This gives the lady some more storage 
space which she always welcomes. The 
cost here is $575, and the owner pays 
$5 a month over his monthly gas heat- 
ing budget payment going to Meenan. 

Either job is completed in “eight 


In the center is 


eloit 


hours,” by which they mean that the 
heat will be off no longer than that. 

Levitt built four types of homes in 
the new town, interspersed them 
through the winding streets so there's 
little appearance of the mass develop- 
ment. But different styles called for 
separate chimney treatments. It's a long 
story about authorizations, clearances, 
ordinances and the like, but the out- 
come was that in some styles and some 
equipment locations they had to put in 
a new “A” type flue, while in others 
they simply had to add more insulation 
to the existing flues. That accounts for 
the different cost factors shown in the 
pricing table. 

The selling campaign at Levittown 
started with newspaper advertisements 
on September 6. By October 28 there 
had been 186 sales, so before you read 
this they will be well above 200 and 
the first goal is to sell 300 by January 
15, 1961. There has been a series of 
excellent newspaper ads, two a week 
in the Levittown Times plus several in 
a weekly paper of wider area coverage. 
This has brought quite a lot of in- 
quiries from families in other builder 
developments of the region. Two per- 
sonalized letters went to all families in 
Levittown plus a very attractive book- 
let describing the background and 
workings of the Meenan Oil Co., and 
several other direct mail pieces. The 
full promotion was handled by Bernard 
Glaser Associates of Bristol, Pa. 

(Pleas@mturn to page 94) 


the converted boiler before the jacket is put on and, 
finally the completed job except for the top covering. 
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E.quipment 


Allowance 


Program 


Under that new Title 
the Pacific Northwest 

support Campaign 
moves to third Stage 


This is a lawn sign, part of a complete 
promotion package provided builders 
cooperating in the Comfort Crest Home 
program of the Oil Heat Institute of 
Oregon. The Comfort Crest symbol! is 
emphasized in all such advertising sup- 
port, which runs from $25 to $60 a house. 
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N THE DECEMBER ISSUE a year ago 
there was described a pilot test pro- 
gram conducted in the fall of 1959 by 
the various OHI chapters in the Pacific 
Northwest. It had been a success. Build- 
ers had shown a preference for oil 
heat if some of the cost differentials 
could be modified through cash invest- 
ments to make oil equipment cheaper 
to buy. Nearly a thousand homes had 
benefited to the extent of $100 each 
in the installation cost. 

At the regional convention at Reno 
last spring the Industry Advisory Coun- 
cil of the Pacific Northwest voted 
unanimously to conduct a second test 
to run from June to December of this 
year. 

The financial basis includes the rais- 
ing of funds from refiners at the rate 
of 1/10¢ a gallon of distillates sold the 
previous year in four Chapter areas. 
From this fund is offered assistance up 
to $82.50 a house for installing oil 
heat, in areas where gas or electric 
heating were actively competitive. 

In addition the local fueloil mar- 
supply an equivalent 
value, to be in cash, sales expense, ad- 
vertising allowances or equipment 
price reductions, or any combination 
of these. 

The Council, composed of repre- 


keter would 


sentatives of refiners and large local 
fueloil distributors. met in early No- 
vember to discuss results of this second 
test and to plan ahead. The reception 
of the results was very favorable since 
the whole scheme had been “oversub- 
scribed” almost from the start last 
summer. 

In the period from June to October 
28, nearly 3,700 installations had been 
financially assisted, using up practical- 
ly all of the money available. Of course, 
the refiners’ support had been based on 
a half year’s payment or one-half of 
the annual rate. An additional 300 ap- 
plications had been refused because 
there wasn’t enough money left in the 
present period. Also when the funds 
tightened up the dealers stopped push- 
ing the project to some extent. 

It’s too early to report a decision on 
whether the program will go on with 
full force in 1961, but at the time of 
the November meeting all but two of 
the original 11 refiners said they 
wished to go ahead. The other two 


Elmslie Vining 
were simply waiting for decisions from 
their company officials, so it looks quite 
probable. 

The accompanying tables tell the 
statistical story of the second venture. 
Oil heat made competitive gains on 
almost every observation. Notice the 
table with the four largest cities of the 
Northwest and the comparisons be- 
tween 1959 and 1960 of installations 
by fuels. This is for September only, 
as being typical and also being the 
largest single month of the year in 
jobs installed. The oilheating share of 
the market rose from 31% to 39% in 
a single year. 


New home Lag 

New building is off very sharply in 
the Northwest this year so the total 
number of automatic heating installa- 
tions shrank nearly as much, but oil 
has the smallest drop in numbers and 
the only gain in percentages. 

Then notice the table on Spokane 
permits covering the first four months 
of the new campaign, June-September, 
and comparing the same period of the 
previous year. The total number of 
automatic heating sales went off 29% 
but oilheating installations declined 
only 9%. Oil gained position mostly at 
the expense of electric heat, with gas 
managing to hold almost even in per- 
centage. 

There were several other compari- 
sons brought out at the meeting. Seven 
Oregon counties representing three- 
fourths of the state's population had 
this record for the first nine months of 
this year compared with last year: 
Based on new homes only, oil in 1959 
had 24% and in 1960 had 33%} gas 
in 1959 had 40% and this year 34%; 
electric heat also lost ground with 36% 
last year and 33% this year. 

For a record of conversions from 
other fuels only Portland has suitable 
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permits. In the four month period of 
the new Equipment Allowance Pro- 
gram, June through September, oil got 
51% this year against 42% last year; 
gas had 25% this year and 33% last 
year; electricity had 24% this year, 
25% last year. 

Len Gassner, executive secretary of 
Ou of Oregon, told of one builder 
who produced 37 homes in 1959, 
heated 35 with gas and one each with 
oil and electricity. This year he erected 
32 homes and used oil in 30 of them, 
electric heat in two. Gassner also told 
of an Oregon survey among builders 
in which they tell him that for the 
first time since the advent of natural 
gas the prospective buyers are now 
asking about heating and more of them 
stating a preference for oil. 


Oilheating Revival 


Robert Elmslie, managing director 
of Ou! of Washington, said that oil- 
heating in his area is the most active 
in several years since the advent of the 
Allowance program. He has also no- 
ticed with some surprise that so large 
a share of the applications for assist- 
ance are for single homes. Among 
builders, Elmslie says that there are 
at least ten significant areas of con- 
struction in western Washington that 
have moved back into the oil heat fold. 

Joseph Langdon, executive director 
of the Inland Empire OHI, brought to 
the members of the Council consider- 
able data on new construction not only 
in Spokane but in several other princi- 
pal markets of Eastern Washington 
and Northern Idaho. Typically, home 
building is off 40% or more in each 
of the markets covered. 

Speaking for the Nevada OHI, Chair- 
man George Basta reported only 25 
commitments for financial assistance 








thus far but expects this to double be- 
fore the year is out. 

No program as revolutionary as 
EAP could be expected to avoid all 
problems but this one has had rela- 
tively few. There is the problem of 
small town dealers who are not too 
well informed on the methods and 
purposes of the effort, and may send 
in applications too late to be included 
in the supporting funds. Inasmuch as 
the refiners pay into the fund on the 
basis of total gallonage they feel that 
all of their dealers should share the 
opportunities insofar as practical. Sug- 
gestions were made that the money be 
allocated to perhaps a dozen regions 
based on the size of their markets so 
that the more aggressive big city deal- 
ers would not seem to be favored. Of 
course this will not be a problem if the 
basis of dollar support for a full year 
would cover all needs. This may hap- 
pen because the 1960 program cover- 
ing only the second half obviously 
caught the heavier portion of the build- 
er’s year. 

Another problem arises where a 
builder agrees to go to oil heat provid- 
ing he can get assurance of the sup- 
port for his total 50 ix.ses in a de- 
velopment . . . in other words use elec- 
tric cooking and have no gas on the 
premises. His application is approved 
but then through slow sales of the 
homes he may actually only complete 
half as many in the year. Some basis 
must be found to release such com- 
mitments to others when there's a drag. 
A 60-day check-up on all commitments 
has been proposed here. 

Then there’s the question that arises 
through the present arrangement where 
the funds of any refiner may be used 
only to support applications of his 
dealer. A fast moving dealer may 


quickly exhaust his potential as pro- 
vided by his refiner. Another dealer 
may not need all the support available 
to him. Some swapping is inevitable 
until the right solution is found, since 
the goal is always to get as many as 
possible homes using oil heat. 

After all angles of the Equipment 


Allowance Program had been explored, 


the group reviewed the long-estab- 
lished advertising program, now in its 
seventh year. 

Loren Pearce, OHI of Washington 
president, said that they now have 213 
supporting members, and that they had 
celebrated the week of October 9-15 
as Oil Heat Week, with suitable proc- 
lamations and stepped-up promotion. 
For the Chamber of Commerce lunch- 
eon that week they had brought up 
from San Francisco William McAfee, 
sales manager, Standard Oil Co. of 
Calif. 

The group also invited 150 builders 
and realtors for a two-day seminar at 
Yakima, Wash., furnishing a special 
train from Seattle. A presentation of 
the new builder support advertising 
campaign was the feature, and the 
guest speaker was Carl Mitnick, past 
president of the National Association 
of Home Builders. 

For the Oregon OHI, President Rob- 
ert Inman told of the real success of 
the new “Comfort Cresc” supporting 
campaign. This is the designation or 
symbol to identify an oil heated home 
and is offered to reputable builders 
along with considerable dollar help in 
advertising their homes. 


Equipment Allowance Program 


Financial Summary, June 1-Oct. 28, 1960 


States of Washington, Oregon, Nevada 
Commitments 


New Homes—Speculative 
Individual 


1,262 
1,159 
1,258 


3,679 


Conversions 


Total Units committed 


Northwest oilheating Gains 


Total Funds committed 
Total Funds received 


$304,208 
Other-fuel Comparisons in a peak Month 317,582 


New heating Installations 


——— SEPTEMBER 1959 —— —— SEPTEMBER 1960 
Ou Gas Elec. oil Gas 
Portland 182 112 te 106 
Seattle 370 240 35 343 
Spokane 86 60 66 195 a 
Tacoma 73 16 47 106 1959 % 1960 
‘ihtapiiny cunitnes omen i 192 14 175 
4 Cities 711 428 644 750 1078 77 768 
% of Total 31 19 39 45 , 130 9 55 


1400 100 998 


Spokane heating Permits 
Four Months, June-September, 














Seasonal price 


Variations 
- have 
minor Effect 


on Costs 


All oilheating groups—par- 
ticularly those with advertising 
campaigns affiliated with the 
National Fueloil Council—pre- 
pare cost comparison charts. 
However, this one from the Oil 
Heat Institute of Rochester 
(N. Y.) uses a new approach. 


NE YEAR AGO OHI of Rochester, 

N. Y., published a comparison 
of gas and equivalent oil consump- 
tion in the same house. They took 
an actual 1,300 square foot three- 
year-old home in which the only gas 
usage was for heating and water heat- 
ing. Since oil is competitive in both 
these fields a cost-to-cost comparison is 


possible. 
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They then assumed that 260 gallons 
of oil was delivered on the first day of 
the period and an additional 200 gal- 
lans was delivered at the then estab- 
lished price when the tank held ex- 
actly 60 gallons. To balance the exact 
Bru consumption of oil and gas, the 
last oil delivery was held to 197.5 
gallons. 


What were the Results? 


© The average gas cost per therm 
for the 1958-59 season amounted to 
$.1358; the average gas cost per therm 
for the 1959-60 season amounted to 
$.1415. 

© The average fueloil cost per gal- 
lon for the 1958-59 season amounted 
to $.1553; the average fueloil cost 
per gallon for the 1959-60 season 
amounted to $.1499. 

© The savings with oil during the 
1958-59 season were $51.44; the sav- 
ings with oil during the 1959-60 sea- 
son were $70.20. 

© At $.1415 per therm gas is equal 
to No. 2 oil at $.1967 per gallon; gas 
costs 31.2% more. 

The detail for the 1959-60 season 
upon which these figures are based ap- 
pears in the accompanying table; com- 
parative totals for the 1958-59 season 
also are shown. 

One of the competition’s claims is 
that oil prices fluctuate whereas gas 
prices do not. Another variation of 
this theme is that oil prices always go 
up when the weather gets cold. This 


argument bears weight with the con- 
sumer particularly as the price varia- 
tions are published in the newspaper. 
The actual concern of the homeowner 
should be his net cost for the season 
or the average price per gallon over 
the period. 

The OHI explained: 

“We have never seen any seasonal 
average prices but believe that they 
would be useful. To arrive at a sea- 
sonal average price we have taken the 
year and broken it into percent (%) 
of heat required each month. We have 
multiplied the price current in the 
month by the percent (%) required, 
totaled all the months, divided by 100 
and established a seasonal average. This 
average may be slightly higher than 
actual because no allowance is made 
for cheaper summer fills. The average 
tank wagon prices for No. 2 oil are: 


.148 
143 
.147 
158 
149 
158 
149 


1953-54 
1954-55 
1955-56 
1956-57 
1957-58 
1958-59 
1959-60 


Beneea 


“Our seven season average price is 
$.151. Our variation from this average 
has been —5.3% and +4.6%. The 
average cost of 1,200 gallons has been 
$181.60. The peak average cost was 
$189.50. The minimum average cost 
was $171.60. This is a remarkable per- 
formance in an inflationary economy, 
particularly when last season’s price 
was below the seven year average.” 





Month Actual Actual 
cu. ft. cost of 
gas used gas 
6600 $14.22 
2000 4.74 
5400 9.93 
14600 22.35 
24800 36.16 


40.62 
38.35 
49.59 
44.57 
18.20 
16.49 


$295.22° 


June-July 
August 
September 
October 
November 


December 
January 
February 
March 31000 
April 11400 
May 10200 


27800 
26400 
34600 


Total 194800 





Heating and Water Heating—1959-60 Season 
OIL-GAS COST COMPARISON 


Gals. No. 2 


required oil 


1457.5 


Comparison 1958-59 Season 


193,600 cubic feet gas costing $281.56 incl. tax, $273.36 less tax 
1438.3 gals. No. 2 oil costing $230.12 incl. tax, $223.42 less tax 


*Includes 3% sales tax. Price less tax oil $218.47, gas $286.62. 


Gallons and 
oil Price of 


49.4 @ .154 

15.0 

40.4 

109.2 

185.6 145 
-150 

208.0 ® .150 

197.5 D .155 

258.9 ® .147 

2319 .147 

85.3 

76.3 


1457.5 gal.  $225.02° 
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Be cautious using this Idea, 
but certain water Heaters 
can heat a Room or Two 


in addition to providing hot Water 
... in Florida can heat a small Home 


Oilfired Water Heater 
has extended Uses 


by John W. Schulz 


HE HIGH recovery rates of water 

heaters fired by gun-type oilburn- 
ers long have been a boast of the 
fueloil and oilburner industry. It’s a 
common assertion that the typical oil- 
fired water heater has about four times 
the recovery rate of the gas-fired water 
heater. 

Another assertion is that the water 
heater fired at about .75 or .85 gph 
has a recovery rate of about 120 gal- 
lons of hot water per hour. 

Coupling two facts easily proves 
that in an average home an oilfired 
is idle, 
about 22 to 23 hours out of the 24 
hours in a day. 

First fact: To provide the 100 gal- 
lons of hot water per day needed by 
a family of four requires little fueloil, 
only eight-tenths of one gallon of oil 
per 24 hours. For a standard and hon- 
est 100°F. rise basis (water heated 
from 50°F. to 150°F.), to heat 100 
gallons or 830 pounds of water re- 
quires 83,000 Bru. At 75% efficiency 
for the water heater, fueloil contain- 
ing 140,000 Bru per gallon provides 
105,000 available Bru per hour. Divide 
the 83,000 by the 105,000, and your 
answer is eight-tenths of one gallon. 

Second fact: Oilfired water heaters 
being installed today have firing rates 
from .65 to 1.00 gph. (Pressure burn- 
ers fire these water heaters because 
these burners are popular, relatively 
inexpensive, easy to install and serv- 
ice, and efficient. Many burner manu- 
facturers and dealers declare that best 
operation, greatest dependability, is 
gained by firing a pressure burner at 


water heater is on vacation 


a rate no lower than about .65 or .75 
gph.) 

It's as plain as the nose on your 
face that a water heater fired at from 
.65 to 1.00 gph, and using only eight- 
tenths of a gallon of oil per 24 hours 

. can’t be running much of the 
time during the 24 hours. 

Table 1 shows how many hours dif- 
ferent water heaters operate per day, 
using eight-tenths of a gallon of oil 
per day, and fired at different gph 
rates. 

At the top of the list in Table 1, 
firing at 1.00 gph results in eight- 
tenths of an hour of operation per 
day; that’s 48 minutes running time 
per 24 hours for the water heater. 


Table | 


Hours of oilburner operation needed daily 
to provide 100 gallons of hot water 


Hours 
Gph Burner Operation 
Firing Rate per Day 
1.00 8 


85 94 
75 1.07 
65 1.23 


At the bottom of the list, firing at 
.65 gph results in 1.23 hours of burner 
operation per 24 hours. The burner 
does not even run an hour and a 
quarter, or 75 minutes per day. 

So that a homeowner will have a 
luxurious and dependable supply of 
hot water with minimum fuel costs for 
heating the water, you sell him an 
oilfired water heater fired at a mini- 
mum rate of .65 or .75 gph (you 
might prefer 1.0 gph.) 

Next, you find that this water heat- 
er's oilburner runs only about one 
hour per day. 

If the water heater operated eight 
hours per day, piainly it would pro- 
vide about eight times as much hot 
water as the family needs. It has that 
much excess Capacity. 

There may be a room in the home- 
owner's house that needs extra heat, 
more heat than it can be given by 
the furnace or boiler that heats the 
house. That room may be newly added 
to the house, it may be in a newly 
finished part of the attic, or it may 
be a rumpus room or family room. 

Can't some of the excess capacity 
of the new oilfired water heater be 
directed towards heating that room? 

Yes, it can .. . at least it can ac- 
cording to the reasoning outlined so 
far in this article. It can, that is, on 
the basis of heating capacity alone. 

Table 2 gives some engineers’ views 
on this in numbers. But below this 
table, in a footnote, is a series of im- 
portant “ifs” to plague anyone who 
tends to be overly optimistic about 
putting a typical water heater to work 
on a full-blast basis. 





B 
Total Available 
Btu per Hour 


105,000 
89,000 
79,000 
68,000 





Table 2 


Cc 

Btu Available for 

Heating Radiation 
(50% of Column B) 
52,500 
45,000 225 
40,000 200 
35,000 175 


D 
Equivalent Hot W ater 
Radiation 
(200 Btu per sq. ft.) 
263 





This table represents the ideas of certain engineers, but is very “ 





iffy.” The 


performance represented by columns C and D can be realized, that is, if the design 
and construction of the water heater permit it to endure although its oilburner 


operates as many as six to eight hours on coldest days . . 
hot-water tank is ample for the hot-water load . . 
heating load don't peak at the same time. . 


. if the size of the 
. if the hot-water load and the 
. and if no inconvenience results 


from somewhat sluggish and uncertain performance of the room-heating equipment 
at times. Because of these and other “ifs,” cut the figures in columns C and D 
to one-third for your first installations, even though the manufacturer of the water 
heater assures you it. is 100% suitable for carrying a room-heating load. 
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Diagram 1—Although column D in Table 2 is based on 200 Btu emission per square 
foot per hour, on an installation of this kind it's best to plan for radiator tem- 
peratures of about 140°F., and for a correspondingly low Btu emission rate for 
radiators. It's best also to put radiators in parallel in a one-pipe arrangement. 


Be cautious when you plan to do 
the unusual! Doing the unusual may 
involve risks and dangers, plus wear- 
and-tear and short life for the equip- 
ment. Always remember that fools 
boldly walk where angels fear to 
tread. 

Starting out with this cautious 
thinking, consider that the oilfired 
water heater that ordinarily operates 
a total of one hour a day may have 
to work a total of three hours on a 
day of peak load when the week's 
washing is done, or when an automatic 
dishwasher goes to work after a big 
family gathering, or when a weekend 
crowd comes in after a bathing party 
and works showers full tilt. 

If you add heating-load operation 
to that three hours of operation for 
water heating, the new water heater 
may wind up running a total of eight 
or ten hours a day. 

The question is: Is it built for this? 
Working this way, can it last for years 
in the way that you and the owner 
anticipated it would when you sold 
it and he bought it? 

By way of comparison, think of the 
performance of a light, economy, pas- 
senger automobile. As a stunt, you 
can have this car tow two more cars 
like it down a highway. Doing triple 
the work it was designed to do, the 
little car will buzz along merrily on 
a level road at 50 or 60 mph. 

But you can’t keep up this stunt 
for the life of the little car. You would 
overheat its engine on normal grades 
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and in usual traffic, and you'd quickly 
wear out its clutch, transmission gears, 
and rear end. The little automobile is 
not built to go through life doing 
three times the work usually done by 
such a Car. 

That applies to many water heaters 
fired by pressure burners. Through the 
use of cut-and-try methods, they've 
been cut down in effect so that they 
wind up suitable for only the usual 
service of providing hot water in the 
ordinary way for just one family. They 
can’t do many times that amount of 
work per year, and still give the years 
of service expected of them when they 
do only water-heating work. 

Because of this, certain manufac- 
turers of water heaters issue warnings 
that these heaters should not be 
hooked up to room-heating loads. 

One manufacturer of water heaters 
fired by pressure burners first warns 
against overfiring . . . against the use 
of nozzles of higher capacity than are 
catalog-listed for the different sizes. 

This manufacturer warns that these 
heaters are for domestic use and “for 
limited commercial application. They 
are not designed for home heating! 
Any use other than that of supplying 
hot water within the capacities of the 
units will void all warranties.” 

The manual of this water-heater 
manufacturer has a section headed 
“Excessive Operation of a Heater, or 
Use as a Heating Boiler,” which states 
that the 30-gallon size is designed to 
provide hot water for one family. 


hg 
. ... Oilfired water heater Tricks 


If it’s used for more than one fam- 
ily, it may run for hours at a time, 
and “this will result in excessive metal 
temperatures. The same condition can 
result from using the unit as a heat- 
ing boiler and connecting it to copper 
convectors. In very cold weather, the 
thermostat may cause the unit to op- 
erate continuously. Such applications 
are to be avoided.” 

That's ene side of the story. Plainly 
and simply, you don’t put a heating 
load on an oilfired water heater .. . 
if its manufacturer warns you not to. 

However, some water heaters are 
able, according to their manufacturers, 
to do a small and proper amount of 
house heating in addition to provid- 
ing hot water. These water heaters are 
supposed to be designed for oilburner 
operation perhaps six to eight, or even 
more, hours during each 24. 

These water heaters naturally can 
be expected to cost more than the 
lowest priced heaters available. More- 
over, some of them undoubtedly are 
better than others for heavy-duty 
service. Because of this, and because 
of the “iffy” nature of the figures in 
columns C and D of TABLE 2, an oil- 
heating equipment dealer should be 
extremely cautious planning his first 
installations which include oilfired 
water that carry any types of house- 
heating loads. 


Cut Risk 


Because there may be risks, a dealer 
should consider starting out with an 
installation in his own home or place 
of business, or with a no-profit, ex- 
perimental installation in the home 
of a relative or friend. 

To play safe, install on this trial 
set-up only a water heater offered by 
a reputable manufacturer which as- 
sures you the heater is designed to 
carry a heating load. 

Put only a small load on the trial 
unit. Cut the figures in columns C and 
D of Table 2 to one-third. That is, 
divide each of these figures by three. 
The resultant figures should represent 
absolutely the maximum loads. Lower 
loads than these will help make the 
trial installation successful. 

Finned copper tubing is used in 
the combination house-heating and 
water-heating layouts shown in Dia- 
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grams 1, 2 and 3 .. . as such tubing 
can withstand the city water pressure 
that’s in the radiation in these layouts. 

Diagram 1 includes two convec- 
tors heated by hot water provided by 
the water heater; Diagram 2 includes 
one baseboard radiator; Diagram 3 in- 
cludes air-heating coils of the finned 
copper tubing type, which are part of 
a blower-coil unit. 

In Diagram 1, relatively large-size 
tubing, perhaps 114” size, is used 
above the water heater for a vertical 
run of pipe, a tee, and a horizontal 
run of pipe that goes towards the 
flow-control valve. The reason for the 
large-size tubing is to avoid sending 
air, released from water stored in the 
heater, into the heat-circulation lines 
and the convectors. For the same rea- 
son, the flow-control valve is lower 
than the tee above the heater. 


Air Routes 


The fresh water that goes into the 
heater to replace hot water, drawn 
from faucets, contains air that’s re- 
leased in the heater as the temperature 
of the fresh water is increased. In a 
usual water-heater set-up, this released 
air goes to the faucets along with hot 
water. In Diagrams 1, 2 and 3, it 
should also go to the hot-water faucets, 
all of it; none should go to the radia- 
tion systems, as in traveling through 
these it would make annoying gur- 
gling sounds. 

Reverse circulation through the wa- 
ter heater for the circulated water 
(having water go to the radiation 
from the bottom of the water heater ) 
certainly would avoid all possibilities 
of air going through the radiation 
and making noise and causing trouble. 
But reverse circulation would give the 
radiation cold water at times when 
the bottom of the water heater is cold 
and the top is hot—after considerable 
hot water has been drawn. 

In Diagrams 1, 2, and 3, everything 
in the systems that handles the cir- 
culated water must, of course, be non- 
ferrous. The use of one, single part 
made of iron or steel will give great 
trouble by rusting and plugging of 
the part. 

Diagram 1 shows a drain valve for 
the water heater in the circulator line, 
close to the heater. The circulator line 


goes into the heater’s regular drain- 
valve opening, if there’s a shortage of 
openings low in the heater. 

In Diagram 1, the regular limit 
control that starts and stops the oil- 


motor) at any time when running of 
the circulator would drop the heater 
temperature to the degree that water 
insufficiently heated would come from 
the hot water faucets. 


burner is labelled D; it can be set at 
about 150°F. Labelled E is a reverse- 
acting temperature control, which 
must be installed. Set at about 135°F., 
this keeps the circulator idle (it's 
wired in the live leg to the circulator 


Far best results, install a low-voltage 
heat-anticipation room thermostat (a 
low-voltage relay-transformer unit 
must be used with this) in the room 
heated by the two convectors in Dia- 

(Please turn to page 93) 
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Diagram 2—Enthusiasts for mixing valves rave about their producing the effect, 
at exceedingly low cost, of increasing greatly the size of the hot-water storage 
tank. Heated to 200°F., for example, a 40-gallon tank stores as much heat as 
a much larger tank heated to usual, maximum temperatures of only 140°F. to 150°F., 
but the tank must be suitable for the 200°F. temperature. Mixer A in drawing 
regulates maximum temperature of water for hot-water faucets; Mixer B regulates 
maximum temperature of hot water going to the baseboard radiation. Shown 
slightly higher than the water heater here, the radiation can be lower or 
higher than the heater; that's one of the great advantages of such a simple set-up. 
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Diagram 3—When a low-voltage heat-anticipation room thermostat starts the 
circulator, hot water goes from the water heater to the air-heating coil that's 
part of a blower-coil unit. The blower starts after this coil becomes hot and is 
ready to provide warm air for the forced-circulation warm-air heating system. 
Instead of heating air, coils could heat the concrete floor slab of a radiant system. 
That's a good way to carry the small load of heating just one room in cold 
climates similar to those of Chicago and New York. The three drawings of this 
article are schematic only. The know-how of a qualified heating engineer is needed 
to plan every installation of the kinds shown in these drawings and discussed 
in this article. In each drawing, a valve is shown on the output side of the circu- 
lator. This should be closed enough to slow down the circulation enough for 
about a 15°F. drop through the radiation load. Closing such a valve enough to 
boost the output pressure of a circulator reduces the load on the circulator 
motor . .. does NOT increase this load, as some men erroneously believe. 
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Investing 


for the Future 


The API Research Program 
for distillate Utilization 
aims at oilheating Growth 


by J. L. Minner* 


Edit. note: This is a condensation 
of Mr. Minner's paper, cut about 
half but carrying the general import. 


HE API is about to launch an in- 

vestment in the future growth of 
oilheating. The API Board of Directors 
has given final approval to a far- 
sighted research program for distillate 
utilization. This new research program 
seeks to aid the development of im- 
proved oilheating equipment. This, in 
turn, will help the petroleum indus- 
try to compete more effectively in heat- 
ing the nation’s homes. 

In 1958 the Fuel Oil Committee as- 
signed to its Research Subcommittee 
the task of developing a research plan. 
Specifically, the recommendation called 
for a one-year study to find answers to 
the following questions: 

1. What is being done in equipment 
research and development? 

2. What unconventional concepts 
might be exploited? 

3. What new research is needed? 

4. What can be done to stimulate 
research and development? 

Funds were authorized by the API 
Board of Directors in November 1958 
for the implementation of this research 
study. 

To assist the Subcommittee in se- 
lecting a qualified research organiza- 
tion, and to provide technical guidance 
in the research study, a Technical Ad- 
visory Group was formed. This TAG, 
as we have come to call it, is headed 
by Jim Livingstone of Gulf Research 
and Development Company. Jim has 
assembled an impressive array of scien- 
tific talent from research laboratories 


*Shell Oil Co. and chairman, Research 
Subcommittee, American Petroleum Insti- 
tute Fuel Oil Committee. 
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of our industry. Each of these TAG 
members is experienced in fields asso- 
ciated with fueloil utilization. 

To conduct the study, the TAG was 
able to obtain the services of a re- 
search team at Battelle Memorial Insti- 
tute. This team was headed on a full- 
time basis by Dave Locklin. Many of 
you know him through his activity in 
the oilheating industry before he joined 
the Battelle staff. 


Research Study by Battelle 


Intensive work on the study started 
in March 1959. As part of the study, 
Dave Locklin visited many research 
laboratories and met frequently with 
the TAG. Widespread interest in the 
program and the spirit of cooperation 
shown by many segments of the indus- 
try were of tremendous help. Extensive 
discussions during visits to equipment 
manufacturers helped to stimulate some 
to start work on new developments. 

The Fuel Oil Committee recom- 
mendations were presented to the Gen- 
eral Marketing Committee at the May 
meeting. After a supporting introduc- 
tion by Charles Guzzo, presentations 
were made by A. J. Becker, Jim Liv- 
ingstone, and myself. Following dis- 
cussion by the General Committee, a 
motion passed calling for endorsement 
of the Fuel Oil Committee recommen- 
dations. The motion also stipulated 
that the research program would be in- 
tegrated by API under the administra- 
tion of Marketing Division Director, 
Adam Rumoshosky, and the close tech- 
nical direction of the TAG. 

Anticipating authorization, the TAG 
has been busy planning the implemen- 
tation of the research program. This 
includes reviewing all details of the 
Battelle report, planning the scope of 
tasks within the research program, and 
readying the machinery for administra- 


tion. In October the TAG held a three- 
day work session for this purpose at 
Hershey, Pa. In addition to members 
of the TAG, Adam Rumoshosky, and 
myself, there were research specialists 
from eight oil company laboratories on 
hand. Rolling up their sleeves, this 
group started planning the details 
necessary to get the research program 
underway just as soon as the API Board 
gave final approval. Two separate but 
correlated means for getting the job 
done were agreed on: (1) cooperative 
research, and (2) contract research. 

By “cooperative research” we mean 
research that can be conducted in the 
laboratories of companies within the 
petroleum refining and marketing in- 
dustry and financed entirely by the in- 
dividual companies. By “contract re- 
search” we mean research activities 
which can be most effectively carried 
out by independent research organiza- 
tions under API sponsorship and super- 
vision. 

The TAG will integrate efforts in 
both areas as part of the total program. 
To provide full-time assistance to the 
TAG in the coordination of all ele- 
ments of the research program the TAG 
has recommended that the services of 
Dave Locklin of Battelle be retained 
as research consultant. 


Objectives and Scope 


If distillate heating oil is to compete 
effectively, we must step up technical, 
as well as promotional, activity. The 
Battelle report emphasizes that addi- 
tional technica: efforts are needed on 
two broad fronts: market acquisition 
and market retention. On these fronts, 
the following technical activities are 
essential: 


Market Acquisition 
1. Development of improved equip- 
ment for new heating installations 
and conversions from other fuels. 
2. Development of new uses. 


Market Retention 

3. Development of improved equip- 
ment for replacement. 

4. Renovation of existing heating in- 
stallations for improved perform- 
ance and reiiability. 

5. Improvement of service. 

Meeting the first three needs, by 

stimulating equipment development, 
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will be the role of the API research 
program. Meeting the last two needs 
—renovation of existing installations 
and improvement of service—should 
not be delayed until new research re- 
sults are available. Market retention 
efforts are especially urgent and the 
Fuel Oil Committee must constantly 
seek means to strengthen activities of 
this area. 

Improved equipment, as I have 
pointed out, is the major interest of 
our research program. Emphasis will 
be placed on equipment of low capac- 
ity, suitable for residential space heat- 
ing and water heating. By “improved 
equipment” we mean equipment that 
will do a better job and will be more 
appealing to home owners and to build- 
ers. Improved equipment should have 
several characteristics; it should be: 

Reliable over many seasons; 

Convenient for the user; 

Capable of low firing rates; 

Clean burning; 

Low in initial cost; 

Easily serviced; 

Quiet; 

Efficient; 

Compact. 

The over-all objectives of the re- 
search program are to develop, inter- 
pret and disseminate new technical in- 
formation that will assist manufactur- 
ers in producing improved equipment 
using distillate fuel. To accomplish 
this, the research program will have 
several phases of activity. It will: 

® Search for new principles in fuel- 

oil combustion; 

Search for greater understanding 
of combustion principles both 
new and old; 

Search for ways of exploiting 
these principles; 

Demonstrate principles in bench 
scale «£ prototype equipment; 
Interpret research results in terms 
of their practical application to 
combustion equipment; 

Solve problems which present ma- 
jor obstacles to development of 
new equipment; 

Communicate needed information 
to developers and manufacturers 
to stimulate final development 
and commercialization of equip- 
ment. 

Generally, research will be under- 


taken under the API program only in 
those areas in which needs are not like- 
ly to be met by independent efforts of 
manufacturers. Activities within the 
framework of the API program will be 
carried to the point of demonstrating 
principles, but not to the point of pro- 
viding final equipment design. 

Manufacturers will be encouraged to 
complete the development of final de- 
tails, leading to the introduction of 
new commercial products. 

A mistaken impression, in some 
quarters, has been that the program 
should develop one “burner-to-end-all- 
burners’—a burner to be designed, 
standardized, and promoted by API. 
The Subcommittee is not in agreement 
with this view. Instead, we have for- 
mulated a program which is aimed at 
stimulating healthy competition in new 
development. 

Please do not think of this as a 
crash-type program. Rather, it is a pro- 
gram to build for the future through 
continuing research. We must remem- 
ber that the technologies of gas and 
electric heating are not standing still. 
Their research will not stop. Because 
of this, we cannot be complacent and 
aim at a stationary target. 

The three-day Hershey work session 
of the TAG culminated many months 
of study. As part of the deliberations, 
the Battelle appraisal of research needs 
was discussed in detail and priorities 
were assigned to the research tasks 
which fell within the scope of the pro- 
gram. It was decided that efforts in 
1961 should be directed to the follow- 
ing: 

® Unconventional means for fuel 

atomization; 

Effects of spray droplet size on 
combustion; 

Techniques needed to develop 
fuel vaporization; 

Fuel-air mixing and recirculation; 
Localized combustion conditions 
needed to avoid smoke formation; 
Surface combustion; 
Unconventional ignition systems; 
Fuel and air handling systems; 
Communications with equipment 
industry. 

Some of this research will be per- 
formed cooperatively in the labora- 
tories of oil refiners and some will be 
contracted to independent laboratories. 
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API Research Subcommittee 
J. & Seu (Chairman )—Shell Oil 
D. L. Barrett—Esso Standard Div. 
A. J. Becker—Becker Marsden Co. 
C. R. Romer—Sinclair Refining Co. 
Wiley Butler—Coastal Oil Co. 
Robert Gray—FUELOIL & Or HEAT 
P. T. Lomenzo—The Atlantic Refin- 

ing Co. 
L. S. Marshman—Mobil Oil Co. 
T. J. Scott—Buckley & Scort 
API Technical Advisory 
Group 
C. J. Livingstone (‘Chairman )—Gulf 
Research and Development Co. 

J. A. Bolt—Standard Oil Co. (In- 
diana) 

F. W. Chapman, Jr.—aAtlantic Refin- 
ing Co., Inc. 

= Hergrueter—Socony Mobil Oil 


R. D. Pinkerton—Sinclair Research 
ies, Inc. 
W. A. Sullivan—Sheil Oil Co. 
R. L. Weeks—Esso Research and En- 
gineering Co. 
C. E. Watson—California Research 
Corp. 


A preliminary TAG estimate places the 
value of this combined effort in the 
first year at over one million dollars. 


Research Conference 


Plans are under way for a two-day 
research conference, March 14-15, 
1961, at the Pick-Congress Hotel, Chi- 
cago, to provide a forum for informal 
discussions. Equipment manufacturers, 
and others actively pursuing research 
or development in the field of distil- 
late-consuming equipment, will be in- 
vited. At this conference, the scope of 
the API program will be presented and 
technical details of the research tasks 
planned for 1961 will be discussed. 
We feel that the cooperation and con- 
structive comments of manufacturers 
—the ultimate users of the research in- 
formation—will assist in the research 
planning and substantially increase the 
benefits of the program to the oilheat- 
ing industry. 

The API must, of course, be impar- 
tial in technical assistance to manufac- 
turers, since we wish to stimulate com- 
petition among many approaches. 
However, it is only natural that the 
manufacturer who demonstrates an in- 
terest and who participates in the tech- 
nical discussions will derive more bene- 
fit than does the manufacturer who ig- 
nores this program. 


55 





Fueloil Committee, Marketing Division, 


studies Research, 


T THE 40TH ANNUAL MEETING of 
the American Petroleum Institute 
in Chicago, November 14-16, the prin- 
cipal session of direct interest was that 
of the Fuel Oil Committee, Marketing 
Division. All subcommittees were 
asked to report on progress, followed 
by three special discussions. 

Committee Chairman A. Jack Becker 
welcomed the 125 members and guests 
and told a little of the Committee's ob- 
jectives. He was disturbed over some 
members being unwilling to serve on 
active subcommittees, which delayed 
until August the formation of some of 
them. 

Norman Steenstra, chairman of the 
Education subcommittee, noted that his 
group had been formed to be of as- 
sistance to the small fueloil dealer. He 
spoke of 11,000 companies whose prin- 
cipal dollar volume is in fueloil and 
another 15,000 companies that sell 
fueloil as a secondary product. Steen- 
stra listed several industry organiza- 
tions that help the dealer in numerous 
ways and said his group will try to 
steer clear of duplication. Yet the small 
dealer needs a coordinated effort to 


supply proven operating procedures 
under ten basic headings. These are 
administration, finance, personnel, plant 
operations, product delivery, trucks, oil- 
burners and equipment, service, sales 
and advertising, public and customer 
relations. 

Charles E. Kramb, chairman of the 
subcommittee on Electric Heat Com- 
petition, noted that there are some 
719,000 homes in the country fully 
heated with this fuel, as of September 
1, giving the regional breakdown as 
follows: Northeast 16,000, South 375,- 
000, Midwest 72,000 and West 255,- 
000. Future forecasts by electric utili- 
ties point to 3,700,000 heated homes 
by 1970, he said. He also gave average 
heating costs as reported by utilities 
and found them to be only modestly 
above those of oil heat. 

Fred Haab, chairman, subcommittee 
on Fueloil Characteristics, told of his 
group's working with Richard Wright, 
chairman of the proper subcommittee 
in ASTM and what appeared to be some 
progress to get improved specifications 
for No. 2 oil to more nearly reflect to- 
day's product of principal companies. 


‘One-World,’ at API Meet 


It is hoped among other changes to 
raise the API gravity requirement from 
26 to 30°, since most oil being sold is 
in the 33-35° range, and the few com- 
panies that get the low gravity oil have 
an unfair price advantage, since it is 
also No. 2. 

Carl Jonswold, chairman, Legisla- 
tion subcommittee, said that his men 
had met for the first time that day, but 
had tentatively lined up seven possible 
channels for appropriate activity hav- 
ing to do largely with competitive fuel 
marketing methods. At this point chair- 
man Becker asked all members to re- 
lay to this subcommittee any informa- 
tion on impending legislation that af- 
fects our industry. 

T. R. Loizeaux, Sr., chairman, re- 
ported for the subcommittee on the 
Oil Powered Home. He has found 
amazing interest and is studying the 
practical possibilities. For the New 
York World's Fair in 1964 there is a 
possibility of having an oil-powered 
home as an Oilheating Industry proj- 
ect. The total cost would be $675,000, 
of which an aluminum house manu- 
facturer would underwrite $250,000, 
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Certificates of Appreciation for outstanding service to the 
try were awarded by the Marketing Div., API at 
Chicago on November 15 to B. L. Ray, retired, Esso Standard, 


Div. of Humble Oil & Refining Co., Charles J. Guzzo, senior 
vice-president, Gulf Oii Corp., and C. M. Blickensderfer, 
retired, Sinclair, past chairman of the Fueloil Committee. 
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OHI another $25,000 and the industry 
would be solicited to provide the other 
$400,000. The home would have oil 
heat and an oil-operated turbine to 
furnish electricity. 

Wiley Butler, chairman of the New 
Projects subcommittee, said that his 
group is coasting for now, after hav- 
ing proposed most of the undertakings 
of the new subcommittees within the 
past year. He promised more new pro- 
posals for the spring meeting in April. 

Thomas Scott, chairman, Market De- 
velopment subcommittee, outlined the 
goals of his group as 1) survey mar- 
kets, 2) classify products, 3) improve 
the climate for growth, and 4) develop 
a model marketing plan. He told of the 
marketing map prepared for the group 
last spring, the study by Charles Blood 
on consumer attitudes on heating, the 
Herbert Roy presentation to Arkla 
Corp. for marketing oilfired cooling, 
of William Judd’s suggestions for 
bringing new equipment to market. 
He introduced William Kenny, Jr., a 
subcommittee member who told of the 
project to displace gas with oil heat in 
Levittown, N. J. (described elsewhere 
in this issue. See page 45). 

J. L. Minner, chairman of the Re- 
search Subcommittee, told of success in 
getting API and several individual re- 
finery laboratories to start a million 
dollars in oilburning research in 1961. 
See details on page 54 and 55. 





Eugene Holman, former president 
and board chairman of the Standard 
Oil Co. (N. J.) 
was the 1960 
recipient of the 
American Petro- 
leum _ Institute's 
“Gold Medal 
for Distinguished 
Achievement.” 

The award, con- 

sidered the oil in- 

dustry’s highest tribute, was presented 
on November 16 at the Institute's 
40th annual meeting in Chicago, when, 
in keeping with an API tradition, the 
citation accompanying Holman’s award 
was first made public. Holman has 
spent some 40 years in the oil industry 
before retiring from Jersey Standard 
on May 1 of this year. 


Following the subcommittee reports, 
L. R. Marshman presented an excellent 
paper outlining the probable values in 
the consolidation of various industry 
organizations into a single unit. He 
noted that the American Gas Associa- 
tion at its recent convention disclosed 
a greatly enlarged outlay for promotion 
during the years just ahead, and that 
they were expecting to bring gas pro- 
ducers and pipeliners into the fold to 
help the utility members financially. 
He discussed electric heating and the 
heavy dollar outlay for promotion by 
the big manufacturers and by Edison 
Electric Institute. He reminded the 
group of the Research project and the 
NFC investment in cooperative promo- 
tion representing $2.9 million in 1960, 
plus another half million in the Pa- 
cific Northwest. Yet he still feels we're 


“a weak voice crying in the wilder- 
ness.” 

Robert Gray, president of the Na- 
tional Fueloil Council, then told of the 
present status of that organization. 
(Reported in detail in November 
FUELOIL & O1L HEAT.) He reminded 
the group that NFcC directors had 
unanimously voted to join others in a 
single industry organization back in 
October 1959, that On! directors had 
voted for it in April 1960, that what 
it needs now for fruition is a promi- 
nent industry leader to head it who can 
clearly command the support of all 
industry levels. 

In a general marketing session, 
Verne Bellman, vice-president, Mobil 
Oil Co., was elected API's vice-presi- 
dent for marketing, succeeding Charles 
J. Guzzo of Gulf Oil Corp. 
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Stewart Hulse, Esso Research & Engineering Co., addressed the group on 
“Kerosene appliance Fires are costly." He told of a 1953-55 survey by the 
National Fire Protective Association covering 1,350 kerosene appliance fires. 
These were in cooking stoves, range burners, ble and space 
heaters. Two-thirds of all fires resulted from flooding of the unit. With kero- 
sene stored in drums outdoors the removable fuel tank is taken out for filling. 
Very cold kerosene, or worse still is part kerosene and part very cold air, 
when taken indoors will expand and overflow the base or Intensify the fire by 
raising the flow rate. Oil floods to the floor through the combustion air inlet, 
flash fires result and the firemen too often them as “oilburner explo- 
sions. Both Underwriters Laboratories and NFPA have construction standards 
to prevent this, but they're not always observed. Hulse recommended tech- 
nical study to find a low cost preventative, consumer instruction on safe 
practices, and encouraging the sale of safe appliances. 








veloil 











‘Soft G’ 
means hard Sell 





by Robert P. Hammond 


FF-BEAT ADVERTISING has changed 
Bunge Service of Tacoma, 
Wash., from a neighborhood fueloil 
dealer to a distributor reaching out 
over one-and-a-half counties in the 
short space of ten years and has 
quadrupled its volume in the proc- 
ess. What is even more remarkable, 
this expansion came during a period 
when natural gas was introduced into 
the area as a major competitor. 

The off-beat note was first intro- 
duced with a radio program keyed 
around the pronunciation of the 
name and came about because they 
wanted to do something to give them- 
selves an individual identity. Harold 
Bunge, who handles advertising and 
promotion while his brother Bob 
looks after delivery and service, ex- 
plained it like this: 

“In the minds of the public there 
isn’t much difference between one fuel- 
oil dealer and another. I wanted to 
create something which would make 
people think of Bunge when they 
thought of fueloil. I mentioned to a 
radio time salesman, Al Pena from 
station Ko, that I admired the 
‘Smyth not Smith’ radio ad because 
it gave people a tie-in with the name 
of the moving company. We started 
kicking this around and finally came 
up with our ‘soft G’ campaign.” 

This campaign was so successful 
that before long everybody in the 
county knew the name Bunge. When 
the boys attended service clubs people 
would yell out “Bunge—soft G” or 
deliberately mispronounce their name. 


The Bunge Brothers teach Tacomites 
to pronounce their Name 


and succeed in building Business 


It succeeded beyond their wildest 
dreams. 

In fact, the campaign was so out- 
standing that the Tacoma Advertis- 
ing club gave it their annual award 
and it then went on to win the 
sweepstakes award of the Western 
Advertising association in 1956 for 
radio spots one minute or less. 

“We are mighty proud of that 
sweepstakes award,” Harold said, 
“because we had some stiff competi- 
tion. Anheuser-Busch took second 
and Bank of America, third. We felt 
it was really something for a local 
fueloil dealer to win over national 
giants like that.” 

The basis of the radio advertising 
was simplicity itself. As long as he 
could remember, Harold said, people 
have had trouble pronouncing their 
name, so they decided if they wanted 
people to know the name, they would 
have to teach them how to pronounce 
it. They started by emphasizing the 





“soft G" but the clowning of the 
announcers resulted in a natural ex- 
pansion of the theme. For instance, 
here is a sample script: 
Anncr, #1: For Texaco fueloil 
. .. “Make sure you... 
Anncr. #2: “Remember a soft 
GI” 
Anncr. #1: “O.K. Soft ‘G.’” 
Anncr. #2: “Bunge . 
make 


” 


. . Bunge 
sure you call 
Bunge. . 
Anncr. #1: 
Go” 

Anncr. #2: “Jet it?” 

Anncr. #1: “Jot it.” 

Anncr. #2: “Jood! !” 

Anncr. #1: “When you order 
Texaco fueloil, make sure you 
jiv Bunge a ringh.” 

Anncr. #2: “Ringh?. . . Ring!” 

Anncr. #1: “You said soft ‘G’ 

... Bunge... ringh, The phone 
joes dingh dongh. 
You jet Bunge to bringh your 
Texaco fueloil and it’s no jamble. 
Not a jost of a chance of jetting 
anything but jood oil. Boy, I'm 
joona put on my jaloshes, joe 
out the jate and jallop on down 
there!” 

Anncr. #2: “Don't gallop any- 
where. Call Bunge at WAverly 
2-8759.” 

This program they continued for 
about six months. They discontinued 
it for two years and then ran it again 
for 13 weeks. Although people still 
call him Mr. Soft G and make other 
references to the campaign, Harold 
thinks it is time to run the campaign 
again. 


“O.K. Bunge. Soft 


Left to right: Bob and Harold Bunge display the Tacoma Advertising Club citation; 
Bob with Archie Morton and Western Advertising Association Sweepstakes trophy. 
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In the interval between the radio 
programs, the Bunge brothers have 
not let the zany advertising die out. 
For instance, in a recent newspaper 
campaign they ran a series of ink 
blots under a big black headline 
“How Crazy Are You?” They then 
invited the reader to check one of 
a series of odd ball questions pre- 
pared, they assured the reader, “with- 
out the aid of the University of 
Washington Sociology Department or 
Prof. Ludwig Schnorshock, P.H.D.” 
For instance: 

“The ink blot above reminds me 
of 

(1) A. butterfly 

gested sinus cavities 


with con- 


(2) A furshlugginer romina- 
tor crevinating the theo- 
phylus. 
A harlequin mask slight- 
ly frayed at the edges 
(4) The pure flame you get 
from burning Bunge’s 
triple-filtered fueloil —- 
Beneath they printed a “self- 
analysis” as zany as the questions 
and then wound up with the mes- 
sage: “You don't have to be crazy, 


but it helps: Bunge Service”—in big 
bold type. 


Building Name Awareness 


‘This mewspaper stunt,” said 
Harold, “accomplished the same thing 
as the radio program. It got our name 
in front of people, made them talk 
about us and amused them at the 
same time. The name Bunge had a 
pleasant connotation and so, we hope, 
they'll think of oil, then of Bunge 
and then because Bunge is a pleasant 
thought they'll pick up the telephone 
and call us.” 

Apparently the theory is working, 
because Bunge’s volume has increased 
each year. In 1959 they sold 19% 
more fueloil than in 1958; 1960 to 
date is well ahead of 1959. 

Bunge Service has been in the 
fueloil business since 1939 when it 
was started by the father of Harold 
and Bob. It continued as a stable 
business built around a reputation for 
always living up to its word and 
emphasizing service, a reputation the 
boys still jealously guard. It is an 
iron clad rule of the operation that 


no complaint is ever allowed to get 
more than 24 hours old before some- 
one has contacted the customer. 

“We spend a lot of money,” Har- 
old said, “advertising to attract cus- 
tomers and to put them in a good 
frame of mind. It would be sheer 
foolishness to throw that away by 
letting them get mad because they 
feel they are ignored. Most com- 
plaints don’t amount to much if you 
take care of them right away, but 
if you let the customer sit and stew, 
he'll be so mad when you get there 
that nothing will make him happy. 
That's why we have this rule.” 

Their office and plant, located to 
gether, are just north of the Tacoma 
City limits on the Pacific Highway. 
There they also have the filtration 
plant and their truck depot. 

The Bunge delivery fleet consists 
of five trucks, one of which is a 
spare. In the winter they operate 
four routes, but cut back to three 
in the summer. The trucks are all 
equipped with two-way radio which, 
Bob said, has proved equivalent to 
having one extra truck. 

They also were one of the first 
local dealers to start the 12 annual 
payment budget programs. This pro- 
gram took quite a while to catch 
on, Harold said, but today accounts 
for about 25% of their volume. Their 
sales today are 18% cash and 82% 
credit. 

Another innovation of Bunge 
brothers was to add an appliance and 
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television store at their office to take 
advantage of their roadside location 
and to provide a filler during the 
slack summer months. In the summer 
they concentrate their advertising on 
selling Tv and appliances which not 
only levels out their sales volume, but 
also provides slack season employ- 
ment for their drivers. Because of 
this, two of their truck drivers have 
been with them over 15 years. 

All of this is part of the basic 
merchandising theory of the Bunge 
brothers. “If you want to survive in 
business,” Harold said, “you must 
keep competitive. That is why it is 
important to find fillers for the slack 
periods, to nurse your customers like 
babies, and to constantly upgrade and 
modernize your equipment so you 
can operate as efficiently, or more 
so, than any competitor.” 

A bitter foe of price cutting, 
Harold Bunge feels it is still neces 
sary for legitimate dealers to keep 
their operation so efficient that the 
only way the price cutter can func- 
tion is at a loss. 

One essential to operating efficient- 
ly is to attract and hold customers. 
An honest pricing and servicing 
policy will hold them, the Bunges be- 
lieve, and they have proved their zany 
advertising will attract them. Adver- 
tising men paraphrasing the Bunges’ 
own ads say: 

“How crazy are the Bunges?” and 
answer in kind: 

“Crazy like a fox.” 





OHI holds Board Meeting 


Management Conference 


HE BOARD OF DIRECTORS of the 

Oil-Heat Institute of America, Inc., 
tackled one of its heaviest agendas dur- 
ing a meeting on the Queen of Ber- 
muda. The cruise-meeting began on 
October 29 and ended with the return 
of a large and happy group to New 
York on November 4. In the meantime 
there had been a Distribution Division 
Management Conference on October 
30 and directors and division meetings 
on November 3, with a little better 
than two days in sunny Bermuda in 
between. 

The action taken during the board 
of directors meeting included plans for 
the annual convention next April in 
Washington and advance planning for 
the convention and exposition sched- 
uled for April 1962 in Chicago. 

The most exciting decision, prob- 
ably, was the approval by the board for 
OHI to participate in an industry ex- 
hibit at the 1964 New York World's 
Fair. The board approved a pledge of 
$25,000 to cover the Institute's share 
of this project. 

Here's a list of the principal actions 
taken by the board: 

Approved plans for the 39th annual 
convention, Oil-Heat Institute of 
America, at the Statler-Hilton Hotel, 
Washington, D. C. Francis Schuster, 
Troy Oil Co., Indianapolis, was named 
chairman. 

Mapped plans for the 40th annual 
convention and 24th National Oil Heat 
and Air Conditioning Exposition, both 
to be held at the Conrad Hilton Hotel, 
Chicago, April 8 to 12, 1962. 

Approved completing the member- 
ship on the board of directors by add- 

* ing ten from the Distribution Division 
and five from the Manufacturer Divi- 
‘sion. 

Approved establishment of a Mid- 
west office. 

Approved establishment of an oil- 
powered water heater section in the 
Manufacturer Division. Murray Green, 
Trageser Co., will serve as chairman. 

Approved expansion of OHI's mar- 
ket research reports to include the 
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factory shipments of hot water heaters. 

Approved an air pollution research 
study under the direction of Prof. 
Charles Pesterfield, Michigan State 
University. Purpose of the study is to 
provide definitive data on the deter- 
mination of effluent factors, the lack 
of which has seriously hampered the 
industry in its efforts to get fair and 
reasonable treatment from local and 
regional air pollution control agencies. 
The U. S. Department of Health, Edu- 
cation and Welfare is expected to make 
a substantial grant to support this 
research. 

Applications from four manufactur- 
ers were approved: Trageser Copper 
Works, Inc., Jamaica, N. Y.; Farris 
Combustion Controls Corp., Palisades 
Park, N. J.; Watermatic Mfg. Co., Bell- 
more, N. Y.; William Wallace Co., 
Metalbestos Div., Belmont, Calif. 

Also, four dealer groups were ac- 
cepted as Chapter Members of the 
Distribution Division, increasing the 
number of chapters to 69: Chatham 
County Fuel Oil Dealers Association, 
Savannah, Ga.; Mercer County Petro- 
leum Distributors Association, Mercer, 
Pa.; Centre Oil Dealers, Inc., Snow 
Shoe, Pa.; Western Pennsylvania Oil 
Heat Association, Donora, Pa. 

Finally, six individual companies 
were approved as Distribution Division 


associate members: G. E. Waters, Bris- 
tol, Va.; Grecco Fuels Ltd., Ontario; 
Winnipeg Supply & Fuel Co., Ltd. 
Winnipeg; Westland Oil Co., Minot, 
N. D.; Crystal Oil Ltd., St. John, New 
Brunswick; H. G. Francis & Sons, Ltd., 
Ottawa. 

A report of growth and progress on 
the OHI Insurance Trust revealed a 
growth in life insurance coverage of 
$30 million. Further growth will come 
from the addition of hospital-surgical- 
medical; major medical; disability; 
pension; supplementary life insurance 
plans, available in a broadening of the 
OHI Insurance Trust Program. 

Robert Hundley, chairman of the 
Education Committee, reported that 
since the first service technician's ex- 
amination was given in Miami a year 
ago approximately 1,400 tests have 
been given. He said: 

“The reports of the tests have been 
very gratifying and, by and large, show 
a high degree of intelligence at the 
mechanical level of our industry. Some 
areas do need more education along 
the lines of servicing automatic equip- 
ment. 

“To give you an idea of the results 
obtained, in New England more than 
81% attained a passing grade; in the 
Middle Atlantic States it was 79.6%. 
In the South Atlantic States it was 
49.2% and in the Midwest 75% tak- 
ing the examination passed. 

“It is our intention to analyze the 
questions most often missed and advise 
the various component manufacturers 
so that they can concentrate on pro- 


Shown during a session of the board of directors meeting held by Oil-Heat in- 
stitute during its Bermuda cruise are Gabe Marin, Sun-Ray Burner and OHI vice- 
president; Charles Burkhardt, managing director; George Gruberg, legal counsel. 


December 


1960 








QUSEUULEEUEEELUUUAAEEUEUEEEEELLEEAEEEEELA EEE 
OHI votes Midwest Office 


Establishment of a Midwest of- 
fice has been announced by the 
Oil-Heat Institute of America. The 
plan calls for a field representative 
in Cleveland, Ohio. The move was 
authorized during the fall meeting 
of the OHI board of directors. 

A considerable increase in Man- 
ufacturer Division membership is 
hoped for as a result of the new 
office, particularly among firms 
with headquarters in the Midwest. 


viding educational material on these 
topics. There are eight sections in the 
text, with six sections devoted to the 
high pressure burner, one section each 
on wall flame rotary equipment and 
low pressure burners.” 

An idea of the scope of the program 
Hundley said could be seen from this 
line-up of examination sites: Miami 
and Orlando, Fla.; Albany, N. Y.; South 
Bend, Ind.; Milwaukee, Wis.; Spring- 
field, Mass.; Ferris Hills, Pa.; Indian- 
apolis, Ind.; eight different towns and 
cities in Connecticut; Long Island, 
N. Y 

Continuing, Hundley reported: “The 
Education Committee now is working 
on a new test to be known as the in- 
examination. 
This will be designed to test the 


stallation technicians’ 


‘ — - 
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A group of those who attended the Oil-Heat Institute's 
Bermuda cruise and board of directors meeting. Left to 
right: Charles Burkhardt; J. Vollis; L. Dormer; Mr. and 


knowledge of an installation man as 
to proper application methods for 
warm air, hydronics and conversion 
oilburners in three categories, high 
pressure, low pressure and wall flame 
rotary burners. We hope to have this 
test prepared and field-tested, ready to 
function by next March. Part of the 
test definitely will be based on installa- 
tion standards as they are set forth in 
OHI B-58 and B-59 standards of in- 
stallation performance manuals.” 

The Educational Committee will di- 
rect the establishment of the installa- 
tion examination, working with mem- 
bers from all three divisions of OHI. 
Procedure will follow closely that used 
for the serviceman’s test. For example, 
installation men who pass the test will 
receive a pin and card certifying that 
they meet OHI's certification require- 
ments; installation departments having 
more than 50% of their servicemen so 
certified can post a special OHI seal 
which so states. Fee for installation ex- 
aminations will be $3 for each man. 

When a general knowledge of the 
installation proficiency level has been 
determined from these tests, the sec- 
ond part of the program contemplates 
analyzing the findings to determine re- 
quired measures to improve installation 
standards. 

Another education item was the an- 
nouncement of an addition to the film 


- 
t 
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Schuster is convention Chairman 


Francis J. Schuster, Troy Oil Co., 
Indianapolis, Ind., has been named 
chairman of the Oil-Heat Institute 
of America's 39th annual conven- 
tion to be held April 23-26, 1961 
at the Statler-Hilton Hotel, Wash- 
ington, D. C. 

Schuster, a former director of 
OHI and a member of important 
committees, started in the oil busi- 
ness in 1930. His trade organiza- 
tion affiliations, in addition to OHI, 
include president of the OHI of 
Indianapolis; director, National 
Fueloil Council; member of the 
Planning Committee, General 
Committee and Fuel Oil Commit- 
tee, American Petroleum Institute; 
director of the National Oil Job- 
bers Council and past president, 
Indiana Independent Petroleum 
Association. 


strip library. The new film, “Burning 
Qualities of heating Oil,” is now in 
preparation, a joint project of OHI and 
a group of major oil companies. 

Another item on the program in- 
volved a report from Robert D. Myers 
of the Oil Heat Industry News Bu- 
reau. He outlined the growth of OHI 
publicity activities during the past six 
months, including the wide use of the 
Diamond Jubilee theme in a number 
of oil heat markets. 


Mrs. Everett Elliott; Mr. and Mrs. C. Lang; Mrs. Charles 
Burkhardt; T. R. Loizeaux, Sr. (rear); R. Westover; V. 
Davidson; N. H. P. Vesey, Bermuda Trade Development Board. 
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Tank repair Kit seals Leaks 
with a gasketed steel Plate 


STEEL PLATE covered with a Buna- 

N gasket and curved to match the 
shape of the bottom of an oil storage 
tank promises to end the problem of 
what to do when corrosion finally 
causes a leak. And, happily, the solu- 
tion offers advantages to the user as 
well as the heating oil dealer. 

There used to be only one practical 
thing to do when a heating oil storage 
tank sprang a leak: replace the tank, a 
costly solution. Now, a leaking storage 
tank can be repaired in a matter of 
minutes, and at a fraction of the cost 
of a tank replacement. And there are 
indications that the customer ends up 
with a tank not only as good, but even 
better than the one he started out with. 
The answer to the leaking heating oil 
storage tank, says Talbot A. Smith, 
Baltimore oil heat equipment manu- 
facturer, is the Permanent Tank Bot- 
tom. 


Perfect Record 


These have been used in hundreds 
of homes and other oilheated build- 
ings throughout the United States for 
over five years and Smith reports there 
has not been one case where a repaired 
tank has sprung a leak in all that time. 

Jack Wailes, Baltimore heating oil 
dealer and president of the Oil Heat 
Association of Maryland, has used Per- 
manent Tank Bottoms for a number 
of years in the Baltimore area. He 
agrees with Smith: “These bottoms 
really do the job; I haven't heard of a 
single tank failure after one of these 
bottoms has been put on a leaking fuel- 
oil tank. Once we have installed one, 
it has ended our service calls to that 
customer as far as his storage tank is 
concerned.” 

Here may well be the answer to one 
of the costly items included in many 
an oil heat service agreement—repair 
or replacement of the storage tank 
when necessary. In places where the 
service agreement does not cover the 
tank, a leak in the storage tank is often 
the signal to the homeowner that 
“Now's the time to change from oil to 
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gas heat rather than put in a costly 
new tank.” 

The only limitation on the use of 
the device is that at the present time 
it is adaptable only to the 275 gallon 
tank, installed in the user's basement 
or above-ground in the back or side 
yard. 

Smith, who is president of the Per- 
manent Tank Bottom Co., Baltimore, 
Md., manufacturer and distributor of 
Permanent Tank Bottoms, says several 
years research was undertaken in the 
development of his product; exhaus- 
tive tests were made to select sealing 
ompounds and other materials before 
the product was introduced on the mar- 
ket. When the tank bottoms were final- 
ly offered for sale, they were guaran- 
teed by the manufacturer for five years, 
or five times the guarantee period on a 
new tank! Experience has proved that 
this guarantee period was thoroughly 
justified, perhaps even conservative. 

The tank bottom consists of a curved 
12-gauge steel plate which matches the 
shape of the bottom of a standard 275- 
gallon upright storage tank. Affixed to 
g” sponge-like gasket 


the plate is a % 
made of heavy industrial Buna-N 


which completely seals any cracks or 
holes in the tank and undergoes no 
chemical reaction with any substance 
in the tank with which it may come in 
contact. 

When installed, the gasket is sealed 
to the tank with a non-hardening sub- 
stance, Gastatex, a permanently flexi- 
ble sealant. Both materials, sealer and 
gasket, are manufactured by the Johns- 
Manville Corporation, and are recom- 
mended by them for this usage. In ad- 
dition, the materials have been tested 
by independent laboratories. 

The entire bottom—plate, gasket 
and sealer—is bolted to the tank with 
five steel rust-proof bands, each having 
a tensile strength of 4,000 Ibs. Smith 
says this has exactly the same effect on 
the tank as hoops on a barrel or cask, 
increasing its strength to resist rupture 
or buckling pressures from within. 

For a brief period the tank bottoms 
were distributed through an_inter- 
mediary agent. Now the Baltimore 
company sells direct to heating oil 
dealers and service organizations and 
to a limited number of supply houses. 
Distributorships are being named. 

An indication of the acceptance ac- 
corded Permanent Tank Bottoms—a 
name, incidentally, which is registered 
at the U. S. Patent Office—comes from 
the fact that they are being used today 
by more than 800 fueloil and service 
companies. 


The tank on the right, shown at the Enterprise Fuel Co. in Baltimore, was salvaged 
from the company's junk pile six years ago in a badly corroded and leaking con- 
dition. A Permanent Tank Bottom was installed and the tank was connected to the 
plant's regular heating system. It hasn't leaked a single drop in all this time. 
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A DOUBLE-PROFIT 
PAIR... 


BECAUSE EXCLUSIVE FEATURES 
COMMAND A PRICE WHICH BRINGS A 
PROFIT...AND BUILT-IN QUALITY 

LETS YOU KEEP IT 


»»e THE STEWART-WARNER-WINKLER 
OIL-FIRED FURNACE 
Equipped with Winkler LP low pressure Burner 


A triumph of creative designing which combines 
efficiency and dependability with clean-lined, modern 
beauty! In its Imperial Sapphire and Horizon Blue 
jacket this oil furnace is a fast seller, because its top 
quality is apparent in every detail. 

Outstanding among its features is the heat exchan- 
ger with 42% more heating surface and a 10 year 
guarantee. The new-design blower, too, has a very 
large air moving capacity which enables it to operate 
quietly at slow speed. No metal-to-metal contact— 
the blower literally floats on soft yet tough rubber 
mountings. 


Available in basement, vertical, counterflow and 
horizontal models, all adaptable to summer cooling 
with Stewart-Warner equipment. 


Symbol of 


sw 


Excellence 


--» THE WINKLER LP 
LOW PRESSURE OIL BURNER 
Famous for fuel savings as great as 50% 


Noted designers have styled the LP Burner in the 
most modern manner...skilled engineers have devel- 
oped low pressure operation to a peak of oil-burning 
efficiency. Under its sleek jacket is the most effective 
combination of design features ever devised for pro- 
viding low-cost heating. The LP burner now includes 
the new Heat-Keeper, an exclusive, fuel-saving 
feature. Non-clog nozzle is guaranteed for 10 years. 


Why not join up with an organization known for 
quality products, integrity of operation and perrma- 
nence. Write today for information on the Stewart- 
Warner-Winkler Direct Factory Franchise... it could 
be the smartest move you've ever made! 


OTEWART-WARNER 


HEATING AND AIR CONDITIONING DIVISION 


Dept. H-120, Lebanon, Indiana 


Fricloil - 


liters 
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New Haven, Conn. 
OILHEATING MARKET REPORT 


‘TH Greater New Haven market repre- 
sents about 10% of the state's land area, 
and about 20% of the total state popula- 
tion. The population figure, at 400,000 in 
1950, had increased by 40% to an esti- 
mated 560,000 in 1958, when this study 
was made. A future trend increase of 50% 
in the next 10 years is predicted. 

Besides its well-known men’s college, 
the area supports a heavy and diversified 
manufacturing activity. Family unit income 
levels average $4,000, and homes are di- 
vided about 30%, 50% and 20%, in the 
over $25,000, $15-25,000, and “speculative” 
(under $15,000) valuation classifications. 
There are approximately 100,000 one-fam- 
ily dwellings in this market; another 50,000 
of the two-family-unit variety. 


Home heating Characteristics 


A broad estimate of the home heating 
pattern, at the start of 1959, gives the foi- 
lowing picture: 


Central 
Heating 
13,120 
17,493 8,717 
93,587 13,928 
750 827 


Non-Central 
Heating 
1,578 


124,950 25,050 

In addition to the 93,587 installations 
estimated as being centrally-installed in 
homes, there are another 9,000 centrally- 
installed, domestic-type burners, utilizing 
No. 2 fueloil, in small commercial estab- 
lishments or multi-unit dwellings, such as 
small apartment houses. 


Competitive fuel Costs 


Mixed gas, of 660 Bm per cubic foot, 
is supplied by the New Haven Gas Com- 
pany, under rates effective since 1954. Real 
emphasis on gas for space heating began, 
later, in 1956. Electricity is furnished by a 
separate utility, the United Illuminating 
Company. 

A special house heating rate offered by 
the gas company (Rate B) with the 660 
Btu hear value of the fuel does not work 
out very competitively in cost against No. 2 


*Copyright, National Fueloil Council, 
424 Madison Ave., New York 17, N. Y. 


fueloil on a per therm comparison. The 
lowest step in this space heating rate pegs 
gas, after 40,000 cubic feet consumption 
(264 therms) , at 10.25¢ per hundred cubic 
feet. This is equivalent to a cost, per therm, 
of 15.5¢. 

No. 2 fueloil postings for November, 
1959, tank wagon, of 13.8¢ to 14.3¢ per 
gallon, work out to the equivalents of 9.9¢ 
and 10.2¢, respectively, per therm. These 
are from 57% to 34% lower than gas. Even 
at last winter's posting of 15.9¢ per gallon 
for No, 2 fueloil, this price was 26% below 
gas heat’s cost. 

Anthracite coal, hand-fired, at $31.00 per 
ton, and for stoker firing, at $22.50 per 
ton, figures out at per-therm-equivalent 
costs of 11.9¢ and 8.7¢. 


Fueloil Distribution 


Based upon various field estimates and 
opinions of local oilmen, we calculate a 
total volume, in this market, of No. 2 fuel- 
oil, of not more than 175 million gallons. 
Of this, about 125-130 million gallons ap- 
pears to be used in residential heating, the 
balance in small commercial or multiple- 
dwelling unit heating applications. Non- 
central, or space, heating accounts for an- 
other 12-13 million gallons of No. 1 or 
kerosene. 

The major supplying companies bring in 
some 61% of this volume at the whole- 
sale level, independent suppliers the re- 
maining 39%. In retail distribution, the in- 
dependent distribtuors handle 64% of the 
total volume; major suppliers, -bout 8%, 
and the independent wholesale suppliers— 
direct to consumer—the balance, of 28%. 


Promotion and industry Organization 


After many years of trying, an organiza- 
tion of the local fueloil marketers has been 
formed, under the name of the Greater 
New Haven Better Home Heat Council. 
LeRoy Emanuelson, who also serves the 
Stamford (Southwestern Connecticut) in- 
dustry association, is executive secretary of 
the new group on a shared-time basis. A 
promotion program has been developed 
under the guidance of the Kupper Adver- 
tising Agency (Hal Kimball, account super- 
visor). This is the firm serving three other 
BHH Councils in the state, and is responsi- 
ble for the effectively-coordinated promo- 
tion of all of these campaigns and the high 








Other marketing Characteristics 
The following estimates provide additional indications as to the general nature of 
marketing operations in the New Haven area: 


Total oilbeating installations in market made by: 


b. Plumbing/heating (non fueloil) companies 

Fueloil companies also marketing gasoline 

Fueloil companies also selling coal 

Fueloil companies selling oilheating equipment 

Fueloil companies providing oilburner service 

Market's oilburners serviced by fueloil companies 

~ Market's oilburners serviced by non-fueloil companies 
Percent of all customers served by automatic fueloil delivery 
Percent of customers tanks equipped with fill signals 

Percent of customers who pay under budget plans 


a. Fueloil companies 








quality of their merchandising-advertising 
programs developed to date. Practically all 
of the important independent fueloil mar- 
keters in the area have invested in the pro- 
gram; this group of supporters accounts for 
somewhere near 809% of the total volume 
of oil sold in the market, it is estimated. 
Contributions are set on a basis of 6¢ per 
gallon of registered truck tank capacity. 

Against this effort in behalf of oil heat, 
the gas utility is expected to spend upwards 
of $100,000. Their budget has increased for 
house heating by about 25%, each year 
during the past 3 years. 


“Treasury of Advertising’ 
now available to Canadians 


THE OIL HEAT Institute of America 
and the Oil Heat Association of Cana- 
da have signed a three-year licensing 
agreement giving the OHA of Canada 
the right to produce and distribute 
OHI “Treasury of Advertising” ma- 
terial in Canada with the exception of 
British Columbia. 

The initial distribution of “Treas- 
ury” pieces in Canada is quite exten- 
sive and there are indications that re- 
quests for material from that country 
will materially expand the total sales 
volume of the “Treasury.” 


Ours service Examination 
is useful to fuel Dealers 


MORE THAN 1,000 servicemen in 20 
different localities have now taken 
Oil-Heat Institute of America’s Serv- 
ice Certification Exam. The results of 
the 205 question test have been found 
useful in determining the strong and 
weak points of individual service de- 
partments and serve as a guide for 
indicating need for training. 
itself has two 
parts. The Silver Certifying Exam is 
for high pressure gun type burners 
and the Gold Certifying Exam is for 
low pressure and rotary burners 
Servicemen may take either or both. 

In order to have the examination 
given in any locality a minimum of 
25 servicemen must be tested, at a fee 
of $2 each. The test itself should be 
given in a local, accredited, educa- 
tional institution, with one of their 
instructors acting as proctor. OHI will 
pay $20 for this service. 

For further information contact 
Oil-Heat Institute of America, 500 
Fifth Avenue, New York 36, N. Y. 


The examination 
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Many odd design Ideas 
are in this ZYX bummer! 


Unusually named Burner for No. 6 oil is full of 
startling Features, is in Production, really works 


by Jean L. Dupuis 


CCP HERE'S NOTHING in the world 
like it!” exclaimed an apartment 
house owner recently as he led a group 
of engineers and executives (including 
your reporter who writes this article) 
into his boiler room and with a sweep 
of his hands encompassed his new ZYX 
oilburner, which at the time was purr- 
ing away firing a large low-pressure 
steel boiler 
After two hours of studying the de- 
tails of the installation, the visitors in 
the boiler room agreed with the build- 
ing owner. Although all of them were 
of the oilburner and fueloil industry 
and had thought they knew all about 
all the big burners in production, none 
of them had ever seen anything like 
this oilburner for No. 6 oil. 


Studying drawings that show the 
principles of a ZYx burner installation, 
a commercial-industrial oilburner en- 
gineer with orthodox ideas tends to 
conclude that this burner won't work. 
Such an engineer tends to call this 
burner an odd-ball . . . after just study- 
ing paperwork that shows its prin- 
ciples. 

Yet this burner is in production; it 
has the approval of UL and local oil- 
burner authorities around New York 
City; it really works . . . although it is 
chuckfull of startling features which 
are the results of the highly unusual 
thinking of its inventor and designer. 

Consider, for instance, just the prob- 
lem of heating No. 6 oil so that it can 
be pumped and atomized on an auto- 
matic burner installation. On an in- 
stallation having a low-pressure steam 


Over-all view of ZYX oilburner, showing the 3 kw electric oil heater that extenJs 
into the fueloil reservoir and preheats oil for start-ups with boiler cold. 


This is a three-nozzle burner firing a 150 hp Pacific steam boiler providing 
heat and hot water for a 124-family apartment house. A Honeywell Protecto- 
stat (not seen in this view) is on the right-hand side of the boiler front, above 
another control. Only after the switch in the Protectostat closes, because 
this control “sees” the flame of the first nozzle to start firing does the second 
solenoid oil shut-off valve open to start the firing of the second and third 
nozzles. Primary control panel is electronic, of course; is a Honeywell RAS90E 
system, which includes a photo-cell whose job it is to monitor the oil flame. 





It happened in Brooklyn, where any- 
thing can happen and frequently does, 
that an oilburner was given the name 
ZYX. Representing “the end" and “the 
ultimate," the name does get attention. 
It's in the third place from last in the 
enormous Manhattan telephone directory. 
It's aimed to find the last place in the 
telephone directories of most localities. 

Uniqueness of the ZYX goes from its 
name to its design. Operating normally, 
it uses neither an indirect heater nor an 
electric heater to warm No. 6 oil for 
pumping and atomization. It uses hot air! 
Scorning the conventionalism and or- 
thodoxy of the gas-electric ignition sys- 
tem used almost universally for auto- 
matic burners for No. 6 oil, the ZYX uses 
a constant-burning one-size gas-pilot. 
Further, it uses one of these for each 
atomizing nozzle. Many boilers are fired 
by three nozzles, hence have three such 
gas pilots; some are fired by eight noz- 
tles, have eight such gas pilots. Yet as 
this article reports, the interviewed own- 
ers of ZYX burners are not screaming 
about high gas bills for these gas pilots. 
Some owners, aware of ZYX uniqueness, 
declare there's nothing in the world 
like it. 

That's true enough to make it worth- 
while to study this burner . . . when at- 
—_ to produce unique, out-of-this- 

domestic oilburners also are being 
studied avidly by many engineers and 
executives in the fueloil and oilburner 


industry. 





boiler the typical engineer solves that 
problem by connecting an under-the- 


waterline indirect oil heater to the 
boiler . . . to heat the No. 6 oil when 
the boiler is hot and the burner is run- 
ning normally. 

On a ZyYxX burner installation that 
approach to the oil preheating problem 
is scorned. Here, during normal burner 
operation the oil is supposed to be 
heated only by hot air, by air that in 
fact is exceedingly hot. Where does 
the hot air come from? It comes from 
castings located under the floor of the 
firebox. 


Two sets of belt-drives permit the three hp electric motor on the right to power 
both the large air compressor (center) and a slow-speed, internal-gear oil pump 
at the left. Most of the fueloil that flows to the return line comes from the 
pressure regulator which is close to the pump. But, a small amount of hot oil 
flows to the return line from the burner's reservoir (in the burner unit that's 
located in front of the boiler). Thus the return line receives some hot oil to 
heat it. In the oil: storage tank the warm return-line fueloil flows into the 
suction lines; there's a 3" return line having within it a 2" suction line. When 
this picture was taken the burner was running, outside tempercture was about 40° 
F., temperature of oil going out to tank through the return line was 130° F., suc- 
tion line temperature was 100° F., suction line vacuum at the oil pump was 15". 
The intent here is to keep suction lines short by locating oil storage tanks as 
close as possible to boiler rooms, avoiding high pump vacuums and pumping troubles. 


The Zyx installation and service 
manual indicates the maximum tem- 
perature of this air is intended to be 
500°F. 

The manual shows that great power 
is expected from this hot-air system 
for heating the fueloil, for it describes 
control equipment which is affected by 
the temperature of the heated oil, and 
which causes the air to by-pass the air- 
heating castings (under the firebox 
floor) if the fueloil tends to become 
undesirably hot. 

The inventor apparently anticipates 
that his hot-air system for preheating 
the No. 6 oil will not have only ample 
capacity, but will have capacity so great 





that under certain circumstances the 
power of this system must be reduced 
and controlled to prevent overheating 
the fueloil. 

To start at the beginning in the mat- 
ter of this hot air which serves to heat 
fueloil, here are details about the par- 
ticular installation represented by the 
accompanying photographs. 

The air that will heat the fueloil 
starts out in a large compressor made 
by the Beach Russ Company. Driven 
by the same 3 hp electric motor that 
drives the slow-speed fueloil pump on 
this installation, this compressor pro- 
vides the oilburner set-up with com- 
pressed air under 6 lbs. pressure. 


WHiTTY INDUCED DRAFT FANS 


For © BOILERS 
e HEATERS 
e INCINERATORS 
e OVENS 


~t-"COMBUSTION- DRAFT 


A FAN WITH A PURPOSE 
AND ONE PURPOSE ONLY— 


INDUCED DRAFT 


Available In 22 Sizes— 


Whitty Induced Draft Fans Are Com- 
— To Any Fuel And To All 


urners. 


Whitty Company, Inc. 
86 Western Ave. 
BOSTON 34, MASS. 
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COMMERCIAL & 
INDUSTRIAL 
oilburning 


This compressed air will serve both 
for heating the fueloil through the use 
of certain unique ideas, and for atomiz- 
ing the oil that comes from the instal- 
lation’s three atomizing nozzles. 

Leaving the compressor, the air is 
piped to the special castings, located 
under the firebox floor and having tor- 
cuous air passages aimed to be highly 
effective for transferring heat, in which 
the air is heated to the temperatures as 
high as 500°F., which have been men- 
tioned as the inventor's aim. The 
heated air then goes on to the burner 
unit. Here it will serve first to heat the 
oil, then for atomization. 

As has been described, if the effect 
of the hot-air oil-preheating arrange- 
ment is so great at any time as to lean 
cowards overheating the fueloil, a con- 
crol device curbs or reduces the output 
of this oil heating system. It does this 
by causing some of the compressor air 
co by-pass the castings located under 
the firebox floor. Then some of the air 
flows directly from the compressor to 
the burner unit without going through 
rhe air-heating castings. 

Hand valves are provided so that all 
the air can be routed from the com- 
pressor directly to the burner unit if 
for any reason the air-heating castings 
under the firebox floor become faulty. 

Within the burner unit of this in- 
stallation (see the accompanying pho- 
tographs ) is a fueloil reservoir of about 
five gallons capacity. Around this is a 
heating coil which functions something 
like the coil in a tankless water heater. 
This heating coil is in an air space 
surrounding the fueloil reservoir. Into 
this space flows the hot air from the 
air-heating castings located under the 
firebox floor. 

This hot air heats the coil, within 
which is fueloil coming from the oil 
pump and on its way to the fueloil 
reservoir. Surrounding the reservoir, 
the hot air also heats it and the oil in 
it. Above the reservoir, which feeds 
fueloil to them, are located the burner 


atomizing nozzles. Three are used on | 
the apartment house installation in the | 
accompanying photographs. More are | 
used on certain other installations. One | 


of these includes power plant type boil- 


ers, each fired by eight atomizing noz- | 


zles. 


Still hot even after imparting Btu's | 
to the fueloil in the heating coil and | 


the reservoir, the compressed air now 
goes on from the coil-and-reservoir air 


chamber to the atomizing nozzles. | 
Thus the compressed air serving for | 
atomization is hot air, which makes for | 
an advantage emphasized vastly by the | 


manufacturer of this Zyx oilburner. 


It is proclaimed with vigor that hot | 


air does vastly better at atomizing the 


No. 6 oil than unheated compressor | 


air can do. 
This apartment house installation, in 


the pictures and being described, has | 
an automatic electric oil heater of | 


three-kilowatt capacity located in the 


burner unit's oil reservoir. The electric | 


heater serves for cold start-ups during 
which the firebox floor and the air- 
heating castings under it are cold, of 
course, thus can do no oil heating. 

The electric heater has one thermo- 
stat which, set for 140°F., controls the 
flow of current to the resistance heater. 
It has a second thermostat to prevent 
starting of the burner with the oil in 
the reservoir at too low a temperature, 
perhaps below 130°F. 


The use of the electric heater for a | 
No. 6 oil set-up, and the related con- | 


trols and features, have to do with UL 
requirements for burners using No. 6 
oil. Hence these things are well known 
in the field of burners for No. 6 oil. 

Around the burner’s fueloil reser- 
voir is a space filled with hot air while 


the burner operates, as has been de- 


scribed. In this space is the oil-heating 
coil. Around the space is a metal jacket, 
first, and next a generous thickness of 
magnesia, highly effective as thermal 


insulation, to avoid wasting the heat 


of the hot air. Then there's the outer, 


metal jacket on top of which the atom- | 


izing nozzles are mounted. 
The use of multiple atomizing noz- 


zles also gives the lovers of the ZYx | 


oilburner much to enthuse about. 


First, the men who love this burner | 
say, multiple nozzles produce a flame | 


EE | 295 wittioms Ave., Hockensack, N. J. 


that’s thin and wide and that there- 


eloil 








Kraissl's new, patented double 
element baskets provide greater 
straining capacity—without pro- 
hibitive increase in total space or 
in cost for larger units. For ex- 
ample—in a |!/,"' size, the open 
screen area is increased from 18.2 
sq. in. to 27.6 sq. in.—with 1/16" 
hole dia.—by substituting double 
element basket for the standard 
single element basket. 

Both single and double element 
baskets are listed by Underwriters 
Laboratories, Inc. for most com- 
monly used sizes. 

Kraiss| double element baskets are 
interchangeable with standard 
baskets. 

For single seperators, write for 
Bulletin A-1882; for duplex sepa- 


rators, write for Bulletins A-1430, 
A-1431, A-1214 and A-1879. 


RY KRAISSL co. 
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COMMERCIAL & 
INDUSTRIAL 
oilburning 


fore is most advantageous and efficient 
for a typical heating boiler like the one 
in the accompanying photographs. 
These men say that the flame from a 
single nozzle, or a single atomizing 
cup of a rotary burner, cannot do as 
well in typical heating boilers as their 
multiple-nozzle flame can do. 

Second, these men say, their mulkti- 
ple nozzles permit burner start-ups 
which are advantageously and out- 
standingly smooth and safe . . . as the 
result of firing only one of the nozzles 
to start out, then firing the others only 
after the flame of the first nozzle has 
been reported by a control device that 
works by radiant, flame heat. 

The third advantage cited certainly 
is important. Because the use of many 
nozzles, up to eight, produces a thin 
flame, coal-designed and similar boil- 
ers which are already installed need no 
pitting in connection with the con- 
struction of their fireboxes . . . and new 


dry-base boilers do not need high bases. 
Regarding claims for high efficien- 
cies of the ZYxX burner, its installation 
and service manual instructs that the 
smokepipe gases should produce a 
reading not less than 10% COs, and 
if the boiler tubes are clean the read- 
ing should be about 12% to 13% COs. 
Continuing to show his tendency to 
scorn the use of orthodox and general- 
ly accepted ideas and practices in the 
field of commercial-industrial burners, 
the inventor and designer of this burn- 
er (his name is Paul Traub) sticks to 
the use of gas pilots which are of one 
size at all times (one-inch long rough- 
ly, and not expanding for burner start- 
ups) and which burn continuously. 
Going much further than scorning 
the idea that the use of such a pilot on 
an installation necessarily causes im- 
portant complaints from the building 
owner about high, monthly gas-pilot 
costs, this inventor provides such a gas 
pilot for each atomizing nozzle on an 
installation. The apartment house in- 
stallation in the photographs has three 
nozzles, each with its own one-size, 
continuous-burning gas-pilot. 





SAFETY AIRFLOW 


AND 


BN PRESSURE SWITCHES 


de 


“114” Series Switch 
shuts off fuel if blower fails. 


World Leader for Dependability 


“D” Series Switch shuts 
off fuel if drop in fluid 
or gas pressure occurs, 


As a matter of record, three installa- 
tions were visited to obtain the facts 
for this article, and on none of these 
installations did the building superin- 
tendents or representatives of the build- 
ing owners show the least displeasure 
in discussing the monthly costs of their 
continuous-burning gas pilots. 

There is something in favor, of 
course, of a gas-pilot system that’s ultra- 
simple and uncommonly dependable, 
and in being able to avoid service calls 
simply by instructing a janitor to re- 
light a gas pilot with a match, if it 
ever goes out 

ZYxX oilburners up to now have been 
strictly local to the areas in which they 
could easily be sold, installed, and 
serviced by factory men working out 
of the factory located in Brooklyn, 
N. Y. Since 1952 when the burners 
first appeared, no more than a few 
dozen installations have been made 
each year. The owners of Zyx, Inc. 
now are considering possibilities of na- 
tionwide sales made possible through 
alliances with other manufacturers of 
heating equipment, licensing or selling 
permission to make this unique burner. 





- SALESMANSHIP - 


Here's an actual training course in sell- 
ing based on tested sales principles and 
techniques. 


“SELLING MAN" 


This is specialty salesmanship with em- 
phasis on burner selling. A valuable book 
for your sales staff. Blue cloth binding, 
6 x 9 inches, 260 pages. The price only 


The 


Thousands sold. Factory Mutual and Underwriters 
Laboratories Approved. Standard equipment on 
leading products. Write for prices and literature. 


$4.00, plus 25c to cover cost of handling 
and postage. 


FREE CIRCULAR — 


Dewey Gas Furnace Co. 
102 E. Baltimore e¢ Detroit 2, Michigan 


PROTECTION FOR: Oi! Burners —Industrial 


Ovens and Boilers—Power Gas Burners 


Please send your remittance with order to: 


fueloil & oil heat 


2 West 45th St. 
New York 36, N. Y. 
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Announcing 


The NEW REVISED EDITION of 








Combustion of 
Fueloil 


wane, PBR | BURNERS 


Oilburners 








Electric Control 
Systems 


. * + This NEW THIRD EDI- 
Ignition Methods is TION gives an exhaustive 


By Kalman Steiner 


and comprehensive treat- 


KALMAN STEINER 
. ment to the subject of oil- 


Service and 
Maintenance 





heating. It covers fueloil, 

’ ag oilburners — domestic and 
: & oil heat 8 industrial—accessory equip- 

Draft © Combustion New YORK N.Y- - ment; electronic control de- 
Control 





vices and systems; ignition 

methods; fueloil pumps; 
strainers and flow regulators; refractories; boilers and warm air 
furnaces; draft and combustion control; preheating; storage tanks; 
service and maintenance; and control of the heating system. There 
is additional information on commercial and industrial oilburners 
using number 4 and 5 oils, and the latest information on all new 
electronic controls. The book describes basic concepts and essential 
engineering as well as actual practice, Ideal for on the job use of 
designer installer and servicemen or as a text book for those learning 
the industry. 644” x 914” with hard cloth cover—contains many 
charts and photographs, 536 pages. ORDER NOW! 





1 
Send your | Yes, please send me copies of the NEW | 
| REVISED EDITION of OIL BURNERS by Kalman Steiner 
|@ $6.00 per copy. 


My Remittance of $ is enclosed. (Include 25c¢ 


ORDER YOUR 
COPIES NOW 


ONLY 


$6.00 ea. 


order 
to 
fueloil & 


for postage and handling.) 
oil heat 


| Nome 


2 West 45th St. | 


Plus 25 for postage | New York 36, 


and handling 
eloil 











FOR MAXIMUM HEATING 
OR EXHAUSTING EFFICIENCY 
AT LOWEST COST 


Patents 2,722,372 
and 2,855,874 and 


+ 
Patents Pending 
plus Exclusive 
eee Foreign Patents 


POWER-DRAFT UNITS 
DESIGNED FOR RESIDENTIAL, 
COMMERCIAL AND INDUSTRIAL 
APPLICATIONS 


* No motors, fans or bearings in exhaust line 
%* Needs no stacks * Acid-resisting vitreous 
enamel finishes * Extremely high static pres- 
sures now available 


FOR HEATING PLANTS AND INCINERA- 
TORS .. . Quickdraft provides constant draft 
for efficient and economical combustion. It elim- 
inates pulsating or chattering, puffing, smoking 
and sooting. Costly, tall, unsightly stacks are 
unnecessary. 


FOR INDUSTRY .. . Quickdraft now offers 
extremely high static pressures for EXHAUST- 
ING corrosive gases, abrasives and paint sprays 
... for CONVEYING all types of bulk materials 
or wastes that can be moved by air. 


FOR MOVING AIR in or out of buildings 
through ducts . . . Quickdraft is outstanding in 
performance and efficiency. 





IMPORTANT NOTICE 


To withstand corrosive gases, all Quickdraft units are avail- 
able in standard acid-resisting vitreous enamel, No. 316 
Stainless Steel, rigid plastics (P. V.C.) and with plastic and 
Fiberglass coatings. 








Write today for Quickdratt Engineering Data. 
Quickdraft 2°3°3.0 + 
CORPORATION 
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NEW PRODUCTS 


Honeywell Filter Flag is 
a clogged filter Warning 


A FLUSH-MOUNTED MODEL of its clogged air filter warning 
device has been introduced by Honeywell. The new Filter 
Flag provides vis- ne 
ual warning when- 
ever the air filter 
needs cleaning or 
changing. 

The flush- 
mounted model 
can be installed by 
manufacturers or 
dealers. The in- 
staller uses a tem- 
plate to cut a hole 
in the blower compartment. Then he clips the unit to the 
mounting plate and fastens the mounting plate to the cham- 
ber. Can be used with special thermostat bases to provide a 
red warning light. 

Made by: Minneapolis-Honeywell, Residential Div., 2753 
Fourth Ave. South, Minneapolis 8, Minn. 


Luxaire air-cooled Conditioners 
available in 2 and 3 hp Sizes 


LUXAIRE air-cooled, self-contained airconditioners in 2 and 
3 hp sizes are designed for installation with air distribu- 
tion ducts and can 
be used in com- 
bination with a 
forced air furnace 
or separately for 
summer air-condi- 
tioning with its 
own duct system. 

Compressor, 
condenser coil, centrifugal condenser blower and motor are 
housed in a separate compartment at one end of the cabinet. 
Condenser air intake and discharge are made through a 
common protective grille extended through a building wall. 
Evaporator coil, centrifugal evaporator blower and blower 
motor are contained in a second compartment. 

Made by: The C. A. Olsen Mfg. Co., Elyria, Ohio. 


December 
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New Dodge’s 1961 truck Line 
includes 1/2-ton Dart Pick-up 


A DART half-ton pick-up headlines a new series of light 
and medium-tonnage 1961 Dodge trucks. The line ranges 
from the pick-up ihe 

to a 214-ton heavy 

tractor, with styl- 

ing, chassis, steer- 

ing and suspen 
sion all new. 

Two Inclined 
overhead valve 
engines are fea- 
tured, one devel- 
oping 140 hp in a displacement of 225 cu. in. and the 
smaller size a 101 hp, 170 cn. in. Inclined 6-cylinder engine. 

In the 1961 line are 140 basic models, including con- 
ventional-cab, cab-forward, 4-wheel-drive; there are 11 
gasoline engines offered, ranging in hp from 101 to 228 
and eight Diesel engines ranging in hp from 160 to 250. 
Gross vehicle weight ratings go up to 53,000 Ibs. and gross 
ombination weight ratings up to 76,800 Ibs. 

The new trucks have a 35-ampere alternator, which 
replaces the generator. The alternator system supplies more 
current at low engine speeds—even idling—and weighs 
8 lbs. less than a conventional generator. 

Made by: Dodge Div., Detroit 31, Mich 


Jet-Cool central airconditioning Unit 
has aspirating Registers for Blending 


JET-COOL central 


} 
J 


\irconditioners are to be mass produced, 


iccording to an announcement from the company. The 
units, which de 
liver 40° air at 
high velocity t 
ispirating regis 
h room 


it 1s blend 


can be used 


ters 1n ea 


wher 


separately in 
homes with hy- 


dronic heating, 
can be used as add-on units in conventional warm air 
heating systems or can be installed as companion to the 
Jet-Heet system 

Both Jet-Cool and Jet-Heet use flexible insulated tub- 
ing only 2” in diameter to distribute air. Insulated Jet- 
Tubes, which trap heat in the Jet-Heet system, also hold 
the cool air and prevent condensation. Jet-Cool reduces 
air down to 40° F. dry bulb and 40° F. wet bulb and 
distributes the cooled air with its own specially-designed 
blower in parallel with, or completely without the furnace. 

Jet-Cool air-cooled condenser unit installs outside the 
home; the air refrigerator is in the house and may be 
located in basement, utility room or attic. Flexible tub- 
ing runs to Jet-Blend registers in each room. 


Made by: Jet-Heet, Inc., Englewood, N. J. 








give winter a warm welcome 


in your communi 


with 
PEERLESS 


PERFEC j EM P FURNACES 


Offer Lifetime Guarantee, 
Get A Warm Welcome From 
Home Owners! 


Furnace performance determines customer satisfac- 
tion, and that’s why Peerless quality puts you out 
front of competition. Peerless PerfecTemp _per- 
formance brings all-dimension comfort all through 
the home. Balanced design plus extra heavy-duty 
heat exchanger give Peerless furnaces the heart for 
hard work. That’s why Peerless can offer a factory 
written lifetime guarantee on Versat-all models. 
Peerless manufactures a complete line of furnaces 
for gas, oil and coal from 65,000 to 1,000,000 BTU, 
and also manufactures the Clima Pump, the all 
new, all electric heat pump. Write today for all the 
facts regarding Peerless . . . there’s profit in it 
for you! 


PEERLESS CORPORATION 





Solar Heat Dealer 
Shines When Florida 
Sun Won’t 


He’s come a long way from Missouri. 
Ucal Cunningham, a one-time lead 
miner, came to Florida 48 years ago and 
pioneered as a fuel oil dealer. He was 
once mayor of Daytona Beach and has 
been Florida member of the Interstate 
Waterways Commission for 18 years. 


Keeps motels and 
swimming pools heated 
during Daytona 


Beach cold spells 


IN 1911, UCAL CUNNINGHAM drove the first Gulf truck 
ever seen in Florida. Today Cunningham Oil Company 
operates a fleet of trucks giving 24 hour service on 
hydrogen-purified Gulf Solar Heat. 

“By hydrogen-purifying its heating oil, Guif has saved 
us a lot of trouble,” says Ucal. ‘“We don’t have too many 
cold days—only about 40 heating days a year. Because 
ordinary heating oil is unstable, it tends to break down 
during long storage. But completely stable Solar Heat 
never breaks down. 


“Our tanks stay clean and our customers’ tanks do, 
too. We never have a burner failure caused by fuel 
trouble. Solar Heat stores and burns clean. 


‘Most of our customers are motel owners. They can’t 
afford to be without heat when the weather turns cold. 
Or without hot water at any time. They’re as happy 
with Solar Heat as we are.” 


Ucal Cunningham praises the new Gulf hydrogen- 
purification process because of the big advantage it has 
given him over competition. He knows—and his cus- 
tomers do, too—that Gulf Solar Heat provides clean 
heat . . . trouble-free operation. 


December 
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Lath hat! 


Daytona Beach motel owners know how to keep guests happy when the temperature drops 
—with heated swimming pools. Gulf Solar Heat fuels the heating equipment here. of course. 


His profits are bigger because of service savings. . . 
calls are fewer . . . they are cut to the bone by Gulf 
hydrogen-purified Solar Heat. 

Phone your nearest Gulf office ... collect! Get 
the full story on new Gulf Solar Heat. Learn the many 
other sales and promotional advantages you can enjoy 
as a Solar Heat brand reseller. Do it today. 


st stmt 








heating oil 


Go Gulf 


p Go one better 
SOLAR HEAT 


exh) 





Where automobiles used to set speed records, Cunningham Oil Company is a two generation 
father and son can see two and a half milesof motels, enterprise today. Shown here are Ucal and son, 
most of them confirmed Gulf Solar Heat users. Gary, making a courtesy call on a customer. 
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Make Faster Deliveries 
Street-side or Curb-side 


e 
ra 


New HANNAY 2-Way 


High Capacity Reel 


The new Hannay 200 Series 
reels make street-side or curb- 
side deliveries with equal ease. 
These are reels designed es- 
pecially for flow rates in the 
75-100 GPM range, with full- 
flo 2” I.D. inlet-outlet hubs 
designed to reduce pressure 
loss through the reel by up to 
58% at 75 GPM. Special 
frame design with optional 
ball-bearing rollers permits 
fast unwinding and rewinding 
on either side of the truck. 
Ask your tank truck builder 
or oil equipment jobber about 
Hannay 200 Series reels, or 
write for complete infor- 
mation and catalog. 


. . « « New Products 


Maraweld tank bottom repair Process 
approved for Use in New York City 


APPROVAL has been granted by the New York City Board 
of Standards and Appeals to the Maraweld process de- 
veloped by the 

Marblette Corp., 

Long Island 

City, N. Y. The 

process, a method 

of repairing fuel- 

oil storage tanks, 

consists of apply- 

ing a laminate of 

Maraset epoxy 

resin reinforced 

with fibrous glass 

cloth. A 20-year guarantee against internal corrosion cov- 
ers each tank restored by the process. 

The Industrionics Co., New York City, has been fran- 
chised to warehouse and distribute the repair materials 
in the metropolitan area, New York State, New Jersey, 
Delaware and New England. Maraweld kits supplied by 
Industrionics to tank repair firms package premeasured 
epoxy resin and catalyst, applicator, mat and accessories. 

Made by: The Industrionics Co., 520 Fifth Ave., New 
York, New York 36, N. TY. 


The Long John hex key Set 
holds eight Keys in Case 


THE LONG JOHN set contains six hex keys 6” long in 
5/64”, 3/32”, Ve”, 5/32”, 3/16” and 7/32” sizes, plus 
two regular size keys, 1/16” and .050” sizes. 

The eight keys are in a holicr that grips the keys firmly 
so that they cannot fall out even if the case is shaken or 
turned upside down. The holder can be thrown in a tool 
box and left until needed; also with the holder missing 
wrenches can be spotted immediately 

Made by: Medbeg Products, P. O. Box 167, Caldwell, 
N. J. 


Midland-Ross Corp. offers auxiliary 
control System for trailer air Brakes 


AN AUXILIARY CONTROL for trailer brakes, consisting of 
a dash hand control valve mounted on the trailer, pro 
vides a means of applying or releasing trailer brakes where 
the trailer has air pressure but is disconnected from the 
tractor. 

According to the manufacturer, when the emergency 
line is disconnected from the tractor, the trailer brakes 
can be released by pushing the dash valve handle in 
Brakes are reapplied by pulling the handle out. With the 
trailer emergency line connected to the tractor ait supply, 
the dash valve handle automatically returns to, and re- 
mains in, the out position. It has no effect on normal 
brake operation. 

Made by: Midland-Ross Corp., Owosso, Mich. 
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ae ee prea MORE SALES .... 
MORE PROFITS .... 


A SPACE-SAVING table model two-way radio by GE costs i 
less than larger, floor-model, cabinet-type base stations. MORE PRODUCT RELIABILITY 


Available in with... 
units up to 60 


watts in low ape 
band, up to 50 ’ ' : 
watts in high j 


band and 15 QUALITY EQUIPMENT 
watts in ultra 
high frequency. Power amplification equipment can be 


SHELL HEAD BURNERS 


: ‘ . , The new, improved Shell Head 
Also optional is a selective-calling feature enabling ontiat ania temnten at ce 
the dispatcher to give a message to a single car or grou in sizes and capacities from .75 
yh dimes Bive 8 8 group through 20.0 gph. Universal, ad- 
of cars. justable flange models—as pictured 
Made by: General Electric, Communication Products here—easily adapt to most boiler 
and furnace units both old and 
Dept., Lynchburg, Va. new. External air adjustments in- 
sure positive flame settings. 


obtained on an optional basis. 








Parke-Hill introduces Triple-X-100, : 
three-way Additive for all Fuelois _ OIL FIRED WATER HEATERS 


, *e : Two storage tank types: Glass Lined ond 
“HILL'S >-X-100 c lu vent, soot 
PARKE-HILL’s Triple-X-100 combines sludge solvent, Sane ten ee a 


destroyer and rust inhibitor. Instructions recommend that | Gal. Casta, Grenveny sutes Seam XED co 000 
the product be added to a tank just prior to an oil delivery. | gph. The only line of oil fired woter heaters 
Initial applications for Nos. 4, 5 or 6 oil are 1 gal. to each | equipped with the new KORTH Shell Head 
1,000 gals. of oil, with follow-up treatments of 1 qt. per sj burner for clean, efficient, and trouble-free 
1,000 gals. For No. 2 oil, the additive is used in smaller performance. 
proportions 

Made by: Parke-Hill Chemical Corp., 29 Bartel Ave., 
Mt. Vernon, N. Y WATER SUPPLY BOILERS 
New! KORTH water supply boilers have 
been specifically designed for those big 
jobs such as laundromats, apartment 








buildings, restaurants, etc. Seven sizes to 
cover all water supply requirements from 
300 to 3000 gph. All units are equipped 
with KORTH Shell Head burners, M-H 
controls, built-in high temperature com- 
bustion chamber, extra large tankless 
coils. Ten year guarantee on boiler 
against leaks. Constructed and rated to 
ASME and MCA standards. 





’ WATER CONDITIONERS 


\ A real opportunity for new sales! A natural 


tie-in to your present operation. 
Model 5! automatic 


A complete line of simpli- 

fied, service-free water 

softeners and filters to 
meet oll water problems. 
| 


Both semi and fully avuto- 

matic models to choose 

from. Free water analysis 

and help in selecting the 

Proper equipment. We'll 

be glad to send full de- 

tails about this fabulous 

eeteh Oh Ieee new morket upon request. 

automatic 

REPRESENTATIVES AND DISTRIBUTORS IN PRINCIPAL 

CITIES THROUGHOUT THE UNITED STATES 


T ECKHART MFG. CO. INC. 
| 


UNION, NEW JERSEY 








“lL used to complain about delivering oil out in the suburbs." 


loil 








If you sawed this 


DUNKIRK BOILER 


apart... you would see 
why it sells and stays sold! 
Beginning with the strength and long life of cast 


iron, the lifetime metal, Dunkirk Engineering, 
Manufacturing, and Service have been proved and 
approved for over a quarter of a century. 


Cut-away view of Lexington Series boiler shows 
honeycomb sections, raised wet base construction, 
location of tankless heater coil and insulated 
jacket. 


Dunkirk Boilers and Radiators are made in a com- 
plete range of sizes, and types for hot water and 
steam systems. Write or phone for catalog. 


RADIATOR CORPORATION 
DUNKIRK, N.Y. 


Member of the Institute of Boiler and Radiator Manufacturers 
and the American Gas Association 
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. . « « New Products 


Buckeye new line Strainers 
for space-saving Installations 


for installations, such as tank truck piping, where space is 
is a problem. 
The No. 9900 
strainer is of the 
threaded type and 
a odd 
comes in 2” and 
3” sizes. Over-all 
the 2” 
long; the 3” is 
8-9/16”. 
The strainers 


“—F 


size is 


have aluminum 
bodies, and brass 
wire screens, reinformed by cages of No. 20 gauge tinned 
steel. Presently furnished with 20-40-60-80 or 100-mesh 
screens. 

Made by: Buckeye lron & Brass Works, P. O. Box 883, 
Dayton 1, Ohio. 


Bressler fuel requirement Anticipator 
evaluates Sun, Wind and Temperature 


BRESSLER fuel requirement anticipator, offered to fueloil 
dealers for $162.50, consists of a heat measuring unit and 
a heat recording unit. The 
measuring unit is installed on 
the roof or other exposed lo- 
cation and transmits heating 
loads to the recording unit in 
a dealer's office. The device 
measures the effects of sun, 
wind and temperature. 
The desk meter takes up 5 
sq. ins. of desk space and is 
used with a card index, de- 
scribed as the only record re- 
quired for this automatic delivery system. 
Made by: Bressler Eng. Co., Oregon, Ill. 


OPW announces new emergency Vent 

for petroleum bulk storage Tanks 

AN EMERGENCY VENT, the 209-U, has been announced by 

Opw for bulk petroleum storage tanks. The vent has a 

large diameter 

plate in the cap 

which is sealed 

with fusible metal. 

If fire occurs, the 

fusible metal 

melts at 200° F. 

and the plate 

blows off to give 

full upward venting. A double fire screen gives added pro- 

tection. OPpw 209-uUB is offered without fire screen. 
Made by: OPW Corp., 2735 Colerain Ave., Cincinnati 25. 
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New Line of Ardmore hose Reels designed 
for all standard Lengths of fueloil Hose 


NEW ARDMORE reels are offered in hand wind, explosion- 
proof electric motor and electric starter motor models for 
use with 1”, ‘ 
1%", 1%” and ae 


114” hose, in a 
range of capaci’ 
ties to meet the 


requirements ol 
all standard hose 
lengths used in 
fueloil delivery. 

A new hose connector flange has an unusually wide 
base that exposes all four bolt ends; flange is easily re- 
moved and replaced. A new cast junction box offers com- 

. : for Radiators 
pactness and is vapor-sealed, while a new micro-switch | 
with a vapor and moisture-sealed push button assembly | 
eliminates “frozen’’ push button occasioned by low tem- 
peratures. 
Made by: Ardmore Products, 1831 Shermer Road, 
Northbrook, IIl 














B & G Hydro-Flo Pack contains 
all hydronic Components for Job 














B & G HYDRO-FLO PAK contains all the hydronic components 
normally used around a boiler. Included in the all-in-one | 
installation pack- 

age 18 a box ster 

pump, Airtrol 

system and 

choice of the 


proper relief 


valve or Flo con- 

trol valve, or 

both. A compres: 

sion tank is in- 

cluded, but furnished separately. | 
Parts in the package are engineered to fit all types of | 

boilers for residential hydronic installations up to 90,000 | 

Btu/hr capacity. Key purpose of the package is to provide | 

all the parts needed for a trouble-free installation quickly. | 
Made by: Bell & Gossett Co., Morton Grove, Ill. 


Johnson Furnace adds Air-Ease 


Unit with 180,000 Btu Capacity 


A NEW AIR-EASE furnace unit, available for oilfiring, has 
a firing rate of 1.6 gph and a bonnet capacity of 180,000 
Bru /hr. 

This model, Bri 200, widens the range of assembled Air- 
Ease basement models. The heating section is completely 
wired, with all controls installed at the factory. The blower 
section bolts to the heating section; connecting the wires 
to the blower motor completes the unit on the job. 

Made by: The Johnson Furnace Co., 2129 West 117th St., 


Cleveland 11, Ohio. NRAREE, 








TJERNLUND “Auto-Dralt” 
Inducer 


Solves 
Your 


Problem 
Draft Jobs! 


CHANCES ARE, you're calling back too 
often on certain jobs where insufficient 
and unstable draft is causing smoke, noisy starts, and 
basement sooting. You'll completely eliminate these un- 
necessary service calls, and make additional profits, when 
you Guarantee Draft with "Auto-Drajt”. 








Cut rectangular slot in existing 
smokepipe 


Simple 





as 

A-B-C 
to 

Install! | 


Band on Tyernlund **Auto-Draft’’ 
Inducer 








Wire to existing controls and 
local codes. 


Only TJERNLUND has all these Features: 


@ Heavy Duty construction. @ Venturi-type operation. 
@ Nationally known motor. 
@ Light weight. 

@ Quiet Operation. 


@ Doesn't rob furnace room 
of combustion air. 


@ Uses minimum smoke pipe 


@ Built for years of service. length for mounting. 


At your Jobber, or Write: 


TJERNLUND MFG. CO. 
2140 Kasota Ave., St. Pau! 8, Minn. 
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Chevrolet announces Corvair Series 
of lower cost, light-duty Trucks 


A NEW SERIES of short wheelbase, rear-powered, light-duty 
trucks has been introduced by Chevrolet. The Corvair 95 
line has a 95” 
wheelbase and an 
over-all length of 
less than 15 feet. 
A panel delivery 
and two pickup 
models are pow- 
ered by the 80 hp 
air-cooled Corvair 
six-cylinder en- 
gine and transaxle 
power 
mounted at the rear. 


unit 


The Corvair panel delivery has a cargo space of 191 
cubic feet with a payload rating of 1800 pounds. A crate 
as large as four by four feet can be loaded through the 
double side doors. The Loadside and Rampside pickups 
are rated at 1900 pounds payload and have 80 cubic feet 
capacity. 

Made by: Chevrolet Motor Division, General Motors 
Building, Detroit 2, Mich. 


Babcock & Wilcox introduces 
three new Lines of Firebrick 
THREE NEW LINES of firebrick have been developed by 
B & W Refractories Division. They are: The KAO-HB 
high burn superduty; KAO-60 is 60% Alumina and 
KAO-70 is 70% Alumina firebrick. 

Made by: Babcock & Wilcox, 161 East 42d St., Neu 
York, N. TY. 


Moncrief announces oil Furnaces 

that feature high air Deliveries 

FOUR MONCRIEF oilfired winter airconditioning units fea- 
ture high air deliveries achieved with standard equipment 
blowers and which 

permit the addi- 


tion of summer 


aircondi- 
tioning cooling 
coils. 

Three of the 
furnaces, 84,000, 

95,000 and 112,- 

000 Btu at the 

bonnet, will be in- 

ternally wired and ; 

factory-assembled. A larger size, 140,000 Bru size, will be 
shipped unassembled. 

The smaller sizes are offered with a choice of cabinet 
styles, one having the burner exposed and the other with a 
burner concealing vestibule. The larger size is available 
with vestibule cabinet only. 


Made by: The Henry Furnace Co., Medina, Ohio. 
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DOUBT ABOUT IT! 
OYNATHERM 


“Thie excellence ot ttydroniceo 


is the HOTTEST unit on the market today! 


And all because Dynatherm was designed to get the most 
out of every drop of oil, giving greater efficiency—and saving 

y your customers 40% in fuel bills—enough for Dynatherm to 
pay for itself in five years. Areas are still open for Manu- 
facturers Representatives . . . Wholesalers . . . Dealers. 
Phone or write us today. 


*imP —Important Money Preserver! 


THE FINEST OIL HEATING UNIT IN AMERICA! 


manufactured by the OVNATHERM DI VISION 
BETHLEHEM FOUNDRY & MACHINE COMPANY 


225 W. 2nd St., Bethlehem, Penna. Phone: Bethlehem, Pa. UNiv 


ersity 7-4605 * Chicago, Ill. HUdson 3-0520 








Meet Your Big Canadian Market 


at the 


NATIONAL HEATING & 
AIR CONDITIONING SHOW 
MARCH 6, 7, 8, 1961 


AUTOMOTIVE BLDG., EXHIBITION PARK 
TORONTO 


Business Address: 745 MT. PLEASANT RD., TORONTO 7 


Over 10,000 trade registrations in the 1959 Show 


dloil 


























Readers’ Problems 


Q. On page 66 of the October 1958 
issue of FUELoIL & Ow HEAt, Sparky 
and John W. Schulz advise never to 
clean a nozzle on the job, and to re- 
place nozzles once a year. Can you 
give us the reasoning behind this, or 
refer us to an article or manual that 
explains the why's and wherefore’s of 
this advice? 

T. W.T., Waltham, Mass. 

A. That's the advice of every man 
we know who rates as an expert at 
these matters. Also, it’s the advice ar- 
rived at by the leading manufacturers 
of nozzles, after thorough studies of 
nozzle performance on actual installa- 
tions. Many service organizations do- 
ing thoroughly good yearly check-up 
work follow this advice. The price of 
a new nozzle is small compared to the 
sum-total cost of an excellent yearly 
check-up flue cleaning. 

The point about never cleaning a 
nozzle on the job relates to service 
work necessarily being of dirty-hand 
nature. Wiping off nozzle parts can- 
not make them as clean as they were 
when they were new and left the fac- 
tory. The use of even the cleanest cloth 
for this tends to leave lint on the sur- 
faces. The methods used at factories 
to insure the cleaness of nozzle parts 
simply cainot be used on-the-jcb. 

Once-a-year replacement of nozzles 
insures that following its once-a-year 
check-up a burner has the benefit of 
the excellent atomization that a new 
nozzle provides. Each time a burner 
stops when its firebox is red hot, the 
nozzle temperature increases. Result- 
ant heating up of the droplets of fuel- 
oil in the nozzle causes the formation 
of a coating of “varnish” on the sur- 
faces of the important oil passages 
within the nozzle. Tough and impossi- 
ble to remove properly on-the-job, this 
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coating impairs nozzle performance 
because it changes the dimensions of 
the important parts of the nozzle, 
which include the tiny atomizing slots, 
the whirl chamber, and the orifice. 
You can obtain more details about 
these matters by writing to the leading 
manufacturers of oilburner nozzles. 


Q. Dear Sparky: Our serviceman 
stumbled onto a weird situation. Four 
tests with the ignition system off gave 
smoke readings of only 1 or 2, highly 
satisfactory. Two tests with the spark 
on gave high, unsatisfactory readings 
of 6 and 8. Then the serviceman 
opened wide the air damper on the 
burner, doubling the air-input area, 
and made another test with the spark 
on; the resultant smoke reading was 
7. The air adjustment had not been 
changed, the air damper had not been 
opened wide, for the first six smoke 
tests. 

The horizontal furnace is fired by a 
pressure burner. I would not believe 
the serviceman’s first report on smoke 
tests he had made. I crawled under the 
house with him, and had him make a 
second set of tests, which gave the re- 
sults I have just described. 

Do you have any idea of what 
causes this, and how it can be reme- 
died short of replacing the constant- 
ignition stack control with a control 
that gives intermittent ignition? 

C. R., Port Angeles, Wash. 

A. Your difficulty has to do with 
the location of the flame front in the 
firebox. Observing an oil flame in a 
firebox, you see the location of the 
flame front. It is where the atomized 
oil starts burning. You also observe the 
shape of the flame front, which also 
is important. 

The feature article, “Towards Pul- 
sation-Free Combustion,” which starts 
on p. 58 of che November 1958 issue 
of FuELoi & Ort HEAT, covers many 
details about this important flame- 
front, and thus gives ideas that help 
explain the difficulty you face. 

With the troublesome burner run- 
ning with its ignition spark turned off, 
the flame front is an appreciable dis- 
tance from the nozzle, perhaps two or 
three inches, and the position of the 
flame front is conducive to smoke-free 
combustion. Your tests prove that this 


position for the flame front gives the 
smoke-free burning you are aiming 
for. The flame has certain, desirable 
features related to its shape and the 
association of the atomized fueloil and 
combustion air within it. It has these 
features because with the spark off 
the flame front is in a good location. 

Keep this oilburner running and 
turn on the spark of the ignition sys- 
tem, and the spark causes the atom- 
ized fueloil to start burning appre- 
ciably closer to the nozzle. The spark 
causes the flame front to be closer to 
the nozzle, for now the flame starts 
burning at the point where the spark 
is in contact with atomized oil. The 
flame front is now at a different loca- 
tion (it is closer to the nozzle), and 
it is of a decidedly different shape. 
That changes the nature of the entire 
oil flame, on this installation. Your 
smoke tests prove that. 

The location and shape of a flame 
front influence the nature of the en- 
tire flame because of the physical ac- 
tivity within a flame front. Bursting 
into flame, the droplets of fueloil in 
the flame front increase greatly in tem- 
perature. Air entering the flame front 
from the burner’s gun tube is not hot, 
but the gases that result from combin- 
ing this air with the fueloil droplets 
“hemically are at high temperatures 

. . they are flame tips. The effect on 
the flame shape is the same as though 
the air expanded greatly after enter- 
ing the flame front. Where this ex- 
pansion occurs is important. With the 
spark on, it occurs much closer to the 
nozzle than with the spark off. 

Important: Not all gun-type burn- 
ers perform the way you describe. Cer- 
tain burners perform oppositely, giv- 
ing lower smoke readings with the 
spark on than with the spark off. 

If switching to different types of 
nozzles and changing the adjustment 
of the burner’s gun-tube air-handling 
parts do not give you low smoke read- 
ings with the spark on, obviously you 
should consider using a stack control 
that gives intermittent ignition. 


Q. Is .05” enough over-fire draft 
for a Scotch-type boiler fired 45 gph? 
E. F. O., Portland, Ore. 

A. Certainly, if the designer of the 
installation planned things that way. 
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Q. Seeking ideas for minimizing 
costs of oilheating equipment for new 
homes and old homes, we wound up 
talking with an old-timer who said 
years ago he used to install, two ver- 
tical, 275-gallon tank: . side-by- 
side . and located outdoors, usual- 
ly behind the house. Set high enough 
on legs, these could provide gravity 
feed for oilburner equipment at the 
first floor level within the house. 

As an improvement on the idea, 
we dreamed up a vertical tank also 
of about 550-gallon capacity (one 
tank, however) of about 48” or some- 
what larger diameter, and high enough 
for the 550-gallon capacity. Because 
this is the cylindrical shape, not 
obround as is the usual 275-gallon 
tank, its stress and strain on the cylin- 
drical, vertical side walls is slighi. 
Therefore these side walls can be of 
uncommonly thin steel, as can be the 
top cylinder of the tank; the result 
is a great savings in the cost of a 
550-gallon tank. Another great sav- 
ings, over the use of a same-size tank 
buried in the usual fashion, comes of 
installing this vertical tank above the 
ground instead of providing an 
excavation and burying it. 

We believe that one thin-metal, 
above- 


m will cost only as 


550-gallon tank made for 
ground installatic 
much as one usual 275-gallon tank. 
Please comment on the practicability 

using such inexpensive tanks, in- 
stalled vertically and above ground? 
Considering heat from the sun on 
sunny days, will fueloil stored above 
ground be warmer in winter than 
fueloil stored below ground in a usual, 
buried tank? 


B. T. W., Brainerd, Minnesota 


A. If this disappoints you we re- 
gret that but, as avidly inter- 
ested as we are in new ideas, we 
can't go along with this one. 

The value of good appearance is 
great. The looks of any particular 
home would be worsened tremendous- 
ly by planting a giant-size, vertical, 
steel oil tank behind the home. Hav- 
ing hundreds of such tanks behind 
new homes in a development or new- 
home tract would give the impression 
of starting the kind of tank farm 
you see at oil refineries. You would 


not advocate or be responsible for 
such eye-sores, even if neighbors and 
local authorities would permit them! 
The growing popularity of oil heat 
should not be accompanied by de- 
terioration, in any way or form, of 
neighborhood appearances! 

As was reported in a feature ar- 
ticle in FuEtom & Om Heat, fol- 
lowing the end of World War II 
many oilburner tank bottoms started 
corroding and leaking, to the great 
distress of oilburner men and fueloil 
retailers. Shell Oil Company men in- 


HAVE 


WILL 
TRAVEL 


He makes the fastest fill 

in town. With the famous 
Blackmer TX Truck Pump 
backing him up, he gets 

fast delivery, spends less curb 


vestigating this blamed it, for one 
thing, on the installation of oil tanks 
of relatively thin steel. Be cautious, 
then, in considering recommending 
such “thin-metal” tanks as you de- 
scribe! Even if local and national 
safety authorities would permit you 
to install them, you would not want 
to install tanks of such thin steel as 
to dent or rust-through far more 
easily than the kinds of tanks used 
generally up to now. 

As for temperature of the oil in 
the tanks, above-ground tanks are at 


time, makes more deliveries per day. He really 

travels around his route. His secrets: a high capacity TX 
pump delivering up to 100 GPM, sliding vanes which 

are self-compensating for wear, new O-Ring and mechanical 
seals to prevent leakage and maintain efficiency, 

many other features. Put the TX at the heart of a well- 
designed fuel oil delivery system and you'll 

travel, too. Talk to your Blackmer distributor 

about the system or write for Bulletin 200 


/ truck pumps 


BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 
Find your Blackmer Man under “Pumps” in the Yellow Pages 








. Readers’ Problems 


a tremendous disedvantage compared 
to buried tanks. Located above 
. ground, tanks and their contents drop 
to the temperature of the surround- 
ing air. You cannot depend on sun 
heat helping such tanks any more 
than you can depend on sun heat to 
make a building comfortable without 
a heating system. Just as having wa- 
ter supply lines deeper and deeper 
in the ground reduces chances of 
these lines freezing, having fueloil 
tanks deeper and deeper in the ground 
results in higher oil temperatures. 


Fueloil comes from many, domestic 
oil-storage tanks at 40°F. to 50°F. 
during coldest weather . . . with the 
tanks buried in the usual manner. 
But in cold parts of the country, 
trouble often is experienced as the 
result of insufficient temperature of 
domestic fueloil in above-ground 
tanks. The fueloil becomes too cold 
to flow through pipes readily. 


Q. Why does a hard crystalline 
substance form on the direct heating- 
surfaces of a boiler above the combus- 
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Season's Greetings 


MAY THE NEW YEAR BRING 
PEACE 
GOOD WILL 
AND 


PROSPERITY 


Hage 


PRECISION NOZZLES 
1120 GLOBE AVENUE 
MOUNTAINSIDE, 


PELEL EELS 


= 


NEW JERSEY 
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tion chamber? I enclose a sample of 
the substance. 
D.C. J., Pleansantville, N. J. 


A. The sample you sent unfortu- 
nately did not reach us because your 
envelope broke in the mail. 

Odd lumps of material often appear 
in fireboxes-and their presence is difh- 
cult to explain. The writer is looking 
at one he uses on his desk as a paper 
weight. Probably it is melted-down re- 
fractory cement that fell from the fire- 


~ box walls, or melted-down material 


which was a piece of a pre-cast fire- 
box, or a piece of firebrick. 

Recently a domestic steel fire-tube 
boiler fitted with a one-year-old fire- 
box was examined. The firebox was 
designed excellently to operate at ex- 
ceptionally high temperatures, and 
was made of 2,000°F. insulating fire- 
brick. The entrance to each fire-tube 
was about one-third plugged with 
hard, white material that could not be 
budged with the finger but that could 
be removed easily with a screwdriver 
or a wire brush. 

The conclusion was that part of 
the firebrick wound up as powder on 
the firebox floor. Being extremely 
light, this was swept up into the fire- 
tubes by the flame. Just before reach- 
ing the entrance to the firetubes, this 
material was incandescent and there- 
fore soft. Entering the tubes, the ma- 
terial was quickly chilled and hard- 
ened with the result that each particle 
which came in contact with a firetube 
stuck to it. 

Abrasion, the flame wiping refrac- 
tory which is extremely hot and there- 
fore soft, also can cause a flame to 
wipe off and sweep away particles of 
refractory material, which later are 
deposited on relatively cool boiler sur- 
faces they happen to contact. 


Q. What's the answer where a 
chimney six or eight times too big for 
the furnace remains cold all winter 
and gives no draft? Big process-steam 
boilers once used the chimney but no 
longer do in this factory. 

A. F. V., Detroit 


A. Install a draft inducer as your 
best bet, or install a metal or other- 
wise suitable liner of the correct size 
within the oversize chimney. 
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Have you limited yourself by handling just one type of equip- 
ment? Is your business off and profit small? 


E.F.M. has a full line of heating equipment for the diversification 
you need for those extra profits. E.F.M.’s wide range of types 
and sizes for hot water, steam, and warm air, burning any of the 
three fuels, will cover any residential application. E.F.M. offers 
its dealers, sales helps, field assistance, cooperative advertising, 
installation and service training and many other dealer aids. 
Why not contact us and let us show you how your profit picture 
can become more attractive with E.F.M. 








Drop us a line today to increase your profits tomorrow. 
tha Viemel in 


TUCTATSBBRECTRIC FURNACE-MAN INC., EMMAUS, PA. 


HEAT FURNACE BURNER UNITS—BOILER BURNER UNITS—CONVERSION BURNERS 
OIL—ANTHRACITE —GAS 
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ACTIVITIES 


Detroit Controls acquires 
Rochester Manufacturing Co. 


AS A RESULT of negotiations under 
way since last Summer, American 
Radiator & Standard Sanitary Corp., 
New York, has announced acquisition 
of Rochester Mfg. Co., Rochester, N.Y. 

It will be operated as a part of 
American-Standard's Detroit Controls 
Div., with headquarters in Detroit. 
American-Standard acquired Rochester 
in exchange for about 125,000 shares 
of common stock. 

Rochester was formed in 1915 to 
make fuel gauges and now is a leading 
producer of liquid level, pressure and 
temperature indication gauges and in- 
struments. The firm presently employs 
over 350 persons; sales volume ap- 
proximates $5 million. Included in the 
acquisition is Rochester Mfg. Co. of 


r.. PACEMAKER FOR PROFITS 
from Expert Tune-up Service | 


Calif., located Calif. 

C. L. Hastings, president of Roches- 
ter, will become a vice-president of 
Detroit Controls with full division- 
line responsibility. Warren W. Hast- 
ings, since 1948 vice-president of man- 
ufacturing and engineering for RMC, 
will continue to manage production 


in Monrovia, 


operations at the Rochester plants. 


24 Month Warranty on 
Ford Super Duties offered 


OWNERS now get a 100,000 mile or 
24-month warranty from their dealers 
on the Ford Super Duty engines 
purchased on or after August 16, 1960. 
Purchasers of new Super Duties get 
the usual new vehicle warranty. This 
is separate from the new extended- 
life engine warranty which provides 
for immediate replacement of major 
engine parts found to be defective in 
normal on-the-highway use. Labor is 
100% for the first 50,000 
miles or 12 months, and is prorated 


covered 


on a sliding scale during the second 
50,000 miles or 12 months under this 
new warranty. 


Several management Changes 
are announced by ©:If Oil 


GULF OIL CoRP.’s board of directors 
has announced several major changes 
in the company’s top management, ef- 
fective the end of November. 

W. K. Whiteford, company presi- 
dent since 1953, was elected chairman 
of the board, succeeding Ralph O. 
Rhoades, who recently reached retire- 
ment age. Whiteford will continue as 
chief executive officer and Rhoades 
will remain on the board of directors. 

E. D. Brockett, formerly executive 
vice-president, was elected president. 
Additionally, he will be vice-chairman 
of the Executive Committee. 


Brockett 


100,000 to 
3,000,000 
BTU/Hr 
CAPACITIES IN 
NEW SMOKELESS 
OIL-FIRED 


HOT WATER HEATING UNITS 


Making the most of your ability to do an ex- 


pert tune-up job will pay you big dividends 
in gaining you competitive leadership and 
hood recognition of your competence 
as a heating expert. The combustion-testing 
kit shown here contains precision-made qual- 
ity instruments with which you can make ful- 
lest use of your know-how in making a fuel 
conservation survey, checking a burner for 
wornout parts and needed repairs, or runnin 
an efficiency test to close a replacement deal. 
The kit contains the well-known FYRITE COz 
Indicator, the versatile MZF Draft Gauge, the 
all-metal TEMPOINT Stack Thermometer and 
the sensationally new TRUE-SPOT Smoke 


Tester. Now, for the first time, you can adjust 


an oil burner quickly and expertly for highest | 


C02 without objectionable smoke .. . do away 
payed ane and ‘‘hit and miss” fumblin, 
in adjusting for clean firing. The “Scale o 
Soot" which comes with the TRUE-SPOT tells 


you the limits of permissible smoke for var- | 


tous burners and types of heating systems. 


This amazingly simple method of oil burner | 


adjustment is the greatest advance in com- 


bustion testing since the introduction of the | 
FYRITE. You will be proud to be among the | 


first to own this “up-to-the-minute” combus- 
tion-testing kit. 


For complete information on this and other new tune-up equipment— 
write for Bulletin 777 


BACHARACH INDUSTRIAL INSTRUMENT CO. 
200 N. BRADDOCK AVE. © PITTSBURGH 8, PA. 
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* High combustion efficiency » Rumble Suppressant Design * 100% 
automatic air elimination in all Zone-A-Matic gas and oil-fired units 





FREE....70 page design handbook on single and multi-zone 
hot water baseboard heating systems. 


EDWARDS ENGINEERING CORP. 


3629-1 ALEXANDER AVE., POMPTON PLAINS, NJ. 


(e TEMPLE 5-2808 
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Lecture Series and Expansion 
included in Sid Harvey Program 


NEW SERVICE TECHNIQUES is the title 
of a lecture series sponsored by Sid 
Harvey, Inc., Valley Stream, N. Y. Ed 
Cummins (see picture), head of the 
pump rebuilding department, con- 
ducts the sessions. He points out new 


ways to spot and correct trouble on 


circulators, low water cut-offs and fuel 
units, using color slides to illustrate 
the talk. 

The Sid Harvey organization also 
its central 


announced expansion of 





purchasing agency, Sid Harvey Supply, 
Inc., which has acquired 60,000 sq. ft. 
of land in Garden City, N. Y., where 
a new building will be erected. Oc- 
cupancy is planned for early spring. 
The move from Valley Stream head- 
quarters will provide the Supply Com- 
pany with its own, separate facilities 
and provide more space for the re- 
building department. 

Finally, Walter Reeves, vice-presi- 
dent, Sid Harvey of New Jersey, has 
been put in charge of a special assign- 
ment. He will investigate various 
products suitable for the Sid Harvey 
proposed diversification program. 


“Shep” Doherty organizes as 
manufacturers Representative 


R. S. DOHERTY CO., ‘t. Kisco, N. Y., 
has been organized by “Shep” Doherty 
to function as a: manufacturers rep- 
resentative. Coincident with this an- 
nouncement, Modine Mfg. Co., Racine, 
Wis., announced a realignment of its 
New York sales territory with the 
naming of Doherty as its sales repre- 
sentative for the area. 





Doherty has been active in the 
industry since 1931, when he joined 
Taco Heaters. He also has had ex- 
tended experience with National Radi- 
ator and more recently was vice-pres- 
ident in charge of marketing, Cash 
Valve. 

Doherty has stated that he plans to 
build a technical sales staff to work 
with Modine wholesalers, and as a 
first step announced that R. T. An- 
gevine, a partner in the company, will 
direct this activity. 


R. S. “Shep” Doherty, right, gets the in- 
side story on Modine unit heaters from 
A, G. Dixon, Modine president, second 
from right. M. J. Druse, director of 
public relations for Modine, looks on. 


PORTABLE 
SOOTMASTER 
FURNACE CLEANER 


Easily carried — Heavy 
duty performance — 
more economical—maxi- 
mum filtration — ma- 
neuverable — New 
elastic top filter bag 
snaps on and off for 
easy cleaning 


COMES COMPLETE WITH 


@ 10’ duck covered hose 

© 27” furnace cleaning 
tool 

#10 reusable paper 
filter bags 

® Handy hose carrying 
cage 

@ Available without 
wheels 

Distributed in Canada by: 601-8 

Imperial Refractories & Equipment Ltd. 


“nastercra 


INDUSTRIES 


APPLIED MECHANICS COMPANY 


109 Lanza Avenue CONGRESS STREET NMA 


Garfield, New Jersey | 81 
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Honeywell Company promotes 
advertising, sales People 


ARTHUR O. DIETRICH has been ap- 
pointed manager of advertising and 
sales promotion for industrial opera- 
tions, Minneapolis-Honeywell Regula- 
tor Co., Minneapolis, Minn. He will 
be headquartered in Philadelphia, suc- 
ceeding Charles W. Bowden, who has 
been promoted to the position of in- 
dustrial sales rmanager for Honeywell’s 
International Division. 


Dean B. Randall, director of adver- 





DEPEND ON 


Dietrich Randall 


tising for the company’s Minneapolis- 
based divisions, has been named direc- 
tor of advertising and sales promotion. 


DiLdingl 


FOR ORIGINAL INSTALLATIONS 


MAINTENANCE & REPLACEMENT PARTS 


NOZZLES 


Eddington 


The Eddington new one piece 
porous bronze nozzie filter is 
another Eddington achievement 
for smoother trouble-free oil 
burner service. It is designed 
to permit the flow to pass 
through with the least amount 
of restriction and still give more 


effective filtering than 200 mesh strainers. Recommended for use on 
nozzle ranges from .50 gph through 1.00 gph and larger flows if so 


desired. 


FILTERS 


Die cast aluminum body. Light 
weight. Rust and corrosion 
proof. Large sump. Felt cart- 
ridge. Greater jiltering surface 
area. Interchangeable with 


High & Low Pressure 
Nozzles 


Combustion Heads 
Filters—Strainers 


Condensate Pump & 
Water Disposal Units 


Pressure Regulating 
Valves 


Nozzle Adaptors 
Air Cones—Stabilizers 


Servicemen’s Kits 


other makes. Ss ~~ > 
Inspection Mirrors 


CONDENSATE PUMPS 
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COMBUSTION HEADS 


Removes condensation from air 
conditioning, refrigeration and 
dehumidifying units. Compact, 
dependable. Simplified auto- 
matic liquid level control. Pumps 
heads to heights of 20 ft. Height 
base to top 10 inches. 


For high and low pressure type 
oil burners. Easily adaptable to 
conventional types. Saves up to 
30% in fuel. Model LPS3 con- 
verts high, to low pressure 
burners. No change in housing 
design necessary. Range of 
capacities from .4 to 2.00 gph. 


EDDINGTON METAL SPECIALTY COMPANY, EDDINGTON, PENNSYLVANIA | 


Cromwell Printery’s 
Catalog now available 


CROMWELL PRINTERY, Albany, N. Y., 
has announced publication of its 1960- 
61 catalog with information on printed 
forms of all kinds for fueloil dealers. 
An additien to this year’s catalog is 
a section on inexpensive business gift 
items for dealer give-aways. 

For a copy, write Cromwell Printery, 
Inc., Church & Bleecker Sts., Albany 


New engineering Manual is 
available from Marlow Pumps 


MARLOW PUMPS, Midland Park, N. J., 
has published a new engineering man- 
ual. The manual contains 40 pages of 
indexed information, garnered from 
various manufacturers’ data, engineer- 
ing handbooks and laboratory tests. 
For a free copy write Marlow 
Pumps, Division of Bell & Gossett 
Co., Box 200, Midland Park, N. J. 


Motor Wheel Corp. constructs 
new manufacturing Facility 


CONSTRUCTION has been started on 
Motor Wheel Corp.'s new manufactur- 
ing facility in LaGrange, Ind. 

The modern one floor plant will 
be used for the assembly of Duo- 
Therm heating and airconditioning 
equipment. 


Shell Oil Company elevates 
Monroe Spaght to Presidency 


MONROE E. SPAGHT has been elected 
president of Shell Oil Co., New York, 
N. Y., to succeed H. S. M. Burns, 
who will retire at the end of this year. 

Spaght, who started his career with 
Shell as a research chemist, has been 
an executive vice president since 1953. 
Before that, he was president of 
Shell Development Co., Shell's research 
affiliate. 
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Calendar 
of Coming Events 


1961 
JANUARY 
18—19—Northwest Oil Jobbers Association, 
convention, Minneapolis. 
30—February 2—Institute of Boiler & Radi- 
ator Manufacturers, Hydronics 
Short Course, University of Illi- 
nois, Urbana, Ill. 
29—February 2—National Association cf 
Home Builders (annual conven- 
tion and exposition) Exposition 
Center, Chicago, Ill. 
FEBRUARY 
13—16—American Society of Heating, Re- 
frigerating & Air-Conditioning 
Engineers, International Heating 
& Air-Conditioning Exposition, 
International Amphitheatre, Chi- 
cago, Ill. 
14~-15—Iowa Independent Oil Jobters 
Assn., convention, Fort Des 
Moines Hotel, Des Moines, la. 
MARCH 
6- 8—Canadian Air Conditioning & Heat- 
ing Council, National Heating 
& Air Conditioning Show, Auto- 
motive Bldg., Exhibition Park, 
Toronto. 
APRIL 
23—26—Oil-Heat Institute, convention, Stat- 
ler-Hilton Hotel, Washington, 
D. C 
27—Greater Philadelphia Fuel Confer- 
ence, annual convention, Shera- 
ton Hotel, Philadelphia. 
MAY 
9-11—Oil Heat Institute of the Pacific 
Northwest, annual convention, 
Sheraton Hotel, Portland, Ore. 
9—12—-Mechanical Contractors Association 
of America (annual convention ) 
Fontainebleau Hotel, Miami, 
Fla. 
16-19—American Petroleum Institute, di- 
vision of marketing, midyear 
meeting, Bal Harbor, Fla. 
JUNE 
6- 8—Biennial Exposition of Oil Heat, 
Statler Hilton Hotel, Boston, 
Mass 
American Society of Heating, Re- 
frigerating and Air-Conditioning 
Engineers, (annual meeting) 
Hilton Hotel, Denver, Colo. 


6—28 


Second management Meeting 
held by Maine Association 

THE MAINE OIL & HEATING Equip- 
ment Dealers Association, Portland, 
Me., held a second Fall Management 
Conference, November 16 in Portland, 
Me. 

Guest speaker was M. F. Barry, ad- 
vertising manager, California Oil Co., 
who spoke on “Advertising in the oil 
heat Industry.” 

Also appearing on the program was 
Charles Downey of Buckley & Scott 
Co., Watertown, Mass.; Halsey Smith, 
president, Casco Bank and Trust Co., 
Portland, Me.; and Charles Andrias, 


president, Goerge W. Pickering Co., 
Salem, Mass. 

Richard A. Morrell, Vice President 
of MOHEDA, was chairman. 


Humidification Institute 


is established by Walton 


THE ESTABLISHMENT of the Walton 
Institute of Humidification, a non- 
profit organization for research and 
the dissemination of information in 
the field of humidification, has been 
announced by J. B. Felderman, pres- 





ident, Walton Laboratories, Inc., Ir- 
vington, N. J. 

The Institute will serve the fields 
of medicine, industry, art and others 
with direct interest in the problems 
of humidification, as well as the gen- 
eral public, through the servicing of 
information on a regular basis, main- 
taining a basic library of books, pro- 
viding teaching aids, preparing a con- 
sumer booklet and offering assistance 

The Institute is sponsored by Wal- 
ton Laboratories. 


You have four special advantages working for you when you take 
on a Sinclair Oil Heat franchise... . 

Sinclair Heating Oil is one of America’s best-selling heating 
oils. Premium Quality at regular price, it contains an exclusive 
anti-rust ingredient. That means fewer service calls. 


An unusual sales training program that helps bring you new 


customers. 


Ample storage facilities assure you of quick, dependable 


service. 


Team up with Sinclair Oil Heat for more profits. For details, 
write: Sinclair Refining Company, 600 Fifth Avenue, New York 


20, New York. 


Sinch oir HEATING OIL 





Industry Groups 
(Begins on page 36) 


Heat Transfer Manufacturers 
to publish design Standards 


THE FUELOIL and Water Heater Man- 
ufacturers Association is planning to 
publish construction and thermal de- 
sign standards, to be ready for dis- 
tribution to architects, engineers and 
other -interested parties about the first 
of January, 1961. 

For information, contact Edward 
Fiencke, executive secretary, 50 East 
42 St., New York, N. Y. 


Bill Heinz, Scoja Secretary 
dies; acting secretary named 


BILL HEINZ, secretary of the South 
Carolina Oil Jobbers’ Association, 
Columbia, S. C., died recently. He was 
69. 

The board of directors of the As- 
sociation has named Walton C. Bryde, 
Jr. acting secretary om a part-time 
basis. Bryde has been acting as an 
assistant to Heinz since May of this 
year. 





You Know 


Wisconsin oil Group meets; 
Promotion Plans discussed 


THE WISCONSIN Petroleum Associa- 
tion and the Arthur Towell Adver- 
tising Agency, Madison, Wis., pre- 
sented the 1961 fueloil promotion 
campaign at the Fall kick-off dinner 
and meeting of the Oil-Heat Institute 
of Southeastern Wisconsin, Milwau- 
kee, Wis. on November 17. 

The presentation has previously 
been made to areas throughout the 
state, where it was well received. 


Buffalo OH! changes Name; 
C. H. Burkhardt is Speaker 


THE OIL HEAT INSTITUTE of Buffalo, 
nc., Buffalo, N. Y., has changed its 
name to the Oil Heat Institute of 
Western New York. 

On September 22, the Buffalo group 
held its first meeting of the season. 
Guest speaker was Charles Burkhardt, 
managing director, Oil Heat Institute 
of America, New York, N. Y., who 
spoke on the future of the fueloil 
industry. He described the entirely 
oil-powered home of the future, and 


You’re Right | 
with Instant-Gio | 


No combustion chamber com- 
pores with INSTANT-GLO — 


The chamber glows cherry-red in 
5 seconds from burner starting and 
gives all ‘round: 


% TOP PERFORMANCE 
Cannot lose shape or fall in. 
INSTANT-GLO's thick insulating 
brick wall oy ew —_ 


ep a t's rugged 
4 farloe ae 


* EASY TO INSTALL 


handles, assembles easily. 
Rts when installed. 


%* EASY TO CLEAN 
Rugged INSTANT-GLO resists 
vacuum cleaner suction. No vulner- 
able parts of heater to burner ex- 





On replacement jobs the old 


= Don't Gamble with Less than a Product = 
with Years of Proven Peatermanes 


DO THE JOB RIGHT 
WITH INSTANT-6LO 


Short cuts are 


customer nor do they 


not fair to the 


do justice to the 


stressed the need for the consolida- 
tion of all of western New York un- 
der one group | for more efficient 
operation. 

At the same meeting an award was 
made to Reg Newman on behalf of 
OHI of Buffalo for his contributions 
to the fueloil industry. 


Management problems Topic 

at IoMA annual Fall Clinic 

THE INDEPENDENT Oil Men's Associ- 
ation of New England, Boston, Mass., 
held the annual Fall Management 
Clinic on October 25 in Boston. 

Frank Stephenson, DeBlois Oil; 
Harold Walker, Tenney Coal; Bill 
Briggs, Valley Oil and Gard Twaddle, 
Twaddle-Mitchell Co., served on panels 
which covered the topics, “Improving 
receivable Control,” and 
“Better Service through better service 
Control.” 

Dick Gardner, General Heat; Dave 
Fanning, Sawyer's; George Cormack, 
management consultant; and T. A. 
Gilbert, IBM discussed “Fueloil De- 
liveries at lower Cost per Gallon” and 
“Electronics—now and in our Future.” 


accounts 


Model E, the only whistle you can 
install without disturbing the 


present piping. Model D for 
new installations. — 


. 2a 
8 ae 


chamber should be removed to  ‘ePpviation of 


make sure no air leaks exist. oil heating 


Write for complete details 


BOSTON MACHINE a 
worxs COMPANY , trnn, 


Oll Heating Supplies Div. 
WILLOW STREET 
MASSACHUSETTS 








APPLIED MECHANICS COMPANY 


381-389 CONGRESS ST., BOSTON 10, MASS. 
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Servicing 


Oil Burners Ps 
YOU NEED THIS 


Warm Air Meeting Proposal 
aims at dealer Organization 


A SEPARATE organization, to be known 
as a National Warm Air Heating and 
Air Conditioning Dealer Contractor 
Association, was proposed during the 
17th annual convention of the warm 
air group, held in Cleveland. 

The proposal came in a talk by 
Paul M. Augenstein, president, Air- 
temp Div. and anticipates these 
moves 

All possible aid from the National 
Warm Air Heating and Air Condi- 
tioning Association; 

Formation of a Dealer Advisory 
Council elected by the dealers on a 
regional basis, charged with setting 
up the new national dealer organiza- 
t10n; 

Cooperation from North American 
Heating and Air Conditioning Whole- 
salers Association; 

Financing of the new group by the 
dealer members, staff personnel as 
needed to be retained by the dealers 
and this staff to become a part of the 


NWAHACA to “secure the mutual bene- 


| 


y 20 0) page Catalog chock-full of Popul 
EP ointeh MENT PARTS and SERVICE T001s 
R to make your Servicing easier 


® FUEL UNIT PARTS 


© CONTROL PARTS 


© CIRCULATOR PARTS @ SHAFT SEALS 


© STRAINERS 


© GASKETS 
© IGNITION TERMINALS 


Your friendly Oil Burner Jobber stocks the 


HYDROVALVE Line. 


Ask him for a copy of Catalog #60, or write direct. 


1319 Utico Avenue 


fit of coordination between the man- 
ufacturers association and 
dealer association.” 
Augenstein and his Marketing 
Council recommended establishment 
of an “all-industry” cabinet, with three 
representatives named from each of 
the interested groups. The cabinet 
would be advisory only for the pur- 
pose of meeting, discussing common 
problems, suggesting solutions and 
recommending needed programs. 


the new 


Canadian Oil Heat Show 
in Toronto March 196] 


TORONTO'S Automotive Building, Ex- 
hibition Park, will be the site of the 
1961 National Heating and Air Con- 
ditioning Show on March 6 to 8. 

In addition to what is promised as 
the finest display of heating and air- 
conditioning ever assembled in Canada, 
the 1961 Exposition will be high- 
lighted by meetings of various indus- 
try associations. Already the Oil Heat- 
ing Association of Canada has indi- 
cated its intention to hold a three- 
day national sales and management 


Brooklyn 3, N. Y 


Hy dravalve co. 


BUckminster 4-1330 


conference. Other groups are expected 
to announce their plans later. 

A comprehensive and much ex- 
panded promotion program is planned 
to publicize the show well in advance 
and boost attendance. 

Complete information is available 
from the show manager, Arnold Rowe- 
Sleeman, who can be reached at 745 
Mt. Pleasant Ave., Toronto. 


Carven urges N. H. Dealers 
to push hot water Heaters 


R. S. CARVEN, JR., manager of fueloil 
sales for Esso in New England, speak- 
ing before the first annual convention 
of the New Hampshire Petroleum In- 
dustry Council in Manchester, N. H., 
said that the oil hot water heater mar- 
ket is virtually untapped although 
sales of hot water heaters have climbed 
to about 3144 million units a year. 

The volume of heating oil sold an- 
nually would be increased by over 300 
million gallons in a single year if oil- 
fired hot water heaters could obtain 
even a 25% share of the market for 
new units, Carven said. 





“for those with an eye for 


CORRECL 


CROMWELL’S Fuel Oil Dealer 
Forms: Budget Envelopes, Meter 
Tickets, Invoices . . . make record- 
keeping accurate and easy. Im- 
printed with your name, fast 
delivery, free catalog. 


\ . printery inc. 
CHURCH AT BLEECKER, ALBANY, N. Y. 
eloil 
oilheagy 


QUALITY” 


all brushes from one 
dependable source 
OUR FULLY ILLUSTRATED CATALOG ON REQUEST 


Ace Brusfhre. 


FOR PLUMBING AND HEATING INDUSTRY 
146 FULTON ST. * BROOKLYN 1, NEW YORK 











Two Big Issues Coming Up 


ADVERTISERS! 

FUELOIL & OIL HEAT has the highest ABC subscription renewal 
rate among all the magazines now in, or trying to edge into the heat- 
ing and air conditioning field — 69.37%. This is 9 points (about 
15%) ahead of the nearest (a plumbing and heating magazine) 
and about |7 points (nearly 30%) ahead of the leading sheet metal 
(roofing) and heating paper. A refrigerator paper (walk in freez- 
ers) which is trying to edge into heating is in between these two 


last. 


You manufacturers know how it is with re-orders. If you don't get 
them, generally the product is to blame. So we are proud of our 


high ABC reader subscription rate. 


FUELOIL & OIL HEAT, as a business tool for our readers, is sharp, 


useful, dependable. It is a result of perspiration, experience, and 
a basic adherence to the truth. A remarkable, valuable ad medium 


for YOU! 


How much space should we reserve for you? 


MEMBER 


x 
Cucat 


FUELOIL & OIL HEAT 


2 West 45th St., New York 36, N. Y. (MUrray Hill 2-4786) 
ART WINKLER, Adv. Dir. BOB HUNDLEY, Adv. Mgr. 


Midwest: Lerry Alles, 224 So. Michigan Ave., Room 200, Chicago 4 (WAbash 2-9548)—Paocific 
Coast: Don Harway, 1709 W. Sth St., Los Angeles 17, Calif. (HUbberd 3-5141). 
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1. JANUARY STATISTICAL & REVI 


For the last 32 of FUELOIL & OIL HEAT’s 39 years, each January 
presented a penetrating and useful analysis of the Oil Heating & F 
Industry's activities during the preceding years. This is: ye re 


ANALYSIS OF THEIR SIGNIFICANCE TO DEALERS, phe MANU. 
FACTURERS. Valuable sales data in this issue will include a study of selling 
activities by dealers; equipment sold; salesmen's geograph- 
ical variations; and a dealer forecast for 1961 (these are rarely out of 


line). Our figures are widely used and quoted by Government agencies, aa 


market research people, etc. ~ 


2 FEBRUARY SHOW ISSUE 


FEBRUARY will be our Official Issue for the 15th International Heating 
and Air Conditioning Exposition, International Amphitheater, Chicago, 
February 13-16. This issue will be a focus of information for those around 
the Nation who will not attend the Show, as well as for the thousands who 
will go to Chicago. Complete Show Data will be included. !t presents an 
opportunity for Exhibitors to assure success of their Show Investment, by 
“pre-selling". February is also the month when overworked OILHAN- 
DLING EQUIPMENT and oilheating equipment signals the necessity for 
replacement, addition or modernization. AN EXCELLENT ISSUE FOR 
ADVERTISING. Forms close January 10th. 
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uardian BEST SOURCE FOR 
ALL TYPES OF FLEXIBLE COUPLINGS 


3. 


1..5** Splined Jaw 
© Dept. ee 70 12 Type Type 


Only Guardian gives you these features— 

@ ROLL SPINNING — Exclusive process joins all 
three components at one time — while in final 
operating alignment. 

@ BRAIDED RUBBER—Ground to absolve true con- 
centricity. Furnished in BUNA-N TUBE and NEO- 
PRENE COVER. Lateral and angular alignment 
requirements fully met. 

@ ONE-PIECE DESIGN — Minimizes assembly and 
Over 6:000,000 Made to exact lengths required. 

000 Guardian couplings are on original 
equipment. This is your assurance of —— quality 
and universal acceptance in the field 

Write for free descriptive literature covering 
re service men's couplings kits, oil valves 
and Quik Joint compression fittings. 


Guardian PRODUCTS CORP. 


COUPLING DIVISION 
Dept, F-126, 1215 E. Second St., Michigan City, Ind. 





PRINTED FORMS 
AND OPERATION AIDS 


For Immediate Shipment 


Check items you are interested in. | 

Attach to your letterhead, mail for | 

information, prices, FREE SAMPLES: : 
(0 Degree Day Cards 

(0 Service Order | () Telephone Call 


() Service Ticket C Inter-Office 


CO) Service Record Correspondence 
Card C] EZE Stick Pressure 


<x * 
C0 Daily Record of Sensitive Label 
Deliveries C) Price Charts 


(0 Service Dept. (] Weather Temp. 
Record Recording 


( Authorized Thermometer 
Receipt C1 Safety Sidewalk 


(C0 Door Knob Caution Signs 
Notice Card * | [] Sort-O-Matic Rack 


Oo METERED ONE-TIME 
CARBON DELIVERY TICKETS 
(Truck—Bulk Plant—Gas Pump! 





F#Allow 2 weeks to imprint your copy. 


DEGREE DAY SYSTEMS - 


F 8 ST WOODSIDE 77, N.Y 


. Industry Groups 


| Michiana oil Association 


elects Officers, Directors 


THE MICHIANA Oil Heat Institute, 
South Bend, Ind., has re-elected all 
officers for another year’s term. They 
are J. R. Storey, Robert 
Kelley, vice-president; and Harry Cas- 


president; 


tleman, secretary-treasurer. 
A board of directors, 
was elected also. New di- 


to serve for 
one year, 
rectors are: Harry Castleman, Lester 
Bierly, Walter Garrett and Richard 
Brotherson. 

The president appointed the follow- 
ing people to committees: 

Advertising Committee, Chairman, 
Robert Kelley; Walter Garrett; W. K. 
Wampler, Harold Werdine; J. W. 
Abshire; Arnold Longfellow. 

Service School Chair- 
man, Chester Waggoner; John Ku- 
haric; Bud Walker; Ted Ulmer; Max 
Goff; Mark Lake; Andy Parker. 


Committee, 


ASHRAE Meeting, Exposition 
next February in Chicago 


THE SEMI-ANNUAL MEETING of the 
American Society of Heating, Refrig- 
erating and Air-Conditioning Engi- 
neers will be held at the Conrad Hilton 
Hotel, Chicago, February 13 to 16, 
1961. 

Concurrently the 15th International 
Heating and Air-Conditioning Exposi- 
tion, held under the Society's auspices, 
takes place at the International Amphi- 
theatre, Chicago. Nearly 500 exhibitors 
are scheduled to display their products. 

The ASHRAE meeting program fea- 
tures four technical sessions, five sym- 
posiums, conferences, forums and com- 
mittee meetings. H. G. Gragg, Chicago, 
is chairman of the General Arrange- 
ments Committee 


Westchester Group has Talk 
on premium billing Method 


THE REGULAR monthly meeting of the 
Oil Heat Institute of Westchester, 
Scarsdale, N. Y., was held November 
1 in White Plains, N. Y. Richard H. 
Morgan, president, Nassau Oil Com- 
pany, Princeton, N. J. told the group 
how his method of “premium billing” 
| has lifted his credit department from 
an expense item to a self-supporting 
arm of the company. 


Oil Heat Old Timers plan 
annual Christmas Party 


THE ANNUAL Christmas party held by 
the Oil Heat Old Timers, Long Island 
City 1, N. Y., takes place on December 
8 at the Boathouse, Astoria, N. Y. 
The party this year features the tra- 
ditional Irish turkey, entertainment, 
good fellowship and a chance to renew 
old acquaintances. The affair is open to 
OHOT members and their guests. 


Philadelphia Group sponsors 
basketball radio Broadcasts 


THE GREATER PHILADELPHIA Fuel 
Conference held the first meeting of 
the season on October 26. 

Plans for Conference sponsorship of 
basketball game radio broadcasts were 
discussed and Jim Leaming, sports- 
caster, addressed the group. 


OHILI amends Constitution 
Plans annual Christmas Fete 


THE OIL HEAT INSTITUTE of Long 
Island, Hicksville, N. Y., has amended 
its constitution so that every member 
of the association must also support 
the advertising and promotion activity 
of the group on the basis of $250 
per million gallons of retail sales. 

The group is also planning a fourth 
annual Ladies Night Christmas party 
for December 14, at the Huntington 
(L. 1.) Town House. 


Leonard Braun, right, president, Oil Heat 
Institute of Long Island, and George F. 
Byrne, the group's executive secretary, 
help a serviceman figure out a problem. 
A total of 130 technicians took the 
exam, prepared by OHI of America. 
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Water Heater has extended 
Uses 


(Begins on page 51) 


gram 1. This room has all the benefits 
of individual room-temperature con- 
trol, of course, which is a tremendous 
advantage of heating it in this fashion. 

Don't install a line-voltage room 
thermostat. Besides giving bumpy on- 
off heating in the room, this would 
cause long “on” and “off” periods for 
the circulator, which don't work out 
well for the water heater in a system 
of this type. That same point, and the 
others which have been made apply as 
well for Diagrams 2 and 3, of course. 

Two mixing valves are used in Dia- 
gram 2, one for the hot water going 
to the faucets, the other for the hot 
water that goes to the radiation when 
the circulator is running. The idea is 
to permit the use of an unusually high 
temperature in the water heater, maxi- 
mum of 180°F. or 190°F., to increase 
greatly the amount of heat stored in 
it and thus to gain the benefits of us- 
ing a much larger tank at the usual, 
lower, maximum temperature. 

A tank kept at an unusually high 
temperature must be suitable for this, 


of course. Certain dealers have em- 


phatic preference for tanks of copper 
or other non-ferrous metal. 


For safety, an installation of the 
kinds in Diagrams 1, 2, and 3 should 
have two high-limit controls for its 
oilburner. A time-honored rule of 
FUELOIL & OIL HEAT applies: Where 
the failure of one control (which us- 
ually starts and stops an oilburner ) 
would cause excitement or dangers, a 
second controf should be installed to 
stop the burner if the first control fails. 


The second control can be a strap- 
on type wired, along with the first 
high-limit control, in the live leg to 
the burner's primary control panel. 

The importance of an excellent tem- 
perature and pressure relief valve for 
any oilfired water heater cannot be 
overemphasized. Oilburner men, par- 
ticularly servicemen, should become 
specialists at making certain that every 
hot-water tank and every oilfired water 
heater they see is properly protected 
by a safety-relief valve which is in 
good condition. The terrific hazard in 
an unprotected tank form a big story 
all by itself. Briefly, it can be dyna- 
mite ... it can tear up through the 
roof of a house as though a dynamite 
blast went off. 

The set-up of Diagram 3 can heat 
an entire, small house in Florida and 
other parts of the country where win- 
ters are mild. The blower-duct system 
can serve beautifully for both summer 
cooling and winter heating. Diagram 
3 is excellent, then, for homes need- 
ing much cooling in summer, relative- 
ly little heating in winter, and a lux- 
urious abundance of hot water the year 


round. 
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William E. Gleason has been named 
comptroller, Industrial Products Group, 
Crane Co., Chicago, Ill. Prior to join- 
ing Crane, he served in a similar 
capacity at the Hemp Division of 
American Thermos. 


Justin H. Dinehart has been ap- 
pointed Chief Engineer, Thatcher Fur- 
nace Co., Garwood, N. J. Dinehart, 
is a graduate engineer and has been 
with Thatcher since 1951. 


Raymond H. Carey has been ap- 
pointed Sales Engineer, heating and 
special purpose controls, General Elec- 
tric Appliance Control Department, 
Morrison, Ill. In his new position, 
Carey is responsible for sales of the 
department's line of controls for do- 
mestic warm air, hot water and steam 
heating systems as well as controls 
used for many other special purpose 
applications. 


The B. A. Johnson Sales Co. of 
Chicago, Ill, has been named sales 
representative for the Fram Aire Corp., 
Providence, R. I. Johnsor will rep- 
resent Fram Aire airconditioning and 
heating filters in the area from Green 
Bay, Wisc., to Springfield, Ill. 


Charles C. Miley has been appointed 
Manager, Blower Sales, The Lau Blow- 
er Co., Dayton, Ohio. Miley will be 
responsible for the organization and 
direction of Lau’s blower sales force for 


Miley 


the entire U. S., with the exception of 
Pacific Coast states. The company also 
has named Glen Nance assistant adver- 
tising and sales promotion manager. 
He will be responsible for the plan- 
ning and production of the company’s 


NEW! RECTORSEAL:5 | 


Thread and Gasket Sealing - anaes 
Slow dry — soft set. 


Dopes more joints per dollar . . . prevents 
leaks at all pressures. Won't settle, harden, 
dry out or skin over in the open can. Write 
for Sample.- 
(if fast dry—soft set compound 
is desired use Rectorseal #2) 


RECTORSEAL 


sales promotion materials. 


HAY WARD 
Rotary Atomizing Burners 
¥%, to 12 Gph 
Boiler-Burner Units 
400 to 730 Sq. Ft. EDR Steam 
Pressure Atomizing Burners 
¥%, to 10 Gph 
Boiler-Burner Units 
200 to 2000 Sq. Ft. EDR Steam 
Write for franchise information: 


RECTORSEAL:5 ICLAAva 3 Bead oteatcs 
pe — ty 72-8 €2 ay 


7a POSITIVE LEEK Pas 86 Kirkland St., Cambridge, Mass. 
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Story of 226 Conversions 
(Begins on page 45) 


From the start it was clear that the 
sales and installation force of Meenan 
in Pennsylvania could not take on the 
New Jersey job if it were to be as suc- 
cessful as hoped and anticipated. So 
some weeks before the break of pub- 
licity the task of rounding up good 
men was put in motion. The outcome 
is 30 men working 6 days a week and 
completing six jobs a day of which a 
third are boiler relocations. 

To sell the jobs a whole new crew 
was put together . . . after three weeks 
of interviews six men were selected, 
hired one week before the target date 
and schooled intensively. Four had not 
had previous heating experience yet to 
date each man has exceeded his quota, 
well ahead of his $100 a week drawing 
account. 

A question was raised about the 
backgrounds of these six men . . . one 
was a specialty salesman of 40 years, 
selling storm windows, refrigerators, 
many things. Two had sold insurance. 
One had sold insulation, one heating. 





The sixth was a resident with some 
heating background who had been in 
the original converting group and so 
enthusiastic about his experience that 
he could be convincing. 

One of the favors extended by the 
buyer to Meenan is permission to place 
on the lawn for one full week an at- 
tractive sign stating that this home is 
being converted from gas to oil heat. 

Naturally everyone recognizes that 
the harder selling is yet to be done. 
There has been no canvassing because 
each man had plenty of cards mailed 
in—-something like 480 such prospects 
at the date of the interview in late Oc- 
tober. As might be expected, 95% of 
the sales are closed in evenings or on 
Saturday. 

In the industry's history there have 
always been some conversions from 
gas to oil. But with rare exceptions 
they have been replacing antiquated 
equipment, and some of the old gas 
stuff was pretty flimsy. Families have 
been timid about the safety factor par- 
ticularly in communities that experi- 
enced bad accidents, and some have 
found gas too costly. 


But this Levittown campaign by 
Meenan Oil Co. is the first we've 
known where an accurately developed 
cost advantage was so convincing as to 
cause many families in one community 
to abandon equipment that they had 
just bought in the price of their new 
house. To Messrs. Kenny, Henwood, 
Glaser, sales manager Albert Sapp, and 
all the others who brought it to pass, 
a much deserved salute! 


°, 
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Walter S. Barbour, sales representa- 
tive for American-Standard, Detroit, 
Mich., has been assigned to the At- 
lanta Georgia area, making his head- 
quarters in Atlanta. He has represented 
the company in Orlando, Fla., since 
1958. A full-line sales representative 
for the company in the Indianapolis 
territory for the past five years, John 
H. Fowler now takes over a new ter- 
ritory in Chicago, Ill. James W. Mc- 
Mellon, D. T. Williams valve sales 
representative in Cleveland, Ohio, for 
the past year and a half, now joins 
the division's New York City sales 
staff in the same capacity. 

















of the NEW fourth edition of the 


Rates and specifications on every heating boiler we can find 
up to 3,000 sq. fts steam and equivalent hot water. 


Over 12,000 boilers—new and old, current and obsolete. 
Models, ratings, firing rates, sizes, smoke pipe and chimney data. 


More than 600 manufacturers’ trade names. 


e ORDER YOUR COPIES TODAY + 


(To insure prompt delivery please send remittance with order.) 


Order Your Copy Now... 


BEACON BOILER 
Reference BOOK 





Send your 
order to: 


Heating 
Publishers 
Inc. 


Name 


Address 





Only $5.00 a copy 


Please include 25¢ for postage and handling. 


2 West 45th St. 
New York 36 








Please send me ............ 
the BEACON BOILER Reference BOOK @ $5.00 each. 


copies of the new 4th Edition of 
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FLOOR FURNAGE 
with a FILTER 


ONLY G/A HAS THESE ADVANTAGES 


30° HIGH .. 16¥2"" 
INSULATED JACKET 
CIRCULATED, FILTERED AIR 

QUIET OPERATION 

RETURN AIR OPENING ... 

to facilitate a return-duct if used. 
EASY ACCESS 


below joist. 


Model 
C-85-FB 
OIL-FIRED 
85,00C Btu 
Output 


axes 


e@ complete story .. . 
WRITE OR WIRE NOW: 


top. 
PRE-ASSEMBLED & WIRED 


GENERAL AUTOMATIC PRODUCTS 
CORPORATION 


2300 Sinciair Lane 
Baltimore 13, Md. 
EAstern 7-7703 


Get tn 
CALL, 





FIRE BOX 


fuelor! & oil heat 


WANT ADS 


Advertisements are payable in advance 75c a line; 
minimum charge of $4.50 for 6 lines or less. 
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No Advertising Agency Commissions. No discounts. 


NOTICE — Those writing to Box Numbers, address: c/o 
FUELOIL & OIL HEAT, 2 West 45th St.. New York 36. 
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for filter removal or furnace service from | 











KEK-CLEANED BOILERS 
LAST LONGER 
GIVE EVEN HEAT 

WITH LESS FUEL 


STEAM De aAvolID 
FASTER AIR LOCK 











LABOS 
MADISON 


ATORY 
NEW JERSEY 


FOR SALE PENTWATER FUEL OIL LIFT PUMP BUSINESS—AIll tools 
patterns-fixtures-complete drawings-inventory-customer lists and etc. Ready to 


go at a bargain 802 Glasgow Avenue, 
Fort Wayne, 


at Pentwater Machinery Company, 


Indiana 


MFR. REP selling heating & refrigerating contractors and dealers: 
air and water cooling 


Full 
oil and gas steel & cast-iron residential & commercial 
boilers, baseboard radiation, comvectors, etc. Will have 1961 openings in Mas- 
sachusetts, Connecticut, Western New York, SW Virginia & W Va., S. Caro- 
Western Ohio, Indiana, Texas and Northern California. Inquiries heid in 
ynfidence and all particulars promptly sent. Address Box No. 1529. 


line 


lina 


FOR SALE—One oil truck, one tractor, 3 trailer tanks. Various makes and 
sizes. Fully equipped. Good condition. Bargain prices. LANGIE FUEL SERV 
ICE INC. Main St., E., Rochester, New York 
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TURN YOUR SURPLUS INVENTORY of stoker, oil burner or gas controls 
into cash, Mail list and price to Box 885. 


SALES EXECUTIVE and/or Salesman, available in the Washington, Baltimore 
Delaware area. Can handle field men; sell to jobbers and work with them 
and also to retailers. Has good record—knows all forms of heating and firing 
Will make you a very happy employer, if you get him for a field man, zone 
manager, or salesman. Excellent references. Box No. 1465. 


REPAIR THAT LEAKY FUEL OIL TANK with the new miracle fiberglas 
plastic Tank Bond. Apply to the outside of the tank. Put a new bottom in 
an old leaky tank snd make it just as good as new! One can is enough tw 
cover the bottom of a vertical 275 gal. tank. $4.05 per can or $45.00 per 
case of 12 cans. Order from Tank Bond, 400 F St. N.E., Washington 2, D. ¢ 


AVAILABLE. 24 years experience as field sales mgr., field sales engr., project 
engr., director sales training, senior sales engr., and sales engr. Considerable 
knowledge combustion, forced induced draft fans, draft, commercial /iadustrial 
heating and ventilating and small steam turbines. Age 47. BSME. Good ap 
pearance, speaker, writer, traveller and personality, Desire executive sales 
capacity. Alternatively mfg’s. agent. Met. N. Y. area. George G. Nash, 26 W 
74th Se, N. Y. 23, N. Y. (TR 4-5113, Area Code 212). 


eveco ADjJUST-ODpAFT 


DRAFT CONTROL 





Fully adjustable for precise accurate setting 
and instant response to draft variations: 
ADJUST-O-DRAFT is quality constructed. A 
cast aluminum ring with built in stops, con- 
cealed solid brass beorings, and other 
features, insure lasting dependability and 
maximum efficiency when you INSTALL 





MANUFACTURING CO. 
45-18—i62nd St., Fiushing, L.1., N.Y 


IT'S COLD!! THE MOTOR QUITS 


No Spare in Truck or Shop 
Now Servicemen Carry 
MOTADAPTOR® 


THE UNIVERSAL MOTOR MOUNTING FLANGE 


it, 


JOBBER 


U.S. PAT. 2510680 


J. B. PRODUCTS 72. Wayde", st: 


Newark 5, N. J. ® 











‘See QUALITY LINE 


of Humidifiers and Filters 


means MORE SALES 


MORE PROFITS for you! 
| Seattle manurac 
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Use “CRESCENT PARTS” Service 


Serving St. Lowis Trade Aree 
“FACTORY REBUILT" Repair Exchange con- 
trol service on all popular makes at regular 


dealers! 


PUT ALL YOUR CUSTOMERS 
ON AUTOMATIC OIL DELIVERY... 
WITH HO CREDIT WORRIES! 


BUDGET METER permits you to serve all cus- 
tomers with cost-saving automatic delivery (ends 
special after-hour trips) . . . say good-bye to credit 
problems even with slow or no pay accounts. You 
fill the tank. Customers use only the oil they pay 
OIL—GAS—STOKER | for — thanks to BUDGET METER control. Customers 
like the easy payment system and extra conven- 
ience, too. For more information, prices ond spe- 
cial quantity discounts, write today. 


manufacturers list prices and trade discounts. 


Crescent Parts and 
Equipment | Co., Inc. 


825-831 . ye Ave. 
St. Lowis 10, Mo, 
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Parts & Controls 
White- Rodgers 
Installations Materials 


Detroit @ Pertex 


Penn & Accessories 


BUDGET METER COMPANY 
ARCH ROAD, WESTFIELD, MASSACHUSETTS 


BRANCH 
540 Wimmer Place 
East St. Louis, Ill. 
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Shes x oy VY GROOVE JOINTS | 
MONOGRAM has... none ig 
Refractory Combustion Cham- ° 
.75 TO 23 GALLONS PER HOUR 


COMBUSTION CHAMBERS |MEtEaRd 
DOUBLE SEAL 
359 Standard Designs and ° 
bers for ALL Boilers and AIR SPACE 
MONOGRAM PRODUCTS C0. INC. 


TONGUE & 
SIDE WALLS 
QUICK HEAT Ge) lcm ala: 
BETWEEN 
sizes of LITE-CAST Insulating |PRE-CAST FLOOR 
Furnaces. BENEATH FLOOR 
731 NORTH 35th STREET. PH 





ROLLS UP! 
For Easy Storage 
in Serviceman's Tool Box 


HANGS UP! 
For Displey 
Attractive Vinyl 


Grarl 


IGNITION COMPONENTS CO. 


BLOOMFIELD NJ 
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Truck 
Talk 


by Chet Cunningham 


HE MOST DANGEROUS JOB in this 
end of the fueloil business is de- 
mounting and inflating the tires your 
delivery trucks ride on. For years it 
was the sledge hammer and wedge ap- 
proach to get the locking rim unlocked. 
Recently several new and safer meth- 
ods have been brought out to help cut 
down the accident toll around the tires, 
and to make the job easier to do. One 
of these is the Break-Safe shown in the 
illustration. 

It is designed to break the bead free 
without damaging the sidewalls, cut- 
ting the bead or producing dented or 
sprung rims and wheels. It also pro- 
tects the operator from a flying lock- 
ing ring during the first pressuring. 


Ford's new 100,000 mile warranty 
on new gas engine trucks in the Super 
Duty (largest Ford), is causing a stir. 
Last year trucks were guaranteed for 
the 4,000 mile or 90 days. This is the 
first diesel-type guarantee in the truck- 
ing industry on a gas engine. 

The guarantee or warranty applies 
to all major components of the engine. 
These engines are available in 12 





models of heavy and extra heavy: duty 
trucks including the Tilt-Tandems. 


Getting too much condensation in 
your gas tanks—and water in your gas? 
Here’s an easy solution that may work 
for you. Be sure that you fill those oil 
delivery trucks up at night after the 
day’s runs. In this way your tank stays 
full during the night. There isn’t as 
much room for air to cool off, condense 
and release water into your fuel. A 
full tank leaves very little room for 
air—so there is very little condensa- 
tion—or water. 


Here's a ten point checklist to help 
you extend the life of your clutch. It 
comes from World Bestos. 

1. Free up and lubricate clutch pedal 
linkage. Examine clutch pedal and 
bushing for wear, scoring, sticking or 
loose mounting and adjust or replace 
parts as necessary. 

2. Check for proper alignment be- 
tween engine, clutch and transmission. 
Tighten all front and rear mounting 
bolts and replace resilient mountings 
if necessary. 

3. Examine spring shackle bushing 
and pins for wear. 

4. Always use guide pins and/or 
transmission jack when removing and 
installing transmission to avoid bend- 
ing clutch disc. ! 

5. Check for broken pressure plate 
springs. To check for-loss of tension, 
compare old springs with new springs. 

6. Examine hub splines. Greater 
wear at ends than in the middle indi- 


cates clutch misalignment which can 





be caused by (1) warped frame, (2) 
bent transmission shaft, (3) misalign- 
ment between flywheel and crankshaft, 
(4) misalignment between bell hous- 
ing and engine, (5) misalignment be- 
tween bell housing and transmission. 
Replace hub or disc if plines are worn. 

7. Examine pressure plate and fly- 
wheel for scoring, warpage, dishing, 
and heat-checking. Grind, machine or 
replace damaged parts. 

8. Examine pilot bearing, throw out 
bearing, sleeve assembly, throwout 
fork, and universal joints for excessive 
wear, looseness and/or rough action 
Adjust, repair or replace damaged 
parts. 

9. Check for oil leakage from engine 
and transmission bearings. Replace oil 
seals as necessary. 

10. Thoroughly clean all parts before 
relining and assembling. 


The four cylinder engine is making 
a comeback. No new plans for four- 
cylinder trucks vet, but the four-cylin- 
der auto is set for 1961 introduction 
this fall and next year. Developments 
over the last 30 years of engine mak- 
ing, should mean the quad jobs will be 
extremely good ones. 

Pontiac will have a four-cylinder en- 
gine packing 125 horses. It is 200 inch 
displacement and tilted 45 degrees 
Ford will bring out a compact with a 
quad next year with a 60 hp rating. 

The vibration problem on 4-cylinder 
engines is almost licked now. This was 
one factor in their decline in the early 
1930's. With today’s engine mount- 
ings, most of this problem is beaten 

Two four-cylinder truck motors are 
now made here including the 55-horse 
Willys Jeep engine and the same pow- 
ered American Motors’ Mighty Mite 


Will electric trucks ever come? So 
far all the talk about the electric cars 
and trucks is mostly talk. There are 
too many problems to lick before they 
will be practical for buyers. 

High price is the largest. Short range 
is another—most now can’t do more 
than 40-60 miles without recharging. 
They also have a high weight-to-power 
ratio—a big drawback for deliveries. 
Top speed now is 35 to 40 mph—not 
enough for suburban and expressway 
driving. 
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Monarch has eliminated “Pulsation” in thousands of so-called 
“hopeless” cases. Why not see if we can do the same for you? 


Whatever your problem, try Monarch and see why Service Men 
and more than 400 Oil Burner and Furnace Manufacturers all over 
the world agree: Monarch Nozzles continue “First Choice of the 


MONARCH NOZZLE BOXES 


Don’t jumble nozzles loosely in your tool box if you 

cy Tn To MANUFACTURING WORKS, Inc. 
usable. Carry them i 
cscuraly ln @ stendy 2503 E. ONTARIO ST., PHILADELPHIA 34, PA. iS 
well-built Monarch C : f rR ¢ 
Nozzle Box. Available E 
for 24 or 48 nozzles. 
Also, cabinets hold- 
ing 480 nozzles. 


REMEMBER: It costs more to clean a nozzle than fo replace with a new, precision, guaranteed-uniform Monarch Nozzle. 





FOR BOILER WATER WATCHING 
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McDonnell Feeder Cut-off Combination 


It’s a story that cannot be repeated too often. A low water condition 
can happen in any boiler, at any time, for any of dozens of reasons. 
And that includes hot water boilers too, where you don’t even have 
a gauge glass to begin with. + There are two accepted approaches 
to the problem—a boiler feeder which adds water mechanically as 
needed to maintain a safe level, or a low water cut-off which acts 
electrically to stop the burner if water level gets too low. + If each 
One is a good idea, then it stands to reason that the one best answer 
is to use both together—a combined mechanical feeder and electrical 
cut-off. + No one will argue with you either if you make your 
choice from the McDonnell line of feeder cut-off combinations— 
the best-known, most widely used products of their kind. 


MCDONNELL ¢ MILLER, /nc. 


3500 N. Spaulding Ave., Chicago 18, Illinois 


Mp et 


Here are the facts 
that will enable you to tell your 
story with complete conviction. 
Step by step they show just what 
controls are needed, and where, 
and why—in simple terms even 
your customers can understand 
There's one for Steam Boilers 
(Bulletin L-711) and a companion 
one on Hot Water Boilers (Bulle- 
tin P-30). Write for your copies. 


MEDONNELL 


Boiler Water Feeders * Low Water Fuel Cut-Offs - Pump 
Controllers + Relief Valves « Flow Switches « Related Liquid 
Level Controls for Tanks, Stills, Air Conditioning Systems 
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